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Sell BOSS Kerosene Stoves quicker and 
easier by simplified demonstrations and 
displays developed for the use of Dealers 
in their store and home sales work. 

Biu-nor Many BOSS Dealers also use these demon- 
strators to instruct purchasers in the proper 
use and operation of their stoves. 

Interest is high in the new complete BOSS 

yay line which now enables you to satisfy 
every prospect’s preference, whether for 
Table-top, Console, Cabinet or Lower- 
priced, open models, with 


“Top-Speed" Long Chimney, wick type burners 
“Blu-Hot" Adjustable, wickless type burners 
"Swift" Valve Control, wickless type burners 
“Prize” Needle Valve, wickless type burners 


Write for Catalog, and details about BOSS “Demon- 
strators” and other sales helps. 


THE HUENEFELD CO. - Cincinnati, Ohio 
BOSS STOVES-RANGES- OVENS 











MAKE THIS QUICK TEST ON 
YOUR OWN WIRE CLOTH STOCK 


—place side by side, five rolls of zinc-electroplated cloth—a roll of new cloth, 
a roll of old cloth, a roll of new, and another roll of old, and a roll of very old. 
Do the colors vary thus? 


NEW CLOTH OLD CLOTH NEW CLOTH OLD CLOTH yh Oye 


Then they are not Hanover Super-Apex. Years ago Hanover perfected and 
pioneered the introduction of a superior coating for zinc-electroplated wire 
cloth that keeps Super-Apex, with its extra heavy zinc coating, uniformly 
light and saleable almost indefinitely, and also protects it in use. If your 
jobber has supplied you with Hanover Super-Apex, the above five rolls 
will look like this: 


SUPER-APEX SUPER- APEX SUPER-APEX SUPER-APEX SUPER-APEX 


Other famous Hanover brands... Hanover quality backed by over 35 years of experi- 
Hanover "Vulcan""—Black Painted ence—woven into every roll and guaranteed to every 
H "Golden Rod"'—Golden Bronze user—will inspire confidence, win trade and hold cus- 


Hanover ‘'Oriental''—Antique Bronze ‘ > ° 
Henover “Marine"—.010 Bright Bronze tomers. Hanover Wire Cloth is attractively labeled 


Hanover ''Crescent''—Bright Copper and packed in sturdy, individual cartons to reach 


rattan lala you in perfect condition and insure perfect condi- 
Special Alloy and Special Mesh on request. tion until sold. 


Ask your distributor for HANOVER Wire Cloth. 
If he does not have it, ask us. 


ANOVER 


RE CLOTH COM PAN Y 


Sales Representatives in Boston, New York, Atlanta, New 
a. Kansas City, Chicago, Los Angeles, San Francisco, of AN OVER . Pp A, 


land, Oregon. 
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Celebrate with Master! 


Take advantage of this extra profit opportunity 


Make twice your cost on every Master “New Factory Spe- 
cial”. For a limited time only, get 24 fast-selling Laminated 
Padlocks, plus 12 Safety Hasps, at one-half their regular 
retail value! © “Doubling-your-money” on long-established, 
staple numbers is always an unusual opportunity . . . but par- 
ticularly at this time with these popular, sure-selling items, 
Master’s “New Factory Special” is a most extraordinary op- 
portunity. © Take advantage of this spectacular offer, planned 
to give the independent trade a special reason for celebrat- 
ing Master’s announcement of the world’s finest and most 


modern padlock plant. © Order today from your jobber. 


Gre d 


oo 


Mo, 600 ~ 
For a Limited Time Only 


bd ; SELL FOR 
1 DOZ. No. 22 = = = = $ 3.00 
1 DOZ. No. 500 - - = - 
1 DOZ.No, 704 Safety Hasps 


RETAIL VALUE - - $12.00 
Your cost *B. 00 
100% eee fase 00 


fh Youn Jobber 


 Werld's Leading Padlock Manute 
5 apes 8 wiscon A ae 


“ , 
she hess 4200 Retuil- Free! 































THE OLD HALF 


Lines of force through Lines of force through 
handle and head show handle and head show 
how percussion (strik- “off-center” weight 
ing power) is centered balance. Just pick up 








in both blade and the True Temper Dy- 


driving head. Result: namic and feel its 
power and balance. 
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True Temper PrRooucrs 


FORKS + RAKES « HOES + SHOVELS + AXES - HATCHETS - HAMMERS + SCYTHES « FISHING RODS AND BAITS - GOLF SHAFTS 
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‘NEW TOOLS | 
| UP YOUR CUSTOMERS 
ARE STORE VALUES 


TRUE TEMPER 


ynamec 








New design centers weight in head—giving 
perfect balance and feel—increases power of 
cutting and driving. Thin, keen, deep blade cuts 
true—no wobble, slip or bounce. Driving head 
has the draw of finest mechanic’s hammer—sinks 
nails fast, true and straight. Craftsmen will choose 
it on sight. Length — 13 inches. Cutting edge 
— 3% inches. Weight—1 lb. 14 oz. Price 
per doz.—$18.00. Each—$1.50. 







































TRUE TEMPER 
; een 


Copyrighted design. A powerful chopping tool 
—just as powerful for heavy driving. Forged milled 
claws make it a world’s champion ripper and 
nail puller. 











Head finished in satin-smooth rustless black— 
select all white hickory handle—new professional 
design—with butt beveled grip. Ninety per cent of 
all heavy hatchet users—mechanics, farmers, out- 

doorsmen—will select it on sight because of its 
added utility, value and perfect balance. 
Length—15 inches. Cutting edge — 3% 

inches. Weight—1 Ib. 15 oz. Price 
per doz.— $18.00. Each— $1.50. 


. 


ne 


TRUE TEMPER 
ya a 


The ideal belt axe—light, graceful, powerful—an 
all time high in belt axe design. Every outsdoors- 
man will want one. Thin, keen, deep blade has the 
bite of a hungry lion. Dynamic balance gives double 
power in chopping. Head is finished in satin- 
smooth rustless black—handle select all white 
hickory in New Professional design. Length— 
14 inches. Cutting edge—3% inches. Weight— 
1 Ib. 10 oz. Price per doz.—$18.00. Each—$1.50. 
STOCK AND DISPLAY THESE 3 TOOLS. THEY WILL INCREASE YOUR 
SALES AND PROFITS. THE AMERICAN FORK & HOE CO., MAKERS OF 


TRUE TEMPER PRooUCTS 


FORKS + RAKES + HOES + SHOVELS + AXES + HATCHETS 
HAMMERS + SCYTHES « FISHING RODS AND BAITS + GOLF SHAFTS 
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NEW TROPHY 
LINE 


MAGNIFICENTLY STYLED WITH 
CHROME COMBINATION AND 
RUBBER SILENCING. 


Eclipse $5,000.00 Cash Trophy Contest for 
a a dealers is now in progress—Remember home 

n NALLY modern mower conscious 
oe os yy = Thepudhian the Eclipse vaphy ln, we 


PREVIEW ct a Sa 
DURING v4 4), top quality, "S styling, ged su 
NATIONAL tall a j 4 ing cubes uncture-P ne alveless nl 


NHARSWARE “s Ps p 7 matic Tires, with silent taped roller ~—- 


OPEN HOUSE 


_ Eclipse the best 
known name in lawn 
mowers — Write for 

~ Fran details. 
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THE POWER MOWER 
Gor Every Home 


PLEASES THE WHOLE FAMILY 


The Rocket's dynamic per- 
formance and appeal in the 

















past two years has profit- 
ably proven to thousands 
of dealers that power mow- 
ing is now a definite reality 
—Rockets are an essential 
sales item to be stocked in 
every hardware store— 
Have you ordered your 
Rockets for early display ? 
If not, write ECLIPSE for 
details. 





America’s Gastest Selling Power Mower 
TROPHY PROFESSIONAL MODELS 21” TO 32” CUT 





Modern Commercial cutting is 
all around you. Obtain this 
local business by featuring: 


Eclipse New Parkhound and 
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Strange what a difference a penny can make in the quality of merchandise. For 
example, take bronze screen cloth that weighs 15 lbs. per 100 sq. ft. It costs,on the 
average, a penny more per foot than cloth that weighs about 12 lbs. per 100 sq. ft. 


Here’s what that extra penny means 
to your customers! 
All screens made of bronze are naturally rust- 
proof. But, only screens of standard weight... 
screens that weigh 15 lbs. per 100 sq. ft....offer 
satisfactory resistance to bulging and twisting and 
the wear and tear of hard usage. Only standard 
weight screens have that “solid” feel...that ability 
to remain flat and thus be easier to handle and 
frame. These advantages mean longer service 
life. And that’s what your customers get when 
paying a penny a square foot more. You'll agree 
that long life and satisfactory"service are what 
the purchaser of bronze screening is entitled to. 


And here’s what it means to you! 

If you’ve read the advantages just mentioned, 
then you know that every time you sell standard 
weight you ate sure to satisfy your customer. 
And by satisfying customers you are increasing 
the value of your concern’s most valuable asset 
—customer good will. Anaconda’s national ad- 
vertising has told millions of screen buyers that 
the U.S. Government and the Wire Screen Cloth 
Manufacturers Institute consider cloth weighing 
15 Ibs. per 100 sq. ft. as standard weight. 

Make this standard your standard. You'll find 
the extra penny you must demand for it worth 
its weight in gold. so111-a 


THE AMERICAN BRASS COMPANY, General Offices: Waterbury, Connecticut 
In Canada: Anaconda American Brass Ltd., New Toronto, Ont. « Subsidiary of Anaconda Copper Mining Company 
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CHARLES PHELPS CUSHING 





That is a test for GOOD ROPE 


Columbian Rope is noted for the way it retains its flexibility, even after 
repeated soaking and drying in the hot sun. The reason for this is simple— 
Columbian Rope stays flexible because it is thoroughly waterproofed! Each 








individual fibre is of pure Manila and is carefully treated by an exclusive 
Columbian waterproofing process—before it’s made into rope! 







There are other advantages to the exclusive waterproofing method used 
in Columbian Pure Manila Rope: (1) It has the non-kinking property of a 
correctly balanced rope; (2) It’s easy to handle in all kinds of weather, and 
under all conditions; and (3) It adds to the life and service of the rope. 








Look for the RED-WHITE-BLUE Columbian surface markers. It's 
your assurance of high-quality pure manila rope! 






QUALITY 


Controlled 


every step of the way 






COLUMBIAN ROPE COMPANY 
Auburn, “The Cordage City,” New York 


COLUMBUAN cso ROPE 
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FLORENCE National Advertising is pushing doorbells for you. More than 
23,000,000 of them, all over the country. National Magazines and Farm 
Papers are putting these color pages and 23 other sales-making Florence ads 
into the homes of people who buy and use stoves. 

We believe in pushing doorbells—in showing millions of people the 
beauty of Florence Ranges and the convenience of Florence cooking. That 
all tends to make selling easier for you! 

Look at the magazines where this advertising appears. Florence is the 
best advertised complete line of ranges in America! 

This national advertising is there for you to use. Put it to work in your 
store—tie into it by using liberally the free Florence displays, literature, 
ad-mats. Back it up with your own advertising. That’s a sales combination 


that can’t be licked! 


HOW YOU CAN CASH IN! 


For 1940, Florence presents a lineup of promo- 
tion material that will help you go right to town 
with Florence Ranges! Free window trim in- 
cludes the big color cut-out shown in this ad- 
vertisement; name cards in 3-colors, showing 
tempting foods, spotting the customer’s eye 
straight to the ranges; 20 feet of colored crepe 
streamer for decoration. For your sales floor, big 
wall hangers that answer questions and illus- 
trate the entire gas line or oil line. They help 
you trade up! We've also prepared attractive 
mailers for your direct advertising, and ad-mats 
—both halftones and complete advertisements 
for your local newspapers. 

Florence gives you sound products and sound 
promotional material, keyed to selling, to pull- 
ing profits your way! Use it liberally. 


A NEW LIBERAL PROMO- 
TION PLAN FOR DEALERS’ 
NEWSPAPER ADVERTISING 


Florence shows faith in 1940 in this new, liberal 
promotion plan for Dealers’ Newspaper Adver- 
tising. To help you even more in promoting the 
sale of Florence products, Florence will share in 
the cost of your local newspaper advertising of 
Florence Ranges. 

This workable plan will enable you to in- 
crease your local newspaper advertising this year. 
Take full advantage of it. Ask the Florence sales- 
man or write direct to the nearest Division Office 
for full details about this newest Florence sell- 





Snente BY ONER O6 VEAmE EuPERIERCE 


This big cut-out ties 
in directly with Flor- 
ence National Ad- 
vertising! 56” high, 
beautifully litho- 
graphed in five col- 
ors. Use it in YOUR 
window! 


FLORENCE STOVE COMPANY 

General Offices and Plant, Gardner, 

Mass.; Western Offices and Plant, Kan- 

kakee, Ill.; Sales Offices: 1458 Mer- 

chandise Mart, Chicago; 45 E. 17th 

e * St., New York; 53 Alabama St., S. W., 
Atlanta; 301 N. Market St., Dallas; 

GAA and 2730 16th Street, San Francisco. 











Model 181-ST 


$6950 


Solid Rubber Tires 





Model 218-ST f 
$7 750 y 


Solid Rubber Tires 








Model 421-ST 
$9750 


Solid Rubber Tires 


Model 421-PT 
$9550 


Goodyear 
Pneumatic Tires 
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Model 318-ST 


POWER LAWN MOWERS — ‘94° 


Are Advertised 2 
Nationally 


Here are the magazines and newspapers 
that are telling your customers about 
Stearns Power Lawn Mowers. 


AMERICAN HOME 
BETTER HOMES & GARDENS 
HOUSE & GARDEN Model 321-PT 
HOUSE BEAUTIFUL $42950 
TOWN G COUNTRY Goodyear Pneumatic Tires 
COUNTRY LIFE 
TIME SPUR 
and Sunday Editions of 
NEW YORK TIMES and 
NEW YORK HERALD TRIBUNE 





-12 MODELS 
Eight Wheel-Drive Four Roll-Drive 
Model 124-PT 


All Reasonably Priced, Starting at $19900 
$69.50 


Goodyear 
Pneumatic Tires 









Alll Stearns Power Lawn Mowers are depend- 
able items of merchandise, designed and built 
especially for distribution through the hard- 
ware new & They are simple and easy to start 
and to operate, entirely free from tricky and 
complicated mechanism, and—they are sup- 
ported by national advertising in leading 
home magazines. 


All models are equipped with Briggs & 
Stratton engines and with solid rubber tires on 
drive wheels, drive rollers and casters. At 
moderate extra cost, all wheel-drive models 
can be supplied equipped with Goodyear Model 22-H 
pneumatic tires. Representative models and $ 00 
prices are shown here. 175 


Ask Your Jobber or Write Us 
for Catalog No. A-3 


E. C. STEARNS & CO. . 
SYRACUSE Estab. 1864 NEW YORK > 
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Alliance Offers You 


The Doo-Klip Weeder 


al a Sentational Price 





Se 





FOR NATIONAL HARDWARE 


OPEN HOUSE 


GET READY FOR BIG PROFITS 
FROM YOUR Doo-Klip LINE OF 
LAWN TOOLS THIS YEAR 


In just a few more weeks the line of Doo- 
Klip Lawn Tools will begin their annual 
spring and summer profit making for 
Doo-Klip dealers. Now is the time to check 
your stock— to be sure you have the full 
line so that you can cash in on the Doo-Klip 
National advertising starting in March. 


NATIONAL 
ADVERTISING 
will reach over 

4,000,000 

lamilies 


Each month during the 
D60-Klip Spring Adver- 
tising Campaign, power- 
ful ads will carry the sales 
story on the Doo-Klip 
Weeder, the Long- 
Handled Grass Shear and 
the Standard Shear to 
more than 4,000,000 
families each month. Free 
Dodo-Klip display with 
each carton of six shears 
will help you tie-in with 
this great campaign. 





CALL YOUR JOBBER... OR WRITE... 


MARCH 7, 





1940 


THE Doo-Klip 
WEEDER 


is an exceptionally prac- 
tical lawn tool. It en- 
ables the user to weed 
a lawn without bending 
Or stooping. It sells 
on sight to folks 
who like a beau- 
tiful lawn. 


REGULAR 





DURING NATIONAL ‘HARDWARE OPEN HOUSE 
April 25th te May 4th 
(DEALER AND JOBBER DISCOUNTS UNCHANGED ) 

The Improved 
Doo-Klip STANDARD 
GRASS SHEAR 
Retails ad 
57.50 


>. Snip-itt GRASS SHEAR = / The 

phity x; Doo-Klip 

1} JS Long-Handled 

4 GRASS SHEAR 

jovtilinmnll "0 Retails at $2.50 
| All 


ALLIANCE MFG. CO., ALLIANCE, O. 


























LEAD OFF 


with these Sensationally 


Popular SAVAGE -STEVENS - FOX 
Innovations ... to Attract 


MORE BUSINESS IN 1940 


The four guns shown at left have proved themselves the 
hit of the sporting arms industry. 














New, fascinating, they’re the talk of the shooting world. 


They’re leaders in the complete line of Savage-Stevens-Fox 
sporting arms...the fastest growing line in public esteem 





...the line that will get you more business in 1940. 


Ask your jobber for full details...and...we suggest, place 
your order early. 


SAVAGE ARMS CORPORATION, Dept. L-40, UTICA, NEW YORK 
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2108 (Trade No. 8) 102” 
Genuine GRISWOLD 
Hammercast Aluminum 
Skillet...Made of virgin 
Magnesium Metal... in 
beautiful hammered 
design... 


To Sell Gor Only 


SLIGHTLY HIGHER 
WEST OF THE ROCKIES 








GENUINE ~ 
GRISWOLD . ae 
HAMMERED IRON... ys 


2008 (Trade No. 8) New Hinged 
Cover Skillet with patented self- 
basting rings and ‘‘Easy Grip- 
Never Slip’’ handle . . . Smooth 
broad bottom ... extra finish 
inside. 


To Sell Gor Only 


SLIGHTLY HIGHER 
WEST OF THE ROCKIES 


Ser BasTinc 
Cover Is HINGED 
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“| THINK THE NEW 
LINE. OF GALE 
REFRIGERATORS 
iS WONDERFUL! 
... 1! WOULDN'T TAKE 
$1000 FOR MY 
DEALER'S 
FRANCHISE...” 











GALE 


8.8 Cu. Ft. 


"De Luxe’ 


4 


GALE. propucts 


acluting 


ieriscon off Outboard, Marine § 


GALESBURG,ILLINOIS 


In Canada, GALE Products, Peterbore, Ontarie 


Build Extra Volume and Extra Profits with 
GALE SPACE COOLERS 
Now! Materially improved performance, efficiency. Two fast- 
selling models let you cash in on a tremendous new market! 
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“NOW THAT THE EXCITEMENT IN THE 
INDUSTRY HAS QUIETED DOWN, THIS 
FACT STANDS OUT: YOU CAN BUILD 
PROFITABLE VOLUME WITH GALE.” 





! GALE Products 
1 1623 Monmouth Blvd. 
1 Galesburg, Illinois 


| GENTLEMEN: Without obligation you may send ; 
} me your low 1940 prices an i 
} Gale refrigerators. 


1 Include facts on Gale Space Coolers CJ 
COMPANY 
A, EE 
CITY. STATE will 
oo 


full information on | 
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1% THE RIGHT ANSWER 
WHEA YOLR 
CUSTOMERS SAY— 















FOR REAL BEAUTY 
AND PROTECTION 








|WANT SOMETHING 
FOR TINTING PAINT 
OR ENAMEL 





Sell him SHEFFIELD ALUMINUM PAINT! 


Marvelously improved. Real silver leaf finish, and 

freedom from chalking, powdering and discoloring. 
For all interior and exterior sur- 
faces. \% pt. to 5 gal. cans. 





Sell her 
SHEFFIELD PURE 
OIL COLORS! 


All triple ground in 
pure linseed oil. Ex- 
ceptional tinting 
strength. In litho- 
graphed tubes (35 
colors), 10¢ and up. 
with stun- 
ning lacquer- 
ed all-metal 
Display and 
































FOR CLEANING 
PAINT BRUSHES 


















Sell him Stock real 
SHEFFIELD nets F. 
KLEEN-A-BRUSH! 






It's the biggest dime brush 

cleaner value in the world. 
Cleans right 
down to the 
heel. Splendid 
repeater. 


oP WANT 
SOMETHING 


FOR STOVES AND 







SOMETHING 


FOR REMOVING 
PAINT AND VARNISH 























Sell him 
SHEFFIELD} PAINT and VARNISH REMOVER! 
















































IRC ail Contains considerable wax which holds the remover on 
the surface, allowing it to penetrate and quickly break 
Sell him up the old film of paint or enamel. 5 weer to 
a, 1 WANT SOMETHING 
STOVEPIPE & 
FOR REPAIRING FURNITURE The 
IRON ENAMEL! bi 
Ingo 
Stovepi#e | scons tears i 17 other ms 
fe name water, gas, oil, Sell her this Pp 
aes nena steam pipes and SHEFFIELD] WOODFIX! SHEFFIELD tomer 
a far. oor f : oilers radi- 
. i. yout tanks, boilers, radi A special Sheffield formulated wood fast- sellers Hardw 
ators, furnaces, paste. No nitrocellulose. Non-explosive 
. stoves, etc. 3 sizes Waterproof Free from undue shrink- pe Sap ee ae Wat 
10¢ and up. ing. For all wood repairs. In tubes or for discounts. ’ 
cans. trying 
Drivin 
< a « 
Che Sheffield Bronze fowders Stencil @ see 
: directi 
~ YZ 
Cleveland, Ohio your s 
Ask y 
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FAYET 











The contest is the thing today. Radio quizzes, 
bingo contests, etc., bring the crowds. Use 
this popular contest idea to create more cus- 
tomer traffic in your store during National 
Hardware Open House. 

Watch how your customers get a kick out of 
trying to beat each other in the Plumb Nail- 
Driving Contest. 

Plumb furnishes you with window posters, 
directions, rules and other material te make 


your store the point of interest in your locality. 
\sk your jobber today for details about the 
Plumb Nail-Driving Contest. 


FAYETTE R. PLUMB, INC., Philadelphia, U. S. A. 





we 


TWO TOOLS YOU CAN 
OFFER AT SPECIAL 
PRICES DURING 
NATIONAL HARDWARE 


Open u use 
APRIL 25 to MAY 4 


PLUMB LEADER — Nail 
Hammers and Half 
Hatchets. Drasticsavings 
have been made in the 
finish, to give you tools 
you canuse as price lead- 
ers during the national 
hardware period. With 
the famous Red Handle 
and Black Head. 


||; Hammers Hatchets 
Files Sledges Axes 


ran 

















SOMETHING WORTH THINKING ABOUT CF 





CONSUMERS GUIDE, PUBLISHED BY US. DEPARTMENT OF 

AGRICULTURE, REPORTING ON PURE WHITE LEAD PAINT, SAYS: 

“THIS PAINT, IF USED EXCLUSIVELY REMAINS THE BEST CHOICE. 000.2. yu peil 
FOR HOUSE OWNERS WHO WISH TO ALLOW VERY LONG pe 7880 Gn Pa, 
INTERVALS, LONGER THAN THE DURABILITY OF ANY —— 
OTHER WHITE OR TINTED PAINT, TO 
ELAPSE BETWEEN PAINT JOBS.” 

















wey maa) 
| Deen bs 
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MILLIONS OF VISITORS To THE SAN FRANCISCO 

LEADING ARCHITECTS ARE SPECIFYING GOLDEN GATE EXPOSITION WERE IMPRESSED 
WHITE LEAD PAINTS FOR BOTH INTERIORS BY THE ATTRACTIVE FINISH OF THE WESTERN 
AND EXTERIORS TO GET THE EXACT PINE MODEL HOME, PAINTED WITH PURE 
COLORS DEMANDED BY MODERN WHITE LEAD PAINT. 
“PAINT STYLING.” 


TO SUPPLY THE STEADILY INCREASING DEMAND 
FOR PURE WHITE LEAD PAINT, MANUFACTURERS 
IN A NUMBER OF LOCALITIES ARE NOW SUPPLY- 
ING IT READY-TO-USE .__1N 
WHITE AND COLORS...IN 
POPULAR - SIZE 
CANS. . 






IN LEADING NATIONAL MAGAZINES. POWERFUL ADVERTISEMENTS 
ARE TEACHING MILLIONS OF HOMEOWNERS THE ADVANTAGES 
AND ECONOMY OF WHITE LEAD PAINT...SOLO BY you! 








aa Rr" 

wie = 

ZPSPAN RECOMMENDING PAINT To 

YOUR CUSTOMERS ITS A SAFE RULE ' 
To SAY: THE HIGHER THE LEAD CONTENT, tac™ 
THE BETTER THE PAINT. Lon 
LEAD INDUSTRIES ASSOCIATION - ci 
420 Lexington Avenue, New York, N. Y. = om 
MARC 
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Smart Men Everywhere Know 
Su Bu 


’, . . Here’s a way for any hardware 


merchant to increase his sales of all 
kinds of tools—without spending a 
cent! These colorful Crestoloy Cut- 
Out Displays will catch the attention 
of any tool buyer and help you sell 
more quality tools of every type. 
They’re yours for the asking, but the 
supply is limited—so fill out the 
coupon and mail it at once. 

Each set of Crestoloy Cut-Outs con- 
sists of three pieces in brilliant 
colors. Each piece is more than 10 


Gu Save Money When 





GET ruese ACE CRESTOLOY pispiays /four/ 


ya 





AND INCREASE YOUR SALES OF ALL TOOLS! 





inches high, and is made from best 
grade 3-ply cardboard heavy enough 
to support a 10” Crestoloy wrench. 
As counter or window displays, they 
have the “stopping-power” that re- 
sults in added sales—and no expen- 
sive additional decorations are nec- 
essary. They will retain their pulling 
power and attractive appearance for 
months. While our supply lasts, two 
sets will be mailed to, each dealer re- 
questing them—so send in the cou- 
pon below, today! 


CRESCENT TOOL COMPANY JAMESTOWN, N. Y. 





Sept tagrbemtentee areata Gust Mail This Coupon ennen neat 823 =- 22925 















£ ' 

5 
a CRESCENT TOOL CO. You’re right! We'd like to increase our sales of ALL kinds of tools. Please e 
. Jamestown, New York send us 2 sets of Crestoloy Cut-Out Displays without cost to us. 4 
' ‘ 
i ’ 
5 i 
, Address 
| 

) 
i s(City State ‘ 
4 © 3 
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Here in the National Line is 


adequate defense against the 
seasonable fly menace! 


NCE more disease-laden flies and insects are 
QO “on the wing,” but the installation of this 
screen hardware, illustrated, will effectively stop 
their intrusion. 


Your trade will be convincingly sold on these National Hard- 
ware products because their action and function are the last 
word in mechanical perfection. 


Screen wire alone will not solve the problem of keeping out ] 
flies, but rather the National screen hardware equipment 
with effective closing springs, hinges and latches that hold 

























screened doors and windows snugly closed. 


These National products all serve one all-important purpose 
of providing efficient hardware for screens on doors and 
windows. Beautiful lustrous finishes protect this stoutly 
” SIRS UPR « built hardware from rust and corrosion and add years to 
Ji Nita its dependable service life. 

Now is the opportune time to order your season’s supply of 
this genuine National quality hardware. 





nents National Manufacturing Co. wun 
SCREEN AND STERLING, ILLINOIS urnbuckle 


STORM DOOR SETS 


\NAtioWAL 
WIG. CO. 


National Builders’ 
Hardware is sold 
. direct to the retail 
No. 79 Screen and Storm Sash Hanger dealer—a policy 
that promotes 


CH «WWW 
and direct selling 


No. 95 Rim Latch Coil Spring cooperation. 
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SCREWS 


RECESSED HEAD éeouts 


WERE PIONEERED BY 
CONTINENTAL 


WER Ihinty Gears GGOo 


Since 1910 Continental Screw Co. has been experimenting, tooling, 
analyzing wire and developing special equipment for producing 
special parts and fastenings with upset or recessed heads. Conse- 
quently we had “taken out the bugs” long before the general adop- 
tion of the present Phillips head as a stock item. 
Manufacturers report cutting assembly time 
up to 50% by using HOLTITE-Phillips fasten- 
ings which permit faster driving methods, elim- 

inate spoilage and injuries, and increase holding 
power. Specify HOLTITE-Phillips for faster 


production and greater economy. 














































RAPE GES |. 





We are completely equipped to pro- 

duce any type of Special part or 
fastening of an upset nature— 
threaded if desired, rolled or cut from 
most any type of metal. Also second 
operations including drilling, tapping, 
slabbing, grooving, threading, slot- 
ting, forming, etc., with every facility 
for completing the piece. Send sam- 
ples or specifications of your require- 
ments for estimate. 


CONTINENTAL SCREW CO 


New Bedford.Mass...Warehouses at Detroit & Chattanooga 
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~ SCHALK Now SPONSORS THIS 


DISPLAY 








Here’s a brand new Double X dis- 
play that says it with pictures and 
makes it simple as ABC. A knock- 
out in full color... size 24’’x30”. 


This new, whimsical display on 
Savabrush rates a medal, too! You 
yourself will say “Bravo” when 
you see it. Full color. 11'/2”x16”. 


WINDE 


Another Double X-er that shows 
“before and after” on an actual 
piece of flooring. Aptly titled 
“X marks the spot.” Size 15x18”. 


You can’t beat this doctor-and- 
patient gag for real “heart” in- 
terest. A sure Savabrush window- 
winner. Full color. Size 11'/2”’x16”. 


Never, in one year, has the Schalk Chemical Company 
had such a variety of Sales Helps to offer the trade. 
So, to make the event doubly exciting, we have de- 
cided to stage a national Window Display Contest 
that’s absolutely unique. Because: you can’t lose! 


In addition to the $500 in cash prizes we will pay $3 
for very photograph submitted that adheres to the 
rules of the Contest. So your cue is to bring out all 
those clever window-ideas that have been lurking 
in the back of your head and go to it! Turn to the 
right—read the Contest Rules carefully—then fill in and 
mail the Quick-Action Coupon for free Display Helps. 


Remember, you can’t lose; and you have as good a 
chance as anyone to win one of the major cash prizes! 


pouBLeX 





This Crack 
will do out: 
it does insi 
your windo 





ys" 





You just take three pound cans of 
Double X off your shelf and put‘em 
in this compact little “stopper.” 
Three fast workers! 10'/4’’x12”. 


Don’t forget that this display con- 
tainer for 25¢ Savabrush puts on 
a show all by itself. It’s colorful 
andcomplete! Size 10”’x13’”’x10”. 





This self-seller on the 25¢ size of (12) 


Double X makes an ideal window ~ 
display. 12 colorful cartons to con- 
tainer, as you know. 9”x11’x9”. 


Here isa 

but it sells 
A full cole 
and humo 


And that goes, too, for the fa- 
mous-and-familiar 10¢ Savabrush 
display container. Tells the story 
in a flash... size 6/2”’x12”x8”. 










any 


5¢ size of (12) 





I window = 


# 


nstocon- — 


ea ue”, 


the fa- 
rabrush 


le story 
2x8", 





1Oo* 
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This Crack Filler display basket 
will do outside the same swell job 
it does inside. Be sure to use it in 
your window! Size 13”x15”x10”. 


us 


Here is a sermon with a smile. . . 
but it sells Waxoff all the while! 
A full color cut-out that’s human 
and humorous...size 9'/2”’x13”. 





NATIONAL 
HARDWARE 


Qhen Hon Ae 


APRIL 25-MAY4 


10 


Here is a life-like reproduction of 
Schalk’s Crack Filler can. Brand 
new; full color; peppy and post- 
ery; sticks up and out! 6%4’’x13”. 


Because this display basket tells 
all about itself it sells itself . . . in 
the window, too! A fine automatic 
display ... size 10x10!2”’x8” 


You-cantlose” 
CONTEST !! 


M/ 


You'll find this one-can mount one 
of the handiest things in the win- 
dow, too! A small but smart stage 
for the product .. . 8!/2’’x12'2”. 


This tell-tale strip picks up the feel 
of the Waxoff package. Takes up 
little room in the window; says a 
lot and saysit fast! Size 14//2’’x6”. 


i se a SS ee a 


*5002° IN PRIZES 


The following cash prizes will 


be awarded: 
FIRST PRIZE $100.00 
SECOND PRIZE $75.00 
THIRD PRIZE $50.00 


2 prizes at $25.00 each 
5 prizes at $10.00 each 
35 prizes at $5.00 each 


In addition, we will pay $3.00 
for every photograph submit- 
ted that adheres to the rules 
of the contest. 


CONTEST RULES 


1. Contest begins April 10th and ends 
June 12th, 1940. Winners will be an- 
nounced in August. This means: the 
window display must appear between 
April 10th and June 12th; all entries 
must be postmarked not later than 
midnight June 12th, 1940. 


2. The window display must be de- 
voted exclusively to Schalk products 
You can feature one, two, three or all 
four of these items: Double X, Sava- 
brush, Schalk’s Crack Filler, Waxoff. 
Just so long as the display is all Schalk! 


3. Photographs will be judged for 
originality, good taste and effective- 
ness in displaying merchandise. 

4. Each photograph must be 5x7 or 
larger—with name and address of 
contestant plainly printed on back. 


5. All entries become the property of 
the Schalk Chemical Company and 
will not be returned. 


6. The Schalk Chemical Company re- 
serves the right to use for advertising 
all material submitted. 


7. Decision of the judges will be final. 
Judges: Rivers Peterson, Managing 
Director, National Retail Hardware 
Assn.; A. A. Poss, Editor, American 
Paint & Oil Dealer; H. A. Stebbins, 
Executive Vice President, Erwin, Wasey 
& Company, Advertising Agency. 

8. In case of ties, duplicate prizes will 
be awarded. 

9. All photographs must be sent to 
Contest Editors, Schalk Chemical Co., 
351 East Second St., Los Angeles. 


HA 


SCHALK CH EMICAL COMPANY [Address the office nearest you] 
351 East Second Street, Los Angeles @ 3930 S. Winchester Avenue, Chicago 


| am interested in your National Window Display Contest. Please 
send me, free, the display helps | have checked in the circles below. 


OO0B80O0C0BBBOO 


O 


12 


@ Oo 





NOTE: Display Helps Nos. 4, 7, 8, 9, 
13, marked @ are autcmatic...that is, 
they are self-selling display contain- 
ers which come with the merchandise. 
They are included in this group be- 
cause we want you to remember that 
they are effective display helps in 


CC SS eee eee eee 


CH... 


themselves; but you get them when 
you buy. All other display pieces are 
yours for the asking. Just check the 
numbers in the circles marked O, print 
your name and-address and mail the 
coupon. These Window Winners will 
be delivered to your door, prepaid. 


STREET. 





STATE 
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BETHLEHEM 





Right about now farmers start thinking about new 
barns, new poultry houses, brooders or workshops. It’s 
a mighty good time to sell steel roofing—to push gleam- 
ing, bright-spangled Bethlehem Galvanized Sheets for 
new buildings or repairs. 

With Bethlehem steel roofing and siding in your 
store, you have a material that catches your customer’s 
eye and appeals to his thrifty good sense. 

Stock and sell Bethlehem’s complete line of roofing— 
Stormproof, the attractive, leak-stopping design, V- 
Crimp, corrugated and roll roofing—siding, and roofing 
accessories. All designs are available in copper-bearing 


Beth-Cu-Loy, for extra corrosion resistance and longer 
life. 


Cash in on these selling points of 
Bethlehem Galvanized Sheets 
Attractive in appearance — especially Bethlehem 

Stormproof and V-Crimp designs. 

Strong for permanent, safe protection. 
Economical in first cost and maintenance. 
Easy to apply with just a hammer and shears. 
Fire-safe and a protection for the whole building. 
Lightning-proof when properly grounded. 
Vermin-proof—keep out rats and other pests. 


BETHLEHEM STEEL COMPANY 
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on the swing 
to steel roofing 
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SILVERTIP bullets will be fur- 


nished in the following calibers 
and weights: 

.250Savage, 100-Gr.; .257 Roberts, 
100-Gr.; .270 Win., 130-Gr.; .30- 
30 Win., 170-Gr.; .30 Rem., 170- 
Gr.; .30-’06 Springfield, 180-Gr.; 
-30-°06 Springfield, 220-Gr.; 
-30-40 Krag, 180-Gr.;.30-40 Krag, 
220-Gr.; .300 H & H Magnum, 
Rimless Belted, 180-Gr.; .300 H & 
H Magnum, Rimless Belted, 220- 
Gr.; .300 Savage, 180-Gr.; .303 


Savage, 190-Gr.; .32 Special, 170- 
Gr.; .32 Rem. 170-Gr.; .348 Win., 
250-Gr.; .35 Rem., 200-Gr.; .375 
H & H Magnum, Rimless Belted, 
300-Gr. 


SMASHING COLOR ANNOUNCEMENTS 
IN OUTDOOR MAGAZINES 


Full-page, 4-color advertisements 
in the April issues of leading out- 
door magazines will tell your cus- 
tomers about the new SILVERTIP 
bullet! Look for them. 


Your Customers 
ill Demand This. 


Deadly New Bullet / 





Controlled Delayed Expansion 
Plus Deep Penetration 
At All Hunting Ranges 


OUR center-fire cartridge customers have 
) ent wanted a bullet that insures posi- 
tive mushrooming at a// hunting ranges, from 
the shortest to the longest. Here it is! 


The rapidity with which the sensational, new 
Super-X SILVERTIP bullet expands, and the 
extent of the expansion, are both controlled! 
A thin jacket of “nickel-silver,”” composed of 
copper, nickel and zinc, completely encloses 
the soft lead core. As the bullet strikes the 
game animal, the point upsets gradually — 
pierces hide and muscle tissue without great 
loss of energy. 

On penetrating deeper, the thin jacket bursts 
open, then the bullet expands rapidly, exert- 
ing all its tremendous killing effect upon the 
vital organs. By spending its force within the 
area aon most effective, the SILVERTIP 
delivers KNOCKOUT blows! 


Traditional WESTERN world champion ac- 
curacy "4 maximum velocity round out the 
new high efficiency of the ultra-modern 
SILVERTIP cartridge. ... Increase your sales 
by stocking this outstanding development. 

WESTERN CARTRIDGE COMPANY, Dept.C-50,East Alton, Ill. 


WORLD CHAMPION AMMUNITION 
















SPECIAL SILVERTIP FEATURES 


Soft lead core 


protected by 
‘nickel-silver 
jacket. No more 
attered points. 


Tough 


silver” jacket. 


Special knurls 
bind together 
lead |core, silver 
colored jacket 
and outer jacket. 


outer 
jacket of Lubaloy 
encases both lead 
core and “nickel 


SJ 





Ex 
_ 


Jacket of “nickel 
silver” complete- 
ly encloses lead 
core at the bul- 
let's tip. 


nsion of the 
let is delayed 
ile silver col- 


oned jacket is 
rolled back here. 


Ultimate expan- 
sion regulated by 
curling of 
of outer Lubaloy 
jacket. 


edge 


EFFECTIVE EXPANSION AT ALL HUNTING RANGES 


On impact the 
thin “nickel- 
silver” jacket 


begins to roll 
back around 
theouterjacket 
of tough Lub- 
aloy metal. 





SILVERTIP 


.30-'06, 180-Gr. 
Range: 100 Yds. 





After the Sil- 
vertip bullet 
penetrates, the 
silver colored 
jacket reaches 
the point of 
greatest expan- 
sion. 





SILVERTIP 
.30-'06, 180-Gr. 
Range: 200 Yds. 








Jacketthenrup- 
tures. Lead core 
breaks through 
—expands rap- 
idly. Lubaloy 
beh rolls 

ack, It is not 
torn into strips. 





SILVERTIP 
.30-'06, 180-Gr. 
Range: 300 Yds. 





























Sweepin 


General Electric 
Meets Present Markets 
With Finest Line of 
Refrigerators Ever Built 


AND 


g Price Reductions! 


A 


We'll Do It Again in 1940! 














' 


= 
‘aa | 2 General Electric dealers are prepared for today’s 
» a WITH markets. With an even finer line of models, at 
- P| 1ONED competitive prices—new outstanding sales fea- 
CONDIT tures—adequate profit margins—and the public 
| IR acceptance General Electric enjoys—#’s going 


to be another G-E year. 
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GENERAL () ELECTRIC 
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NESCO 


RANGES 
OFFER BOTH! 
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BEAUTY and PRICE 


Rolled inta One! 


60% OF THE MODELS PRICED BELOW $59.95 


She.likes the eye appeal! He likes the buy appeal! That’s 
the Nesco combination of beauty and price that will com- 
pletely satisfy your entire consumer market in 1940. This 
balanced line of economy and luxury kerosene ranges and 
stoves means a sale to every prospect... lasting satisfaction 
for every customer. 33 models covering the complete 
price range assure you volume business at a full profit. 


Write for the new 1940 Catalog and price list. 


NATIONAL ENAMELING AND STAMPING COMPANY 
MILWAUKEE WISCONSIN 
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Under = Under 
$50" a $2500 

































SALES MANAGER 
CONGOLEUM-NAIRN INC FEB 13 1940 
KEARNY NJ (COLLECT) 


NEVERSLACK TEXAS 


SADEE LAGARR HOLLYWOOD OOMPH GIRL NO. | 
ARRIVES HERE TOMORROW TO MAKE PERSONAL 
APPEARANCE. INHABITANTS IN UPROAR. BELIEVE 
IT BAD WEEK TO PROMOTE NEW GOLD SEAL 
CONGOLEUM PATTERNS. PLAN TO LEAVE FOR 
DALLAS. WILL RETURN AFTER SADEE’S DEPAR- 
TURE BRINGS THIS TOWN BACK TO NORMAL 


JIM POTTS 
JAMES POTTS KEARNY NJ 
HOTEL NEVERSLACK FEB 13 1940 


NEVERSLACK TEXAS 


ONLY OVER MY DEAD BODY SHALL IT BE SAID 
THAT AN OOMPH GIRL DROVE A CONGOLEUM 
SALESMAN OUT OF TOWN. STAY ON YOUR JOB. 
IN MY DAYS ON THE ROAD I WELCOMED A CHAL- 
LENGE TO MY SELLING ABILITY 


SALES MANAGER 


SALES MANAGER NEVERSLACK TEXAS 
CONGOLEUM-NAIRN INC FEB 14 1940 
KEARNY NJ (COLLECT) 


RESENT YOUR INFERENCE BOSS HAVE ACCEPTED 
CHALLENGE AND THANKS TO MY UNRELENTING 
EFFORTS EVERY DEALER HERE HAS SWELL DIS- 
PLAY OF GOLD SEAL CONGOLEUM RUGS AND 
BY-THE-YARD. THEY AGREE 1940 PATTERNS BEST 
IN HISTORY AND CONSIDER “8-COAT THICKNESS” 
GREATEST SALES POINT EVER. THEY THINK PRO- 
GRAM SELLING A HONEY OF A PLAN FOR YEAR- 


MR. POTTS MEETS 
AN OOMPH GIRL! 


Congoleum-Nairn’s Star Salesman 
Steals the Show from Hollywood Star 


JAMES POTTS KEARNY NJ 
HOTEL NEVERSLACK FEB 16 1940 
NEVERSLACK TEXAS 


TWO DAYS HAVE PASSED AND ORDERS ARE 
POURING IN BUT WHERE ARE YOUR REPORTS? 
PRESUMABLY YOU HAVE INFORMED DEALERS 
ABOUT FULL-PAGE FULL-COLOR GOLD SEAL AD- 
VERTISING IN LEADING MAGAZINES, REMEMBER 
1940 MARKS OUR 28TH YEAR OF CONTINUOUS 
BIG-SPACE FULL-COLOR ADVERTISING. WIRE 
FULL DETAILS DEVELOPMENTS LAST 2 DAYS. 
DIDN'T SADEE WHATSHERNAME ARRIVE? 


SALES MANAGER 


























SALES MANAGER NEVERSLACK TEXAS 
CONGOLEUM-NAIRN INC FEB 16 1940 
KEARNY NJ NITE LETTER (COLLECT) 


DID SADEE ARRIVE? BOSS LET ME TELL YOU. AT 
2 PM SHARP WEDNESDAY THE PARADE TO MEET 
HER GOT UNDER WAY. IT PROCEEDED IN GOOD 
ORDER AS FAR AS PIPSON’S FLOOR-COVERING 
STORE WHERE SUDDENLY ONE OF THE MARCHERS 
SPIED THE GORGEOUS GOLD SEAL PATTERNS IN 
THE WINDOW. NEVER ONE TO PASS UP A GOOD 
BUY THIS DAME SLIPPED OUT OF LINE. BUT THAT 
WAS ONLY THE BEGINNING. AT EVERY FLOOR- 
COVERING STORE THE RANKS GREW THINNER. 
THE AIR WAS BLUE WITH PHRASES LIKE “EASIER 
TO CLEAN”! “8-COAT THICKNESS — YEARS LONGER 
WEAR!” BY THE TIME THE STATION WAS REACHED, 
WHAT HAD STARTED OUT TO BE A PARADE AND 
A BAND WAS JUST A BAND. SADEE TUMBLED IN 
ON THE 2:20 BUT NOBODY GAVE HER A TUMBLE. 
WOMEN CONVINCED CONGOLEUM HAS MORE 
OOMPH THAN MOVIE STAR. BOSS WHAT A SELL- 
OUT! ONLY ONE GOLD SEAL RUG IS LEFT IN 
ALL THE STORES OF NEVERSLACK 


JIM POTTS 
JAMES POTTS KEARNY NJ 
HOTEL NEVERSLACK FEB 17 1940 


NEVERSLACK TEXAS 


YOUR WIRE CONFIRMS MY BELIEF IN THE VALUE 
OF WINDOW DISPLAYS AND POWER OF PROGRAM 
SELLING. SUCCESS REPORTED EVERYWHERE. BY 
THE WAY WHAT ABOUT THAT ONE LAST RUG? 


SALES MANAGER 





ROUND PROFITS. HOWEVER, MY FINGERS ARE SALES MANAGER NEVERSLACK TEXAS 
STILL CROSSED. WOMEN FORMING PARADE WITH CONGOLEUM-NAIRN INC FEB 17 1940 
BRASS BAND TO MEET SADEE ON THE 2:20 BUT KEARNY NJ (COLLECT) 
DON’T WORRY BOSS, POTTS IS STILL IN THERE = 
PITCHING **Well, Jim, we certainly put it over!’’ SOLD THIS MORNING —TO SADEE LAGARR 
1IM POTTS 1IM POTTS 
 Readeaeean: WNL RM we RM. MN A, A ea RR 
7 @ Style-leading designs, created 
: UP YOUR GOLD SEAL by America’s foremost floor- The Twin Stars of 
= covering designers. m 
= SPEED TH FAMOUS @ Patterns fos every room .. . Progra Selling 
£ ME WITH Early American, Orientals, — The Year Round 
e voLU * Florals, Modern Tiles, etc. 
g THICKNE @ Smooth, easy-to-clean, stain- Profits Plan for 1940 
z x COAT ther proof, waterproof surface. “Program Selling” brings you timed merchandising 
' feat ure and these 0 @ Lies ——- —_— — to and paces ay? It backs the — line 
= stort ips of trip feet. in Congoleum-Nairn history ... an all-star cast 
a sales INTS @ The world’s largest selling rug featuring: * Gold Seal Congoleum Rugs and By- 
3] e _.. America’s favorite for over the-Yard * Nairn Treadlite De Luxe Linoleum 
: Nairn Treadlite Se: Linol <N 
| BiG SELLING PO iin abi Sr na wal bi” 
= oney-back guarantee. leum + Crescent Seal Rugs an the-Vard. Ff sesesee,, 
x *The tough Gold Seal paint and baked ename! surface 
Fs of genuine Congoleum is extra deep and rhick. It is equal CONGO FUM NAIRN INC. 
z to = dhheweel 8 coats of the best floor paint applied L -~ fd KEARNY, N. J. 
2 by hand. That means years more wear! Lergest Menutacturer of Smooth-surtace Ploor-Coverings in the World 
PAI SAIN). 0 PAE RRMA nH TY iH (0010-08 g) AF NNUAL EL ARR AR GR A 
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Here’s a hard-working ‘Silent Salesman” that’s eager 
to go to work for you in only one square foot of space. 
Costs you nothing to hire. . . yet, man alive, how the 
popular COLUMBIAN DISPLAY STAND sells vises! 


You can have this attractive Counter and Window 
Display Free with your order for one set of the NEW 
COLUMBIAN HOMESHOP VISES ... 1 each Nos. 
C-43, C-431% and C-44. See your wholesaler NOW. 


Stand FREE T 


GET ONE NOW FOR 


IARDWARE OPEN HOUSE 





One Set of Vises 


Well Displayed 
Is Worth a Dozen 
On Your Shelf. 


This D 


NATIONAL 








UP TO 
MAY lst 










9017 BESSEMER AVE. CLEVELAND, OHIO, U. S. A. 
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Hered 
NATIONALS 


“Lucky Seuen"” 


— Silent Salesman—that 
automatically tells the 
NATIONAL Pressure 
Cooker story. 

+ Window Banner—‘Head- 
quarters for NATIONAL 
Pressure Cookers.” 


oe Newspaper Mats— 1 and 
2 column tested ads that 
speed sales. 


a Circulars—coloriul folders 
to give or send your 
customers. 


oe Directions— “How to Con- 
duct Demonstrations in 
Your Store.” 


+. Leaflets— to be used dur- 


ing canning season. 
- National Advertising— 
advertising that reaches, 
sells your customers. 













The NATIONAL Automatic Can 
Sealer—Seals, Cuts and Reflanges 
Cans for Reuse. 
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PRESSURE, COOKER 


.. . end easiest to sell! 


Feature NATIONAL’S, the pressure cookers backed 
by over two million enthusiastic users who prefer 
NATIONAL’S Eight to One! Spotlight NATIONALS, 
cash in the profits of the only pressure cookers na- 
tionally advertiséd, backed by a complete retail mer- 

chandising program that puts extra pressure 
in your sales. 














OOKER ©O- 









URE © 
L PRESS ° in 
NATION Ds Claire, — merchan- 
Dept- tine of free 
d your Orn House- 
Send in ~~ cou +t eee sians ee ee 


details of NATION- 
AL’S unique LUCKY 
SEVEN“‘Open House’’ 


cooperation. 
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AMCO ROPE 
IS SWELL BAIT! 


AMCO Rope is different. It is the finest long 
fibre, manila hemp rot-proofed and water-proofed 
with a special cordage solution* that gives it 
length of life beyond that of any rope you have 
ever carried. A specialty like this is bound to at- 
tract new customers as well as keep the old trade 
coming. And then there is the matter of price. 
You would expect to charge more for a longer 
lived rope ... but AMCO weighs no more per foot 
nor costs no more per pound. It certainly is swell 
bait for new customers. 


‘ , 





*AMCO cordage solution contains no creosote, tar 
nor graphite and lasts as long as the rope. 
& + 
PROVEN INCREASE 10% to 50% ANNUALLY 
Every dealer who has taken on the AMCO Rope 
line has been rewarded with a sales increase... 
some as high as 300%. We will furnish figures 
on request. 


AMERICAN MANUFACTURING COMPANY 
NOBLE AND WEST STREETS, BROOKLYN, N. Y. 
Western — ST. LOUIS CORDAGE MILLS, ST. LOUIS, MO. 


meet =o merge ~ 
VMSA “fEey " 


uit ROPE 
TWINE - OAKUM : PACKING 


AMERICAN MANUFACTURING semen | 
Noble & West Streets, Brooklyn, N. Y. SS 


} Please send me a Free sample of AMCO Rope 
and instructions how fo prove it’s different. 


Address 
City 
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} 2. Take Off yourHat Z 
} To The 
| ty MYERS 


a PUMPS WATER SYSTEMS -HAY TOOLS DOOR HANGERS 
















While the Myers line of water systems is the most com- 


plete in the field—after ail we build but three types—shallow Color! Ne 
well—deep well—Ejecto—but we build them in a wide vari- who sell | 
ety of styles and capacities for practically any requirement steady str 
in city, town, village or country. But sales 

With the important Spring Selling Season just ahead— that’s the 
with running water prospects on every hand—the market is throughor 
hot for live Myers dealers to cash in in a big way along Dealers! ” 
suburban and rural power lines as well as in isolated com- “a 
munities where Myers Engine Powered Water Systems satis- Me ig 


factorily solve the running water problem. 


Modern engineering — finest mechanical development — : 
precision building — highest quality throughout (not a cheap 
part in a car load)—Myers superior performance consis- 
tently maintains those high standards of economy and dura- 
bility which continue to make Myers today's outstanding 
value for both the dealer and his customers. 


Write us or ask your nearest Myers distributor. 


FIG. 3135 tHe F.E.MYERS & BRO.co. 


EJECTO ASHLAND, OHIO. 


MYERS WATER SYSTEMS| 
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YOUR STORE WINDOWS 2 STREET } 


| TAFE OF Y om 


FLOOR ENAMEL. 


SUPER SERVICE 

HOUSE PAINT. 
Color! Novelty! Action! Yours when you install a Kyanize Life window. Dealers an i 
who sell Kyanize will receive window material designed to stop traffic . . . start a FLAT WALL FINISH. 
steady stream of sales. CELOID ENAMEL. 
But sales efforts for Kyanize dealers don’t stop here. “Life begins with Kyanize” KYGRON. 


that’s the buyword magazine advertising, newspapers and direct mail will carry 
throughout U.S.A. for 1940. 


Dealers! Take hold of the Kyanize lifeline. Tie in with one of the soundest profit 
propositions offered in the industry. Think over these two great merchandising 
features Self-Smoothing and Life, then act. Send in for more detailed information. 


BOSTON VARNISH COMPANY 


Everett Station, Boston, Mass. 
<a 
Smo, ¢ 


B 
Breree VAR 
log; “*Me., Mae, 0 Dey 


VARNISHES ¢ ENAMELS 









PAINTS 
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Super Quality Bug-a-boo 
Brings You Bigger Profits! 





BUG-A-BOO SALES REACH NEW HIGH! 
Bi es 6 ee 
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= Bug-a-boo’s Extra Power Brings You More 
sf Customers and More Repeat Business! 











































Bug aboo = 
 gatstiag LIKE Bug-a-boo. Its super 
Kills flies, mosquitoes power makes it highly effective. It TWO MORE MONEY-MAKERS loose | 
moths, ants and many : ; , window 
household insects does a thorough jobquickly...has pleas- =]. pue-A-Be0 mete CRYSTALS mano 
(aes) ant fragrance . . . won’t spot or stain. Sie Pes | Pine-ccented crystals, packed in ’ 

| ae ae It’s backed by a powerful, nation- le fe] vaporizers or cans. These crystals PLASTI 
Ser wide advertising campaign. oe 9004 Se permar 
Arrange for a supply of profit-paying lathe — 
G aawaned by Bug-a-boo from your wholesaler, or ad- pees “may ose + yoy dang =, — woterp 
Conner: PING dress nearest office of Socony- Vacuum 4 ounces make 12 to 18 gallons. Used as directed, it PLASTI 
a belived then Oil Co., Inc., or affiliated companies. is harmless to humans or pets. Will not clog sprayer. in ce 
display 
TH 

, 
G’BYE Distr 


,y BOYS! 
IT’S 





BUG-A-BO0 


THE INSECT SPRAY THAT PAYS A PROFIT 
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USE THIS -¢ ales-Getting 
: g.W. DISPLAY 


--- IT WILL ASK 
YOUR CUSTOMERS 
TO BUY and bring 
you extra profit! 
















The colorful 11x 14-inch 
display is free. Just mail 
the coupon below! 


we 


4 ‘ 
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Almost every customer who enters your store has a use for 
PLASTIC WOOD. It repairs damaged furniture, loose drawer pulls, 




















- Fire Putty FB Hardens iM. 
5 loose bathroom fixtures, floor cracks, baseboard cracks, leaky eet a 
window frames, covers countersunk screws, fills old screw and nail 
. holes, is an excellent modeling medium. 
rn 
5 PLASTIC WOOD is real wood in putty form — becomes hard, STOCK BOTH 
. permanent wood — can be planed, sawed, sanded, turned on a THE 4, CANS & TUBES 
lathe —will hold nails, screws without chipping or splitting. It is 257 Con Gore ~~ . 
, waterproof, greaseproof. Mle yd 
w ‘end "se 
t PLASTIC WOOD is nationally known and nationally advertised 00D Disrr, Me the 7 N. 
= in magazines and on the radio. Tie-in with this promotion by NAME “ie Plastic 
displaying it prominently. ADDRES. tiie 
Cry if 
THE A. S. BOYLE COMPANY cr NR 
Distributors _ Jersey City, N. Jc 0000 “RL STATE 
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IT’S A 


CORTLAND 


ULTRA-PREMIER 


SCREEN WIRE CLOTH 








...and it sells itself 
the“ Next Time” 


@ Ultra-Premier is a business-building screen 
wire cloth. It was developed to fill a definite 
need. A need for added strength, longer service, 
and greater protection from small insects. 


@ The answer to all three problems, we found, 
was in the use of a larger diameter wire. And so, 
the practice of using !4-heavier-than-standard, 
open hearth copper bearing steel wire for Ultra- 
Premier, was adopted by Wickwire Brothers. 


® Added strength—safety where safety is essen- 
tial, as in doors and upper windows. Longer 
screen life, through the fact that a larger diam- 
eter wire withstands corrosion longer than stand- 
ard size wire. Greater protection from all 
insects due to the smaller mesh openings which 
results when heavier wire is used. 


@ And so, it is little wonder that Ultra-Premier 
sells itself the second time. Ask your jobber to 
show you a sample of Ultra-Premier; feel it, 
test it yourself. You can’t sell a better steel 


wire screen cloth. 


WICKWIRE 


BROTHERS 


(InCORPO 


CORTLAND, NEW YORK, U.S.A. 





REASONS WHY 


The following is a listing of 
reasons for the superiority of 
Ultra-Premier Screen Wire 


Cloth. 


1. SPECIALIZATION e« Made by 
a manufacturer who for more than 
65 years has specialized in the 
manufacture of wire and wire 
products. 


2. LATEST PERFECTED MA- 
CHINERY ¢ Assures perfect weav 
ing—uniform wire and mesh sizes. 


3. HEAVIER GAUGE WIRE « 
Wire used in Ultra-Premier is 
ONE-THIRD HEAVIER 
than that used in standard screen 
wire cloths. 


4. MELT AND ROLL OUR OWN 
STEEL e Unlike many manu- 
facturers, we melt and roll our own 
steel. This Wickwire control of 
materials and processes assures, 
at all times, a complete check of 
the wire from which Ultra-Premier 
is woven 


5. HEAVILY ELECTRO-ZINC 
COATED @ A heavy percentage 
of zinc, applied by electroplating 
assures a coating which resists rust 
and adds years to screen wire life 


6. 4-WIRE SELVAGE . Struc- 
tural strength where needed most. 
Four parallel wires along selvage 
edge, effectively prevent wires 
pulling loose from nailing strips. 


HARDWARE 


TO SELL 
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in a beautiful transparent wrapper and a handsome display container — brilliant 
in red, white and blue, strong in display value and introduced especially for Hard- 
ware Open House. 

A clothes line priced down where the volume is — dressed up like a birthday cake 


and as clean. 


A CLOTHES LINE VALUE THAT MEANS QUICK SALES, PROFITS, 
AND CUSTOMER SATISFACTION. 


A solid braided cotton yarn line about 50% stronger and far more durable than 
lines made of soft coarse roving, but 
nearly as low priced. Your profit 
50% on investment and no 
“gamble” in it. 


Send order coupon today — give 
your jobber’s name. 
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NEW. YORK OFFICE IS| CHAMBERS STREET 
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EVERY PARENT... 





EVERY FLOWER-LOVER IS A PROSPECT... 
but the Sale is up to You! 


MONG your regular customers there 
are probably dozens of good pres- 
pects for lawn fence—people who want 
protection for their children and for their 
lawns and flowers. But they usually do 
nothing about it until someone reminds 
them of the need. The business is there. 
It needs only a little “push” from you to 
start it rolling in sales for you. 
What can you do? Here’s one sugges- 
tion: Put a roll of Cyclone Lawn Fence 
and Flower Bed Border, too — right 
alongside your display of seeds and gar- 
den tools. Then whenever you sell seeds 
© garden tools remind customers that 


U'S*S CYCLONE ‘reoyag” LAWN FENCE and GATES 


flowers worth growing are worth protect- 
ing, too. And remind parents that a fenced 
back-yard playground is the safest place 
for their children. 

Check up now on your stock of lawn 
fence, gates and flower bed border to 
get it in shape for bigger sales this spring. 
Ask your jobber to show you the Cyclone 
line—with its wide selection of heights, 
gauges and styles. 

CYCLONE FENCE COMPANY 
General Offices: Waukegan, Illinois 
Branches in Principal Cities 
Standard Fence Company, Oakland, California 
Pacific Coast Division 


United States Steel Export Company, New York 










CYCLONE “Red Tag’ Lawn Fence 
comes in either woven or welded styles 
with gates to match. Ask your jobber to 
show you these types. There are also 
three attractive styles of complete 
Lawn Fence. 
























| ‘Plymouth guarantees you a 


25% Increase in Rope Sales 


-or your money will be refunded 















BM ees, 
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Unless the Sales-Maker shown here definitely increases 
your sales of Plymouth Rope at least 25% over a stipulated 
period of time, its purchase price will be returned to you 
without question! 





Dealers everywhere report booming rope sales as soon as the 
Plymouth Sales-Maker is put on display. Customers are able to 
select rope sizes quickly. And it enables you to measure lengths and 
figure rope-by-the-foot prices at a glance. It speeds up business! 

A live-wire addition to any store’s sales force, this beautiful, 
lacquered display is 5 feet high; 5 feet of eye-appeal! Yet it 
takes only 34” x 16” of floor space! 

Today—order your own Sales-Maker through your Plymouth 
Rope Jobber. Telephone him now and tell him whether you 
want the Basement or Sales Floor storage model. 

Its cost to you? Only $7.50 f. 0. b. Plymouth—actually one- 
half its cost to manufacturer. Isn’t it worth a trial, with that 








money-back guarantee behind it? 


PA meee ct mama ing eg Pa PLYMOUTH CORDAGE COMPANY 


floor, you greatly reduce rope footage wasted in 


random lengths. For dealers whose rope is stocked North Plymouth, Massachusetts, and Welland, Canada 
on the same floor as the display, another model has " S “ . 
been designed for Sales Floor storage. Sales Branches: New York, Boston, Baltimore, Philadelphia, Chicago, 








Cleveland, Houston, San Francisco 
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No. 700 Hand and Breast Drill Display 


g400 Hack Saw Frame Display 
No. 


SALE-CLOSERS 
FOR OPEN HOUSE 


We 


yed akenns Tale! 
dalek mre lel-t masolmmeltlol iia male 


tion of these Millers ae) ~ 


your oltiabd-tm Wm ol -10hlalaliare| 


House week, and wat 
‘Yolo! aim fal: 7M ol neha te 
retailers everywhere, 
with assortments of the t 

Ask your jobber, or write 
Millers Falls today, sup 


plying jobber's name 
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No. 5500 


! No. 8515 Screw Driver 
Plane Display Permaloid 


No. 294 Spiral Ratchet Screw Driver Display 


MILLERS FALLS 


TOOLS 





PERMALBID HANDLES 
Facnend Once Cound 


CHROME VANAUILM 
STEEL BLADES 
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“HE MADE A MOVE 


IN THE RIGHT DIRECTION | 





Vo twcvenss his Sales and Paofils | 


@ And so have a lot of other hardware dealers. 
They’ve moved glass up front...where folks can see 
it... where it serves as a reminder to replace broken 
windows. Sales increased right away—in many in- 
stances as much as 400%. 

Move your glass stock from the basement or back 
room and display it attractively in the front of your 
store. Include related items, too—putty, putty knives, 


paint, sash cord. Sales and profits are sure to move—up! 


Your profits are protected when you standardize 
on L:O-F Quality Glass. For it is less brittle, easier 


to cut and there is less breakage loss. And it’s wise 
to leave the label on. Because to your customers— 
to millions of people everywhere— it identifies a 
glass that has been nationally advertised for years— 
a glass that is clearer, brighter and flatter. 


Libbey - Owens- Ford Glass Company, Toledo, Ohio. 





CALL YOUR LOCAL L-O-F DISTRIBUTOR TODAY 


He will gladly cooperate in arranging an attractive 
giass display and serve you promptly and efficiently 
at all times. 











LIBBEY-OWENS-FORD QUALITY GLASS 





G LOOK FOR THE LABEL 
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Gor HARDWARE OPEN HOUSE 


As a special Open House feature Panther Fric- 
tion Tape is packed in attractive yellow and 
black boxes with a red card calling attention to 
Hardware Open House. 


The Number 1 display carton contains 32 rolls 
while the Number 2 has 16. 

These attractively packaged rolls of tape, if dis- 
played on counters or in dealer’s windows are 




















dies sure to increase sales. 
| Why let dealers in other fields monopolize this 
sz business ? Get your share with Panther Friction 
io. and Rubber Tapes. Sold Exclusively Through 
= Distributing Jobbers. 
enienieanilie 
je HAZARD INSULATED WIRE WORKS 
DIVISION OF THE OKONITE CO. 
S WORKS: WILKES-BARRE, PENNSYLVANIA 
New York Chicago Philadelphia Atlanta Pittsburgh Buffalo Boston Detroit Seattle 
Dallas Washington Cleveland San Francisco St. Llovis los Angeles 
Oo Salemi samme ee 
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NOW 
You Can KNOW Your 
BuILDERS’?’ HARDWARE 


Complete from A to IZZARD 


A. H. BROWNELL'S HARDWARE AGE SERIES 
COMPLETE IN ONE VOLUME... A BIG 
$3.00'S WORTH FOR YOU AND YOUR MEN. 


There are about 10 ways a hardware man 
can use HARDWARE AGE’S Builders 
BELONGS Hardware Text Book . .. You can keep it 


in Your FILES in your reference files for immediate, au- 

thoritative information . .. you can take 

Pd it home at nights and study its Elemen- 

tary, Intermediate or Advanced Courses 

. + + Or you can give it to that smart, 

young clerk you are training to handle 

Builders’ Hardware to study at home, 
to name three ways to use it. 


A lot of so-called Text Books say they are 
complete, but when you get them you 
important information missing. Here is a 
Text Book which is complete. It’s written 
by a man who knows his subject backwards, 
forwards and sideways, selling and buying 
Builders’ Hardware, who has the ability to 
tell what to do and what not to do in an in- 
teresting way ... The comparative Charts on 
Finishes; Door Butts, Jambs; Mortise Bit Key Locks and Latches; Trim 
for Mortise Locks; Surface Door Closers and many others are worth the 
price alone. 

When the news got around that we were putting Hardware Age’s “Tak- 
ing the Mystery out of Builders’ Hardware” articles in one fat volume. . . 
orders began coming in steadily for this complete 
study. 

You need at least one copy of this Text Book, 
maybe more. Use the coupon below and have a 
copy where it will do you the most good and make 
you the most money, in your store. It’s attractively 
printed, well illustrated to show to customers, and 
sturdily bound to last for years of heavy usage. 
Your copy is waiting. 


ALL THE REALLY IMPORTANT 
THINGS and MORE, in this VOLUME. 





A. H. — ELL, 


uthor 








HARDWARE AGE 
239 West 39th Street, New York, N. Y. 
| Gentlemen: Send me ............... copy (ies) of the BUILDERS‘ HARDWARE 


| [] Attached is my remittance. 
| TERT SOGR oF $3 per copy. [) Send me invoice with book. 


| ES es oe a A 6 ee Bi 
| FIRM NAME 
| ADDRESS ...... 
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READ THIS LIST OF CONTENTS 


250 PAGES 

ELEMENTARY COURSE 

INTERMEDIATE COURSE 

ADVANCED COURSE 

WORKING BLUE PRINT 

9 COMPARATIVE CHARTS AND TABLES 

13 LARGE DETAILED DRAWINGS 

GLOSSARY OF BUILDERS' HARDWARE TERMS 
60 CHAPTERS 


Here are some of the chapters 


Model Stock 

Butts and Hinges 

Locks 

Window Hardware 

Getting Builders’ Hardware Prospects 

Scheduling, Marking and Servicing 

Hardware Finishes (Comparative Chart) 

Deor Butts (Comparative Chart) 

Jamb—Floor and Checking—Floor Hinges (Com- 
parative Chart) 

Mortise Bit Key Locks and Latches (Compara- 
tive Chart) 

Mortise Cylinder Locks and Latches (Comparo- 
tive Chart) 

Trim for Mortise Locks (Comparative Chart) 

Lock Sets 

Schools of Design 

Window Hardware (Comparative Chart) 

Barn Hardware 

Surface Door Closers (Comparative Chart) 

Floor Hinges, Concealed Closers and Thresholds 
(Comparative Chart) 

Door Holders and Stop Devices 

Lavatory Hardware (Comparative Chart) 

Office Building and Apartment Hardware (Sug- 
gested Lists of Locks) 

School House Hardware (Suggested Lists of 
Locks) 

Hotel Hardware (Suggested Lists of Locks) 

Hospital Hardware (Suggested Lists of Locks) 

Federal Specifications 

Sample Rooms 
















J. HAROLD DUMBELL, 


Hardware Assoc., says: 


book to have.” 


Exec. Sec., National Contract 


“Personally I am looking 
forward to securing for 
my files a bound copy of 
the complete course 
when it is finished. 
It will be a handy 
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d VINCHESTER | 


TRADE MARK 


Here’s a 2-cell Focusing Spotlight with— 

Solid 22K copper seamless case — a feature you can- 
not match at this price— 

Positive 2-way Switch with new protecting guard rail— 

Streamlined beauty— 

Candle-lite feature— 

Genuine Mazda bulb 


Complete with 2 Winchester 10¢ Plastic Super Seal Flashlight 
Batteries—fresh—every one dated. 


An unchallenged value at a volume-moving price. Powerful 
consumer appeal already proved by a smashing record of 
steadily mounting sales. 


AVAILABLE ONLY IN WINCHESTER 
SPECIAL COMBINATION OFFER K-59 


Consisting of 6 solid 22K copper 2-cell focusing spotlights, in 
counter display shown at left and 48 No. 1511 Winchester 
Plastic Super Seal batteries. 

A a eee oF 

nn +. + 6 + + * « * 0 2 & S 4.78 

a ae ee eras | 


Use this unusual opportunity to UP your flashlight sales NOW! 
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Tie-ins like this 
MAKE G-E MAZDA LAMPS EASY TO SELL 
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G-E MAZDA LAMP 
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THIS PERFECT TIE-IN is typical of 
the G-E advertising and dealer 
promotion that is helping to 
make your customers more con- 
scious of their need for more 
light and right sized bulbs than 
ever before. You can cash in by 
displaying General Electric 
MAZDA lamps in your store to 
tie-in with this full page Satur- 
day Evening Post advertising. 


LAMP puss ! 


«mall 
45 1 THE RIGHT $128? oe 
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THIS FULL PAGE G-E MAZDA lamp ad ap- 
pears in the March 2nd issue of the Saturday 
Evening Post. Notice how it sells the need 
for right-sized bulbs for easier seeing .. . 
and the right brand of bulbs to give your 
customers more light for their money. 
Notice too how it ties-in with the window 
display which has been especially designed 
for March store windows. The attention 
getting magazine ad pre-sells your custom- 
ers on their need for G-E MAZDA lamps. 
The lamp window reminds them to buy 
lamps in your store! Tie-ins like this make 
G-E MAZDA lamps easier to sell than ever. 





Know 


bulbs cae hurt 
« hurt your 


— MAZDA lamp dealer 
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G-E MAZDA LAMPS | 
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Your customers will appreciate 
being reminded of this... 


@ When you sell your customers the proper fittings and attach- 
ments for the chains they buy you make these chains all the 
more useful for the jobs they’ll have to do. 


Because of American Chain quality and 
the completeness of American Chain lines, 
this company is recognized as the world’s 
leading chain manufacturer. We make all 
types of welded and weldless chain and 
every type of fitting. 

In addition to full lines of American 
Welded and Weldless Chains there are also 
cotter pins, eye bolts, cold shuts, lap links, 
repair links, round eyes, malleable castings, 
grab hooks, slip hooks, sash chain fixtures, 
screw hook hangers, shackles, S hooks, sling 
chain hooks, snaps, special attachments, 
swivels, toggles, utility jacks, welded rings, 
harness hardware, etc., etc. 


AMERICAN CHAIN DIVISION 


BRIDGEPORT, CONNECTICUT 





















































AMERICAN CHAIN & CABLE COMPANY, Inc. 








AMERICAN CHAIN DIVISION HAZARD WIRE ROPE DIVISION PAGE STEEL AND WIRE DIVISION In Conoda: 
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American Way :— 


It is not often that I indulge in 
what might vulgarly be termed 
“eagle screaming.” But at the mo- 
ment I am bullish on the “Amer- 
ican Way” of conducting business 
and its familiar and closely asso- 
ciated constitutional guarantee of 
“life, liberty and the pursuit of 
happiness.” I am 100 per cent for 
the “profit and incentive system” 
in our commercial life, perhaps 
better known as the “capitalistic 
system,” although I do not like the 
term for I feel it does not clearly 
express the situation. All of us 
know that our great progress, our 
great natural and developed 
wealth, our conveniences and our 
enviable standards of livings are 
due to the competitive or profit 
and incentive system under which 
we have lived. It must continue. 
No group must be permitted to 
tear it down nor even to bend it 
out of its natural shape. Certainly 
not at our own expense. We should 
not finance any organization 
which seeks such an objective. Yet 
we do that, in many parts of the 
country, when we permit school 
and college instructors (paid in 
part if not in full out of tax 
monies from profit system busi- 
ness) to teach un-American 
“isms.” And again, we finance the 
same program when we permit im- 
portant office holders to preach 
such doctrines and foster such ac- 
tivities under the guise of helping 
an allegedly down-trodden group. 


Freedom of Speech:— 


I do not advocate gagging 
people who have ideas that differ 
from my own. But I do resent 
paying, from my earnings, tax 
monies that can be diverted to 
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finance activities that are not in 
the best interests of continuing the 
American System of Free Enter- 
prise. And, as I write these lines, 
I am particularly incensed on the 
entire subject. Many years ago | 
visited London, England, and 
watched and listened to the radical 
soap-box orators who hold forth 
with police protection and Crown 
indulgence in the famous Hyde 
Park forums. There they have 
cement rostrums and, at night, 
electric light (paid for by tax 
monies) that they may spew forth 
their weird economic theories in 
complete comfort and safety. | 
was too young to appreciate the 
trend of these London speeches, 
but have since often listened, for 
a moment or two, to the soap-box 
orators in New York, Chicago and 
other large American cities. Often 
these speakers use a foreign tongue 
and so the pearls of wisdom they 
spout are pretty well lost on me 
and most of those who hear what 
they have to offer. When they do 
speak in English, many of them 
speak a broken-English, or at least 
have a strong trace of foreign ac- 
cent in their pronunciation. As a 
result, they do but little damage 
and, for the most part, are guilty 
only of being an annoyance. In 
our careless, broad-minded way 











we shrug our collective shoulders 
and agree that most of the children 
born here of foreign parents never 
learn the foreign tongue of their 
foreign-born folks. We know this 
is statistically correct. It is con- 
venient to decide that such doc- 
trines are merely the mutterings of 
foreign radicals. But is this so? 


“Spit and Argue 
Clubs” :— 


These pages are being written as 
I return, from a Pacific Coast trip. 
I have attended several hardware 
meetings and conventions. At San 
Francisco, Los Angeles, Long 
Beach and other California towns 
and cities, I have seen and heard 
radical speakers, in public parks, 
on public docks and on street cor- 
ners. Locally they are dubbed 
“Spit and Argue Clubs.” The 
name is well chosen. The speakers 
seldom look very prosperous but 
the tragic truth is that too many of 
them are well schooled, well 
spoken, soft of voice, careful, if 
not perfect, in diction and speak 
only in English. They are quoting 
irrefutable facts and carry with 
them annual reports, tax records 
and other data. You could not 
quarrel with the facts they use. 
They have the facts—but their 
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conclusions are specious — often 
deliberate yet skillful lies that 
tend to inflame unthinking or 
youthful listeners. They tell half 
truths and parts of the entire 
story. They violate the privilege 
of that freedom of speech for 
which our Constitution provides. 
They insult the intelligence of tax- 
paying citizens and business men, 
but they may appeal strongly to 
too many younger groups and to 
the great army of unemployed. 
Add to their illegitimate prestige 
the effect, also largely on the 
younger people of this country, 
that can come from the radical 
doctrines offered by too many col- 
lege and high school teachers, and 
then you begin to sense the seri- 
ousness of current radical propa- 
ganda that may some day threaten 
to tear down the very structure of 
the American System of Free En- 
terprise. 


Liberals and Labor 
Movements: 





Comfortably, for them, many of 
the exponents of these radical, un- 
American doctrines cloak them- 
selves as “liberals” or as leaders 
in the “labor movement.” The in- 
ference is that they are doing 
something to help those who can- 
not help themselves. Unfortunate- 
ly, too many important state and 
Federal office holders are identi- 
fied with uneconomic theories that 
have produced electing majorities 
at the polls. And so today, we face 
official sanction for labor move- 
ment tactics that would have at 
least been declared illegal a dec- 
ade ago. Business executives who 
have suffered union labor difficul- 
ties will agree that in too many 
disputes, involving official arbitra- 
tion boards or heads of county, 
city and even state government, 
there is the distinct feeling that 
the cards are stacked against the 
future conduct of profitable busi- 
ness. The present terrific payroll 
of government employees, relief 
beneficiaries, WPA and _ other 
alphabetical agencies does not en- 
courage much hope of early im- 
provement no matter what changes 
may come following the fall elec- 
tion. It is difficult to imagine 
office seekers of any party daring 
to promise much curtailment of 
these expenditures. To do so 
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would mean the loss of many votes 
from among those who are reap- 
ing benefits. Relief beneficiaries 
enjoy the same voting privilege as 
those who are paying the taxes 
from which the relief and related 
expenditures must come. 


Taxes and Budgets :— 

Never before in our history 
have we been taxed so heavily and 
never before have we as a nation 
gone so heavily into debt. Never 
before have we operated our gov- 
ernment so far removed from any- 
thing like a close approach to a 
“balanced budget.” We would not 
conduct our personal or business 
affairs on a basis of constantly 
spending more than we earn. No 
business would continue execu- 
tives in major or minor positions 
who, with greatly increased re- 
turns, went more heavily into red 
ink. Yet that is what we stock- 
holders of our 48 states and our 
Federal Government are doing. 
We are taking in an unprecedented 
revenue (taxes) and yet are plung- 
ing ourselves deeper and deeper 
into national debt and, in most 
cases, into debt in our state gov- 
ernment operations. 


Do You Vote? :— 


This is a presidential election 
year. We also select some mem- 
bers for the next Congress. In two 
years’ time we will have another 
opportunity again to consider suit- 
able members for the Congress. 
The 1940 political battle cannot 
intelligently be fought along fa- 
miliar partisan lines. It must be 
decided on the economic prin- 
ciples of candidates seeking office. 
The same situation will maintain 
in the 1942 Congressional elec- 
tions. It is not so much a ques- 
tion of party emblem as it is a 
question of qualifications for of- 
fice, plus some very definite assur- 
ances of better budgetary control 
and sound methods. Government 
must again become the servant of 
the people and cease trying to be 
the master. Perhaps it cannot be 
accomplished in one election cam- 
paign, but if no start is made no 
improvement can be expected. A 
fundamental, too often overlooked 
in this country, is that more eli- 
gible voters among the tax-paying 
group must actually exercise this 
privilege and cast their vote. A 


check of registrations against 
votes cast or a check of eligible 
voters against votes cast would 
surprise most of us right in our 
election districts. Just ask in the 
next social group you meet how 
many vote regularly. Prepare your- 
self for an unpleasant surprise. 
Those who have something to gain 
make it a point to bring out the 
vote their way. But most of the 
tax-paying citizens who are con- 
cerned about the future of this na- 
tion never think of urging their 
fellow-citizens to exercise the vot- 
ing privilege. They assume it is 
done. There are still (too still 
perhaps) plenty of sincere and 
intelligent citizens in this country 
whose votes might help improve 
our social-economic system along 
proper lines by electing competent 
office holders—but it can’t be done 
if they don’t cast their votes. Make 
up your mind to vote, as your 
conscience dictates, but vote and 
do the best job you can of getting 
other good citizens to vote. 


Ever Hold Office? :— 


Did you ever hold public office? 
Would you stand for election as a 
contribution to the welfare of your 
community? Have you ever taken 
the time and trouble to help some 
other worthy business man win 
public office? Have you ever 
given the subject that much seri- 
ous thought? Or do you, like 
most of us, remain contented when 
strictly professional politicians 
manipulate nominations and elec- 
tions with that rare skill peculiar 
to their calling? I think I know 
the answers with most of you. And 
so I submit two points of argu- 
ment. First, we must take more 
interest in voting and more inter- 
est in getting other business men 
to vote. Second, more business 
men must sacrifice their time and 
comforts and hold public office, in 
order that public business like pri- 
vate business may be conducted 
along business-like methods. When 
and if we do these two things, we 
will be taking important and nec- 
essary steps to assure a continu- 
ance of the American System of 
Free Enterprise—the profit and 
incentive system under which all 
our progress and development 
have been accomplished. There 
is no other way. 


HARDWARE AGF 


SPR aR 


COE 
bets 


8 baa 


re 


Ba 


ue 




















MARCI 

















RIGHT red and yellow and blue—it’s a 

semaphore designed to catch the eyes of 
customers in your store. Hooked on the shelves 
in back of the counter—it’s in sight but out 
of the way. 

This new semaphore Display Hanger con- 
tains a well chosen assortment of 12 ILCO 
Padlocks to retail from 25c to $2.00, with a 
good profit to you in every sale. 

ILCO brings out this sales-making display 
in time for National Hardware Open House. 
More customers will be coming into your store 
during this week, and ’most everyone can use 
a padlock. Be ready for them. If your jobber 
can’t furnish this immediately, write us direct 
and we will help him supply you. 


$640 vent 


SORTMENT 


. 327 
310 Be. 307 po 7B 
No. “i “—" 320G No. 33 
No. 3 
24 
No. 314A No. 3 
No. 315 No. 3240 


LOCKS IN THIS AS 


No. 373 
No. 384 


INDEPENDENT LOCK CO. wv 0st... 


BRANCHES IN ALL PRINCIPAL CITIES 
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Aggressive Selling 


Methods Build 


Major Appliance 
Business 
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i tion 
rom the appliance sec 
lly sound-proof, this room 

efrigerators. 


‘ie is good vol- 


ume and good profit in the sale 
of major gas and electric appli- 
ances and aggressive sales meth- 
ods are decidedly worth while in 
the merchandising of this type of 
equipment. Outside selling, an at- 
tractive appliance display room, 
constant use of a display window 
and the showing of complete 
stocks of electrical refrigerators, 
gas ranges, radio sets and wash- 
ing machines are among the chief 
factors which enable the main 
branch of the Clark-Darland 
Hardware Co., Tulsa, Okla., to do 
a really worth while volume in 
major units of sale. In the course 
of a year this store sells more 
than 200 refrigerators, 150 gas 
ranges and a large number of 
radio sets, washing machines and 
floor furnaces. Both newspaper 
and radio advertising are fre- 
quently used to attract attention 
to this department. 

Both gas and electrical equip- 
ment are neatly arranged accord- 
ing to type in that section of the 
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main store which is devoted to 
major appliances. The display 
room contains a large number of 
higher-priced units, mediu m- 
priced equipment and radio sets 
and appliances in various price 
brackets. Recently the store placed 
several refrigerators in a special 
room which is walled off from the 
main appliance room in order to 
enable salesmen to talk to pros- 
pects in a more quiet and leisurely 


fashion. This room, finished in 
green and white, has windows on 
two sides, so that prospects seated 
in comfortable lounge chairs may 
view the appliances in the main 
display room. Although not ab- 
solutely sound-proof, the use of 
this room permits the salesmen 
and prospects to give their un- 
divided attention to discussion of 
terms and the features and advan- 
tages of the various refrigeration 


Outside selling, an attractive 
display room, windows and ample 


stocks swell major appliance 


profits 


for the Clark-Darland 


Hardware Co. of Tulsa, Okla. 
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r appliance de- 
howing an interesting array 
refrigerators and radio sets. 


units. Several of the higher qual- 
ity units are displayed in this spe- 
cial section of the appliance de- 
partment. An_ attractive floor 
covering, a floor lamp and an end 
table with artificial flowers and 
magazines gives the room a home- 
like atmosphere. On another ta- 
ble are demonstration units for 
showing customers some of the 
mechanical features and construc- 
tion details of the refrigerators. 

Outside salesmen, Who are on 
a commission basis, do some can- 
vassing, but many of the leads 
that result in sales come from 
customers. People who have pur- 
chased a range are often pros- 
pects for the sale of a radio set, a 
washing machine or a refrigera- 
tor. One woman who purchased 
five refrigerators from the store 
for installation in apartments she 
owned also gave the store leads 
for other sales, one of which ma- 
terialized immediately. 

When a customer suggests a 
prospect for the sale of a major 


(Continued on page 60) 
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Carleton M. Morton, Marion Hardware Co., Marion, Mich., is a mo- 
tor boat fan a ite water pastime is racing outboard and 
his interest in motor boats as follows: 


runabout boats. H 
When 


e tells us 
“Started back in the g depression—| 9. 
ght a 


ood old days of the 
k my money out of the bank, bou 

" I still have the original boat. My 
first racing boat was built on the floor above the hardware store. 
Due to a slight mistake in ¢ e could not get it through 
the stairway door, so ha ke a hole in the floor. My racing ex- 
perience has been confined to inland lakes of Michigan, Indiana 
and Ohio. I have raced on a few occasions on Lake Michigan. With 
a companion, my brother and I made the run from Traverse City to 
Harbor Springs—a distance of 92 miles in 2 hr. and 28 min., with 
a 14-ft. semi-racing runabout, equipped with a 4-cylinder, Class C 
outboard motor. | do considerable racing, as a hobby, in Class Cc 
boats.” Mr. Morton has won trophies at the National Cherry Fes- 
tival and Rex Terrace two years in succession. He has membership 
in the Hell Divers Club for spills in competition. He won first place 
in Rex Terrace Regatta at Elk Lake, Mich., finishing the race with 
the motor broken from the boat and held only by steering cables 
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J. Turek, Jr., ys 
mixes a can 
of paint for 
a customer. 


a factors—offering 


competitive prices and telephone 
selling, are responsible for in- 
creasing the paint business of 
Turek Hardware, Berwyn, IIl., 
three-fold—yet practically all the 
business is on quality paints. Na- 
tionally-known paint lines are fea- 
tured in the fixtures of the store. 
There is a small space for the 
medium-priced paints and only 
sample cans shown of the low- 
priced line. 


MARCH 7, 1940 


Quality and the Telephone 


Triple Paint Sales 


“We try to have what the cus- 
tomer wants,” says J. Turek, Jr., 
owner. “We do not push the sale 
of the cheaper paint, however, for 
we believe the customer is better 
satisfied with the better merchan- 
dise. Since we depend upon re- 
peat business from our customers, 
we realize the importance of hav- 
ing what the customer wants. Cus- 
tomers usually ask for low-priced 
paint and we can give it to them, 
but after they hear our selling talk 


Because of these two factors 
Turek Hardware, Berwyn, Ill., 
enjoys three-fold gain almost 
entirely in quality paints 


on quality paint they usually se- 
lect the better goods. Now and 
then a customer insists on the low- 
priced paint and we sell it to him, 
but we first explain thoroughly 
what it will and will not do. By 
having a paint stock featuring 
both price and quality items we 
can give the customers whatever 
will satisfy their needs.” 

Two quality paint lines are dis- 
played in 28 ft. of sidewall shelv- 
ing, located at the front of the 
store. House paint in these lines 
retails for approximately $3.25 
per gallon. It sells for $2.50 per 
gallon in. the medium-priced line 
and at $1.50 in the low-priced 
paint. The two quality lines are 
carried because certain good cus- 
tomers insist upon having certain 
items in the one line. 

Sometimes this is an advantage. 
in Mr. Turek’s opinion. Now and 
then, he says, a customer will 
have bad luck with a can of paint 
and, as a result, it is almost im- 
possible to get him to use any 
other product under the same 
brand. When this occurs the cus- 
tomer can usually be sold the 
other line of quality paint and 
will continue to patronize the 
store. 

For certain periods, prior to 
and during the painting seasons. 
people who own homes that need 
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painting are called up on the tele- 
phone and informed about the 
line of paint, the low cost of home 
painting and the advantages of 
protecting their property. About 
seven calls are made each day by 
one of the employees who is a star 
paint salesman. Names of pros- 
pects are secured by noting the 
houses that need painting as de- 
liveries are being made in the 
trading area. 

“We were amazed at the cordial 
reception given these telephone 
calls,” says Mr. Turek, “and many 
individuals stated that they did 
not know home painting was so 
reasonable. In some cases, other 
painting jobs were being consid- 
ered, and information was re- 
quested on how best to handle that 
particular type of work. One call 
resulted in a sale of 22 gallons of 
flat wall paint, and this customer 
is one of the best paint accounts 
of the store today.” 

Telephone directory listings are 
the only form of advertising used 
on the paint line. This brings 
more new business to the store 
than any other medium. Window 
displays are used extensively and 
are always well in advance of the 





A medium-priced paint 
line is shown in this 
3-ft. section at the 
end of the department. 
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season. Cheaper paint is shown, 
but is not emphasized in either the 
window or store displays. 

“One of our most valuable ac- 
cessories in the paint department 
is the paint mixer,” says Mr. 
Turek. “Every can of paint is 
mixed thoroughly on this ma- 
chine before delivery to the cus- 
tomer. This prevents complaints 
and insures greater satisfaction to 
the customer. Many people refuse 
to accept paint unless it has been 
mixed on the machine.” 

Seasonal items in the paint 
stock such as screen enamels, 
stove pipe enamels and others are 
arranged on lower shelves in the 
fixtures for the convenience of 
salespeople and to facilitate 
prompt service. This necessitates 
some moving of stock at certain 
times of the year. However, hav- 
ing this fast-moving stock at hand 
saves time in waiting on custom- 
ers and often makes it possible 
for customers to wait on them- 
selves. Only a few items need to 
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Two quality lines of paint are 
featured in the main display. 
Color cards are on fixture up- 
rights adjacent to the stock. 


be moved around and, if all 
shelves are uniform in size, this is 
an easy job. 


Aggressive Selling Methods Build 
Major Appliance Business 


(Continued from page 57) 


appliance, and the purchase is 
finally arranged, a useful house- 
hold item of reasonable value is 
given the person providing the 
lead. Merchandise is presented, 
rather than a small sum of cash. 
because such a friendly gesture 
will be remembered for a long 
time, whereas a cash award might 
not. , 

Higher priced refrigerators are 
the best sellers, according to E. 
D. Lyons, manager of the appli- 
ance department, because after 
customers look at the lower priced 
units “the eye appeal” of the 
higher priced merchandise helps 
sell itself. Deferred payment 
plans are offered, not only for re- 
frigerators but also for radio sets 
and the various major appliances 
sold by the store. Some deferred 
payment sales are financed by the 
store, others through finance or- 
ganizations. Collections for re- 
frigerators, sold by the store on 
time payment plans, are handled 
as part of monthly bills of the 
electric power company serving 
that district. Installment sales 


contracts for periods of a year 
or more are all handled through 
finance organizations. Radio set 
sales are financed by the store. 

Used major appliances and ra- 
dio sets, taken on trade-in trans- 
actions by the store, are recon- 
ditioned for resale. The store 
frequently advertises trade-in mer- 
chandise in the classified advertis- 
ing section of a local newspaper, 
Sunday editions being the ones 
most frequently used. People at- 
tracted by such ads often look ai 
the used equipment and then de- 
cide to buy new equipment. Re- 
cently a woman who had read the 
offer of a used refrigerator visited 
the store and decided to purchase 
a new refrigerator at $229.50 and 
a new gas range selling for 
$149.50. 

People buying used major ap- 
pliances will frequently return to 
the store to inquire as to the cost 
of new equipment. Within a rea- 
sonable period of time the full 
purchase price of used appliances 
will be credited toward the cost of 
a new unit. 
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DISPLAY IDEAS 


These ideas have been used successfully 
and are worth trying in your own store 
















This modernistic paint department in the 
back of the L. H. Kurts Co. store in Des 
Moines, Iowa, is finished in several tones 
of green paint taken from the stock and 
furnishes a demonstration of the paint’s 
quality as well as an attractive display. 
Concealed lighting is used to illuminate 
the word “Paints” which is raised above 
the entrance to the department. Lumline 
lights illuminate the interior of the depart- 
ear oa ment. At least two cans of paint, etc., in 


























ich each size and shade ate kept upon the 
~t shelves at all times. Small orders are 
se filled from the display, large ones from 

surplus stock. Paint brushes are kept in 
ra- glassed-in panels upon the rear wall. 
ns 
on- 
ore 
er- 
Lis- ° 
er, 
1es 
at- 
ai ° 
de- A series of small “display windows” and a minia- 
te- ture “billboard’’ converted what was formerly a blank 
he space along the front wall of the store of Otto Herr- 
- mann, Inc., Glendale, N. Y., into a good advertising 
ec medium. Each display unit has a removable glass 
ise front, with the back, sides, ceiling and floor covered 
nd with colored cardboard in harmony with the season. 
Customers walking from the back to the front of the 
or store see these reminders of second floor merchandise 

as do folks going up the stairs to the housewares de- 

p- partment. The billboard is frequently changed in 
‘ order to feature a variety of items. 
o 
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-a- 
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es 
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Fig. 1—Industrial lighting 
practice requires reflect- 
ors for general lighting 
and reflectors for local 
illumination located near 
« the men who are at work. 


Here’s an opportunity 
for sales that’s found 
in many localities. It’s 


worth investigating for 


There Are Hardware Profits 








; a retail value of in- 


candescent lamps used to light 
industrial plants each year aver- 
ages around $25,000,000. A re- 
cent survey indicated that an aver- 
age increase of 400 per cent in 
existing lighting levels would be 
required to bring the lighting to 
present-day standards of good 
practice. 

The first step in securing the 


Fig. 2—High intensity mercury 
vapor lamps fill an important 
need for an efficient light 
source. The 400-watt lamp is 
very adaptable to high mount- 
ing reflectors over craneways. 
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lighting business of your local in- 
dustries is to get them signed up 
on a lamp contract, and in doing 
this first, acquaint them with your 
ability to serve their lamp require- 
ments. Point out the advantages 
of a local source of supply by an 
organization which is able to ren- 
der prompt and efficient service at 
all times. Once you have signed 
an industry on a lamp contract, 
you have opened the door for ad- 
ditional business on which you 
will be able to reap a profit with 
no investment or risk on your own 
part. 

Incandescent lamps of the type 
most commonly used in industry 
are designed for an average life 
of 1,000 hours. Assuming that 
each lamp is burned for an aver- 
age of 40 hours per week, 40 
times 52 equals 2,080 hours as the 
average burning time per year. 
This means that every fixture will 
require an average of two lamps 
per year. Multiply this by the 


Fig. 4—The new reflector and pro- 

jector lamps can be used either for 

permanent installation or for tem- 

porary use in connection with rush 

construction work or occasional 
night work. 


in Industrial Lighting 











Fig. 3—A guide to the selection of local lighting equipment. 





Kind and Size of Lamp 
Watts Bulb Finish 


15 A-17 I.F. 


25 A-19 LF. 
40 A-19 LF. 
50 A-19 LF. 
60 A-19 LF. 


Reflector Size 


Foot Candles at 
Distance from Work 


5 in. 10 in. 
1 110 30 
2 222 65 
2 350 110 
3 428 169 
3 593 224 
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number of sockets in any particu- 
lar industrial plant and you have 
a rough estimate of the lamp re- 
quirements. 

The lamp requirements of many 
industries are served by hardware 
dealers operating in_ territories 
which include the plants. Cer- 
tainly, no one has a better claim 
on this business and, if you oper- 
ate in a territory where such busi- 
ness exists, you should be thor- 
oughly familiar with the services 
you are able to offer such ac- 
counts. The discount which you 
are able to offer to the industry 
on lamps depends upon the total 
yearly volume of the lamp pur- 
chases of the plant and this new 
business is not only attractive in 
itself, but by increasing your vol- 
ume of business in this item, it 
will result in a greater profit for 
you on all the lamps which you 
sell. 

By making yourself the source 
of supply for lamps, you will 


By HARRIS REINHARDT 
Commercial Engineering Dept., 
Westinghouse Lamp Division, 
Bloomfield, N. J. 


place yourself in line as the nat- 
ural source of supply for various: 
other items, such as replacements 
of fixtures and wiring devices. In 
order to be in‘a position to meet 
these demands, you will need to 
have some understanding of the 
type of lighting equipment used in 
industry and the lamps used with 
this equipment. 

Modern industrial reflectors may 
be classified according to their use 
into three types. 

1. Reflectors for general light- 
ing. 

2. Reflectors for local lighting. 

3. Reflectors for special appli- 
cations. 

By general lighting we mean 
the light which is designed for 
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general coverage of the entire floor 
or working area. Modern indus- 
trial lighting practice considers 
this an essential part of any light- 
ing system, all local or special 


lighting being considered as sup- 
plementary to the general lighting 
system. (Fig. 1.) Porcelain en- 
amel reflectors, because of their 
durability and the ease with which 
they can be kept clean, have long 
been favored for general lighting 
in industry. One of the most pop- 
ular units of this type is the RLM 
Standard Dome Reflector. These 
reflectors are made by a number 
of manufacturers in accordance 
with specifications set up by the 
RLM (Reflector and Lighting 
Equipment Manufacturers) Stand- 
ards Institute. Within recent years, 
the standards of performance of 
the RLM Dome Reflector have 
been raised and specifications for 
other types of reflectors set up. 

The RLM Dome Reflector was 
first designed for use with a white 
bowl lamp. This lamp is a clear 
lamp except for the bottom part, 
which is coated on the inside with 
a white enamel. This reduces the 
brightness of the part of the lamp 
one sees when looking at the unit. 

The white bowl lamp causes a 
loss of about 6 per cent in the 
light output of a reflector and in 
many instances where the reflec- 
tors are mounted 12 ft. or higher, 
inside frosted lamps may be used. 
Clear lamps are never recom- 
mended because of the brightness 
of the bare filament. Actually, 
there is very little loss of light— 
less than 2 per cent—with the in- 
side frosted lamp and, certainly, 
there is every reason to prefer it 
over a clear lamp for an RLM 
Dome Reflector. 


Glassteel Diffuser 


In the Glassteel Diffuser, the 
lamp is surrounded by a large 
white glass globe. With this type 
of unit, either a clear or an inside 
frosted lamp may be used. The 
glass globe diffuses the light, soft- 
ens the shadows, and thus reduces 
the danger of glare. In the top of 
the reflector are several slots 
which permit some light to escape 
upward. This gives the ceiling a 
lighted appearance which makes 
the working conditions more 
pleasant. 


64 





RLM Dome Reflectors and Glas- 
steel Diffusers are manufactured 
in several different sizes. It is of 
vital importance that the proper 
lamp be used with each size of re- 
flector. If the lamp is too small, 
much of the light is trapped in the 
neck of the reflector and that 
which does escape is confined to 
a limited area. If a lamp that is 





most of the needs of his factory 
customers, though he will wish to 
carry white bowl lamps in certain 
sizes if he has customers who use 
them. 

In addition to the lamps listed 
in Table 1, a 300-watt, SP-35 lamp 
with a medium screw base is now 
available and may be used in re- 
flectors designed for 200-watt, PS- 





TABLE 1 
Lamps ror RLM Stanparp Dome ReFLecTorRS AND GLASSTEEL DIFFUSERS 
W atts Bulb Base Type RLM Glassteel 
50 A-19 Medium Screw Mazda C 12 in. _- 
60 A-19 Medium Screw Mazda C 12 in. — 
75 A-2]1 Medium Screw Mazda C 12 in. _ 
100 A-23 Medium Screw Mazda C 12 in. — 
150 A-25 Medium Screw Mazda C 14 in. 18 
200 PS-30 Medium Screw Mazda C 16 in. 18 
300 PS-35 Mogul Screw Mazda C 18 in. 20 
590 PS-40 Mogul Screw Mazda C 18 in. 20 
750 PS-52 Mogul Screw Mazda C 20 in. 24 
1000 PS-52 Mogul Screw Mazda C 20 in. 24 
250 T-9 Medium Screw Mercury 18 in. 2034 
W0 T-16 Mogul Screw Mercury 22 in. 24 





too large is used with an RLM 
Dome Reflector, it will extend be- 
low the bottom edge and thus 
cause glare. The correct lamp for 
each size of reflector is shown in 
Table 1. 

In each case, the size of the 
lamp in watts and also the bulb 
designation is given. The letter or 
letters in the bulb designation re- 
fer to the shape of the bulb. An 
“A” bulb is the standard type of 
bulb used with géneral lighting 
service lamps of 100 watts or be- 
low, whereas the “PS” (pear- 
shaped) bulbs are used with gen- 
eral lighting service lamps of 
higher wattages. The number used 
in the bulb designation expresses 
the greatest diameter in eighths 
of an inch. Thus, an SP-40 bulb 
would be a pear-shaped bulb, the 
greatest diameter of which is 40 
eighths in. or 5 in. 

General lighting service lamps 
in the A and PS bulbs, ranging in 
wattage from 15 to 1500 watts, 
fill approximately 65 per cent of 
the lamp requirements for ordi- 
nary uses in homes, stores, offices, 
schools, and factories. They are 
lamps which any hardware dealer 
will carry in stock and will fill 


30 lamps. This is only recom- 
mended in instances where an in- 
crease in illumination is impera- 
tive and conditions are such that 
the 200-watt fixtures cannot be 
immediately replaced. 


Silvered Bowl 
Diffuser 


One of the newer units for gen- 
erai lighting in industry is the 
RLM Silvered Bowl Diffuser, so 
called because it uses a silvered 
bowl lamp. The bowl of these 
lamps has permanent coating of 
mirrored silver which seems to 
shield the filament and forms a 
highly efficient reflecting surface. 
Silvered bowl diffusers at present 
are available in only one size de- 
signed for use with either a 300- 
watt or 500-watt silvered bowl 
lamp. 

High Mounting 
Reflectors 


In many industrial plants, where 
craneways make it necessary to 
mount the reflectors very high, the 
general lighting is frequently sup- 
plied by means of high mounting 
reflectors. These reflectors use 
standard lamps, ranging in size 
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from 300 to 1500 watts. They are 
also extensively used with high 
intensity mercury vapor lamps, as 
illustrated in Fig. 2. 

The high intensity mercury 
vapor lamp is a comparatively 
new type of light source which is 
playing an important part in fac- 
tory modernization. It is used 
with high mounting reflectors, as 
mentioned above, with the RLM 
Dome Reflectors or Glassteel Dif- 
fusers as indicated in Table 1, or 
with special combination units. 
The light from the mercury vapor 
lamps is produced by a discharge 
of electricity through the mercury 
vapor and all lamps of this type 
have to be connected to the line 
through a special transformer or 
reactor. Instead of producing 
light of all wave lengths as in the 
incandescent lamp, the light from 
these mercury lamps is made up 
principally of three colors: yel- 
low, one of yellow-green and the 
third of violet. A large part of 
the light is thus of colors to which 
our eyes respond most readily, 
which means a greater efficiency 
of light production. A 400-watt 
high intensity mercury lamp, for 
example, produces more light than 
a 750-watt incandescent lamp and 
has a rated life of 2,000 hours, as 
compared with 1,000 hours for the 
incandescent lamp. These factors 
may mean a substantial saving, 
particularly if the power rate is 
high. 

In installations where the color 
of the mercury light is objection- 
able, a combination of mercury 
and incandescent lamps may be 
used. Light from the incandescent 
lamp is particularly rich in red 
rays. Since this color is entirely 
absent in the mercury lamp, a 
combination tends to offset the de- 
ficiencies of both and the result is 
a white light. 


Local Lighting 
Reflectors 


For local lighting in industry, 
one of the most popular units is 
the porcelain enamel bowl type of 
reflector, illustrated in Fig. 3, 
which also gives the size of lamp 
recommended for use with each. 
These reflectors meet most of the 
demands for local lighting in in- 
dustrv and are usually mounted 
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on an adjustable arm, as shown in 
Fig. 1. 

If the machines on which re- 
flectors of this type are mounted 
produce vibration, trouble with 
short lamp life may be experi- 
enced. In such instances, you 
should be prepared to supply 
your customer with vibration type 
lamps. These lamps are not rec- 


Fig. 5—The new fluorescent lamps 
produce a high level of light of 
daylight quality without the use of 
excessive wattage or the genera- 
tion of excessive heat and provide 
the answer to many problems. 


ommended for horizontal burning. 
If the lamps are subjected to se- 
vere shocks and bumps, such as 
would be the case if lamps were 
used on extension cords, rough 
service type lamps should be used. 


Reflector and Projector 
Lamps 


Where the nature of the ma- 
chine or operation is such that 
the local light cannot be mounted 
close to the work, the new projec- 
tor and reflector lamps frequently 
offer an ideal solution to the light- 


ing problem. These lamps have 
the inside surface of the bulbs 
coated with a highly efficient re- 
flecting surface and the shape of 
the bulb is such that it produces 
a well controlled beam of light. 
Adjustable adapters for use in 
a standard socket are available 
which make it possible to direct 
the light to any spot where a 
higher level of illumination is de- 
sired. This simplicity of installa- 
tion makes them particularly use- 
ful in industry for the illumination 
of temporary construction jobs, 
shipping platforms and _ similar 
locations where a high degree of 
flexibility is desired with a mini- 
mum expense. 


Daylight Lighting 


One of the more important spe- 
cial lighting problems of industry 
is that of supplying light of day- 
light color. Most dealers carry in 
their lamp stock several sizes of 
daylight blue lamps. One of the 
principal objections to lamps of 
this type is the fact that they ab- 
sorb about one-third of the total 
light from the lamp in order to 
produce the daylight color, and 
the same is true of the daylight 
blue globes for use with Glassteel 
Diffusers. 


Fluorescent Lighting 


For applications where color 
matching is an important consid- 
eration, the new daylight fluores- 
cent lamp frequently fills the need. 
These lamps are made in the form 
of tubes, 18, 24, 36 and 48 in. 
in length. They are designed to 
use 10 watts per linear foot and 
are thus essentially low wattage 
sources, best suited for local light- 
ing of limited areas. Like all other 
lamps employing an electrical dis- 
charge, the fluorescent lamp must 
be operated in conjunction with 
control equip- 


suitable current 


ment. 

Trough reflectors are available 
for use with fluorescent lamps of 
all sizes, and usually contain from 
one to three lamps. When more 
than one lamp is used in a single 
trough, it is quite common to pro- 
vide an individual reflector for 
each lamp. This improves the 
efficiency of the unit somewhat and 
gives better control of the light. 
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One window features a refrigerator, the other a range. 


Moor: than 450 


domestic electric refrigerators are 
sold each year by Quinn Hard- 
ware & Refrigeration Co., Brad- 
dock, Pa., six-cubic foot models 
in the higher price brackets being 
the best #ellers. Outside selling, 
frequent newspaper advertise- 
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ments, time payment plans, dis- 
play of a complete line of electri- 
cal refrigerators and the year 
‘round use of display windows for 
showing this equipment are major 
factors in obtaining good volume. 
And it takes active selling meth- 
ods, such as these, to get such a 
volume in Braddock, since that 
community is within easy reach 
of Pittsburgh, with its numerous 
retail outlets handling refrigera- 
tors and other major appliances. 

In addition to this decidedly 


worth while volume in domestic 


White fabric on the floor and crepe paper 


refrigeration units, the store sells 
and services commercial units for 
butcher shops, grocery stores, etc. 
Maintenance contracts are sold to 
commercial unit users on a yearly 
basis, the Quinn store assuming 
all responsibility for keeping 
these units in good operating con- 
dition. The store’s franchise, un- 
der which it sells both domestic 
and commercial _ refrigeration 
units provides that it shall in- 
stall and service all units sold by 
the store as well as those sold in 
its territory by department stores 
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backgrounds complete the effect. 


ia oar 


and certain other outlets. This ar- 
rangement provides the firm with 
numerous leads for the sale of 
radio sets, gas ranges, washing 
machines, and for replacement 
sales on new refrigerators needed 
in homes having old equipment. 
There is always at least one re- 
frigerator in operation in the 
store. Usually there is at least 
one unit of each model in the line 
on display. 

Three well known lines of gas 
ranges are sold by the firm. The 
company cooperates with the man- 
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Outside selling, advertising and 
displays aid the Quinn Hardware 
& Refrigeration Co. of Braddock, 
Pa., in establishing this record 


ufacturer of one of these lines in 
conducting a three-day cooking 
school once a year. One of these 
cooking schools attracted 4500 
women during its sessions. A lo- 
cal newspaper also cooperates in 
the operation of these schools. 
One gas range is always con- 
nected for demonstration pur- 
poses. This, and the fact that the 
firm displays at least eight differ- 
ent models at all times, serves to 
constantly impress the fact upon 
the minds of customers that the 
store sells stoves and ranges. As 
a result of its efforts in promoting 


A wide variety of refrigerators, 
stoves, ranges, radio sets as well 
as laundry equipment is featured 
up near the front of the store. 


gas ranges and stoves, sales are 
best for units priced at $125.00 
or more. The display of two 
lines of home laundry appliances, 
a line of cabinet sinks and a va- 
riety of table and floor models of 
radio sets constantly emphasizes 
the fact that the store offers a 
wide range of major appliances. 
Major units of sale are displayed 
in the front of the store so that 
everyone entering sees a variety 
of this type of merchandise. 
Many of the leads for sales of 
major units come from customers 
who have purchased equipment 
(Continued on page 154) 
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HE Wheaton Hard- 
ware, Wheaton, IIl., 
used the 1939 National Hardware 
Week to introduce a new store to 
its public and capitalized on the 
extra publicity connected with that 
promotion event. More than 2000 
people visited the store during the 
first two days and sales of mer- 
chandise exceeded all expectations. 
Circulars, newspapers and the ra- 
dio advertised the opening, and 
free gifts were presented to those 
visiting the store. 

The most gratifying thing about 
the event to B. F. Klein and Lee 
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Flemming, the owners, was the 
satisfactory volume that resulted 
and the number of unusual sales 
which occurred. These exceeded 
all expectations. As the store was 
completely new, many people came 
to inspect it, get acquainted with 
its facilities and obtain some idea 
as to the lines carried. The fact 
that nine salespeople were needed 
to take care of customers serves to 
indicate the type of reception ac- 
corded the new establishment. 
More than 60 per cent of the 
people visiting the store were 
women and customers’ sales dur- 


ing the week averaged about 90 
cents per customer. Many special- 
ties were listed in the 3000 circu- 
lars distributed but most of the 
sales made were for quality mer- 
chandise. Commenting on some 
of the sales, Mr. Klein said: “One 
customer who said he wanted to 
look around purchased over $13.00 
in garden supplies before leaving 
the store and then returned to 
make several additional purchases. 
Seventeen lawn mowers were sold, 
the majority of which were qual- 
ity mowers. More than 500 ft. 
of high grade garden hose was 
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purchased while the competitively 
priced hose interested but few cus- 
tomers. Many sales were made 
from the wholesaler’s catalog dis- 
played prominently in the store 
for customers’ use.” 

The opening and sale were also 
announced in local newspapers 
and by means of spot announce- 
ments on the radio. All of those 
who visited the store were. asked 
to register. Women were presented 
with flowers and souvenir pot 
holders while the men _ received 
screw drivers. 


Attractive Fixtures 


Wood fixtures finished in light 
oak were selected for the store be- 
cause of their warmth. Mr. Flem- 
ming said, “We believe wood fix- 
tures appeal to more people and 
provide an atmosphere suggesting 
woodworking which ties in with 
tools. Another thing which we 
feel stimulated interest in sporting 
goods, was oiling the floor with a 
mixture of paraffin and pine needle 
oil. This gave the store a pleasant 
pine odor which seemed to make 
people think about vacations and 
outdoor goods.” 

The store is 27 ft. wide and 55 
ft. deep. Housewares are along 
the sidewall to the left of the en- 
trance because of the large number 
of women customers. This mer- 
chandise can be seen to excellent 
advantage there as the entrance is 
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located at the extreme right side 
of the store. Well assorted stocks 
of glassware and china are shown 
in illuminated open cases at the 
front of the store and both high 
grade and popular-priced lines are 
carried. Other housewares lines 
follow this display using open 
shelving fixtures with ledges. The 
paint department is located at the 
rear adjacent to the housewares 
display and extends partly across 
the rear wall. This shows up well 
and attracts customers to the rear 
of the store. 

Sporting goods are displayed 
along the right sidewall in well 
lighted open cases just inside the 
entrance and there is a platform 
space in front of the fixtures for 
showing bulky items such as sleds, 
skis, etc. This is an important line 
appealing to both women and men 
customers and deserves a promi- 
nent space for this reason. Tools 
and hardware displays follow the 
sporting goods department along 
this side. Steel goods are in an 


open platform section across the 
rear wall. 

Display tables are arranged in 
standard batteries in the center of 
the floor. Additional tables will be 
added and the equipment will be 
arranged back-to-back. During the 
opening sale merchandise specials 
were shown on the tables at the 
front. Step-up display units are 
used throughout. Glass shelf dis- 
players are installed on many 
tables making it possible to build 
merchandise displays much higher. 


Batteries of Tables 


A cutlery case with sloping top 
heads the battery of tables and 
attracts customers’ attention to this 
line as soon as they enter the store. 
A complete table is also devoted to 
electric lamps and _ accessories. 
This is located near the wrapping 
counter towards the rear of the 
store. Customers frequently wait 
there for packages to be wrapped 
and extra sales are very often 
made while they are waiting. Wide 
aisles stimulate customer circula- 
tion to all parts of the store. Extra 
stock space is available behind 
the fixtures along the left sidewall. 

The entire installation was ac- 
complished in 10 days. Total in- 
ventory is approximately $6000 
and cost of doing business during 
the early months averaged around 
19 per cent. The store was planned 
and installed by the Merchandis- 
ing Division of the Simmons 


Hardware Co., St. Louis, Mo. 


dvertising 





















National Hardware Open | F 


Manufacturers and wholesalers are 
cooperating in this annual event 
which is only seven weeks distant 


/- = HARD. 


WARE OPEN HOUSE, the third 
observance of a national move- 
ment to promote the independent 
hardware dealer to the consumer, 
which began as National Hard- 
ware Week, will be celebrated 
from April 25 to May 4, 1940. 
This year, however, it is intended 
to give the event a somewhat 





broader scope. It is suggested 
that hardware dealers make this 
a period during which consumers 
can become better acquainted with 
the individual store and some of 
its unusual services in addition to 
the offering of special merchan- 
dise values. 

Every hardware store partici- 
pating in this movement should 


BETTER 
. LASTS 
\LONGER 


The National Hardware Open House kit contained 190 pieces and was 


available to dealers for $2.75 a set. 


Included in the set were two win- 


dow backgrounds, 28 by 50 in. shown on the opposite page and four 

pendants, 11% by 49 in.; eight banners, 20 by 25 in.; 40 pennants 

(double), 13 by 24 in.; eight price cards, 11 by 14 in.; 16 cards, 7 by 11 

in.; 32 cards, 5% by 7 in., and 80 cards, 2% by 3% in. March 5, 1940, 
was the deadline for ordering kits. 


70 


emphasize that part of the busi- 
ness in which it excels. Some mer- 
chants can stress the competitive 
angle and demonstrate to custom- 
ers the values which are being 
made available during the period. 
Others may prefer to make the 
event simply a period during 
which customers can come in and 
get better acquainted. 

More local publicity is neces- 
sary if hardware dealers are to 
make the most of National Hard- 
ware Open House. Several medi- 
ums lend themselves to coopera- 
tive efforts in local communities. 
These include radio spot announce- 
ments and cooperative newspaper 
advertising. Numerous wholesalers 
and manufacturers will supply 
dealers with handbills or circu- 
lars on special merchandise for 
National Hardware Open House. 
This type of medium will probably 
be used more than any other by 
dealers as it is both effective and 
easy to use. 

All well-planned publicity events 
and cooperative advertising are 
ineffective, however, if the actual 
individual retail store fails to jus- 
tify the build-up. Not every firm 
has a modern store or new store 
front, but every store can be thor- 
oughly cleaned and have its mer- 
chandise arranged neatly. 

Merchandise values for the 
event should be placed on tables 
and platforms in such a manner 
as to promote customer circula- 
tion to all parts of the store. Do 
not feature all your specials on 
one or two tables at the front of 
the store. Make your customers 
shop and try to present many 
other items which they may see 
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Vl EXPLORE THE WONDERLAND OF HARDWARE 





A complete assortment of newspaper mats in one, two and four-column 
widths with appropriate border strips was also offered. Dealers are 
urged to dress their stores in gala fashion during the period of 
Open House making use of banners, pennants and cards from the kit. 


as they examine the Open House 
merchandise. By all means show 
seasonal merchandise and push 
for every sale that can be made. 

Salespeople must be keyed up for 
this event. They should have 
pride in their store and its ser- 
vices. Have a good old-fashioned 
“pep” meeting before National 
Hardware Open House begins and 
work out a contest for your sales- 
people for this period. There is 


nothing like competition for get- 
ting results. 

Open House will be the period 
during which the retail hardware 
store will be virtually on parade 
in every community. Make it the 
time during which you create an 
excellent impression for your own 
store in the minds of your cus- 
tomers and you will be making 
your customers more hardware- 
store conscious. 


Here’s What Some of the Wholesalers Are 
Doing on National Hardware Open House 


Hibbard, Spencer, Bartlett & Co., and the 
Famous Brands Promotion 


In conjunction with four other 
wholesalers, Hibbard, Spencer 
Bartlett & Co., Chicago, IIl., is 
offering what will be termed “The 
Famous Brands Promotion for 
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Spring, 1940.” The participating 
wholesalers are The Salt Lake 
Hardware Co., Salt Lake City, 
Utah; the Seattle Hardware Co.., 
Seattle, Wash.; Baker, Hamilton 


and Pacific Co., San Francisco, 
Calif., and the Bigelow and Dowse 
Co., Boston, Mass. 

The Famous Brands Promotion 
will consist of approximately 110 
regular items at standard retail 
prices and 16 feature items at spe- 
cial prices. All will be nationally 
known as brands sold in hardware 
stores and familiar to practically 
every American. 

The spearhead in the promo- 
tion will be a 16-page rotogravure 
tabloid with color on the cover 
page and color on the inside 
spread. The finest art work ob- 
tainable is being used in the 
make-up. The tabloid will be im- 
printed with the dealer’s name 
and address for local distribution. 
Approximately 2,000,000 will be 
circulated from coast to coast, 
reaching 10,000,000 consumers. 

Supporting the tabloid will be 
a complete set of window and 
store display properties, with es- 
sential tie-up themes in art motifs, 
etc. The window background dis- 
play panel which will feature the 
16-opening specials is among the 
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largest and most colorful ever 
manufactured for retail store use. 
It has unusual automatic features 
for quick installation, set-up, pric- 
ing, and change, never before 
used. A complete set of price 
cards will also be provided for 
every item in the promotion, in- 
cluding both a window type card 
as well as a card for interior dis- 
plays. Also, the promotion in- 
cludes a complete set of news- 
paper mats of every item. 

This Famous Brands Promotion 
will be introduced coincidentally 
with National Hardware Open 
House, April 25 to May 4, and 
the 16 feature items will be of- 
fered for that period only. All 
window display and store interior 
properties will definitely tie-up 
with National Hardware Open 
House. 

Also — and supplementing the 
Famous Brands Promotion—Hib- 
bard dealers will receive a special 
insert featuring “True Values for 
National Hardware Open House.” 
This will present about 60 “hot” 
items priced specially for Open 


House Week only. A _ window 


trim will be included of this mer- 
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chandise which will use for deco- 
rative purposes the official N.R. 
H.A. display properties for Open 
House. All necessary price cards 
will be included printed on the 
official association stock. 

All of the set-up explained 
above will be part of one promo- 
tion which the dealer will use as 
such. 


Huey & Philp 
Hardware Co., 
Dallas, Tex. 

Plans a special, illustrated sales 
circular which will be furnished 
dealers at a minimum price, and 
also to furnish dealers with at 
least 100 items of hardware that 
can be used more or less as lead- 
ers by the dealer to arouse their 
customers’ interest. 

The company also plans to fur- 
nish dealers with imprinted store 
decorations, banners, etc., and 
will encourage dealer to “clean 
up” and “dress up” his store for 
Open House. Dealers will be 
urged to distribute Open House 
merchandise throughout their 
stores so as to attract attention to 
regular store merchandise. 
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Here’s What Some of the Manufacturers Are 
Doing on National Hardware Open House 


The Irwin Auger Bit Co., 
Wilmington, Ohio 


Offers two specials, one a set 
of six D24 auger bits to retail at 
$1.49 and the other is its new 
“Blue Stag” screw driver in an 
assortment of 48 drivers each to 
retail at 10 cents. Both specials 








screw drivers 
and auger bits 


are designed as “traffic” mer- 
chandise. 

The set of D24 auger bits 
(stock No. HW6) is displayed on 
a colorful red, white and blue 
easel-back card suitable for win- 
dow or counter. The bits, one 
each of 14 in., 5 16 in., 3 in., 
Y% in., % in. and : 4, in., are held 
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Irwin’s 


















in place on the card with spring 
steel clips to permit user to re- 
move or replace the bits easily 
and quickly. A removable price 
card with the special price of 
$1.49 is attached. Regular stock 
price of this set is $1.70. 

The special “Blue Stag” screw 
driver has a heavy blade. It is 
finished in “rifle-barrel blue,” a 
new finish that resists rust and 
corrosion. Handle is large and 
comfortable and finished in navy 
blue and clear, natural lacquer. 
Gold name and stock number 
stampings add eye appeal and 
color. The “Blue Stag” is fur- 
nished in regular and cabinet 
styles in all the fast-selling sizes. 
For National Hardware Open 
House the “Blue Stag” is packed 
48 to a box as follows: 1 doz. 3 
in., 1 doz. 4 in., % doz. 3% in. 
and 1% doz. 6 in.; regular ma- 
chinist type, 1% doz. 31% in., and 
4 doz. 6% cabinet style. In- 
cluded in the assortment is an 
attractive red, white and blue 
easel-back display card holding 
four drivers in place by spring 
steel clips. A removable price 
card is attached bearing the spe- 
cial price of 10 cents. Special re- 
tail price for the assortment, 
with display card, is $4.80. 


Landon P. Smith, Inc. 
Irvington, N. J. 

Offers a specially priced “Red 
Devil” painter kit for Open 
House. The company describes 






* 193 Rad Devil PAINTER KIT 
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A painter’s kit for Open House 






this kit as a “fast-moving $1.89 
‘Red Devil’ value, packaged like 
a $5 item and offered to dealers 
at 80 cents for resale at $1.19 
during Open House. Identified 
as the No. 193, the package con- 
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tains the new No. 50 wood 
scraper; the mirror finish PI 
3-in. flexible wall scraper; the 
new No. 024 modern-line plated 
glass cutter, the No. 13 “Jak- 
Nife” razor blade holder and 
paint and glass scraper, and the 
mirror-finish PI 114-in. flexible 
putty knife. The gold and red 
box has a Cellophane window 
and is neatly partitioned so that 
each tool fits into the place de- 
signed for it. The kit is fitted 
with an easel back making it 
suitable for a counter or window 
piece. A special Open House 
streamer, in official colors, runs 
across the face of the kit. This 
may be removed later. 


Corbin Cabinet Lock Co., 
New Britain, Conn. 


This Open House window dis- 
play, No. WC 3, is silk-screened 
in three brilliant colors, and will 
be given free with one-half doz. 
No. 291A Corbin padlocks. The 
display is 203% in. by 1934 in., 
and is designed to catch the eye 
of the most casual observer. 
These padlocks are of extruded 
brass with bright satin finish, 
1% in. in size. Have pin tum- 
bler mechanism, hardened steel 





Have you left 
anything 
UNLOCKED? ~ ~ 
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Corbin’s Open House display 





cadmium plated shackle. Dealer’s 
cost is $4 for six locks, and each 
retails for $1. The display can 
be used as a permanent one 
throughout the year. 


The Stanley Works, 
New Britain, Conn. 


Announces three deals for 
Open House. The Stanley Mer- 
chandiser, which is a combina- 
tion display and stock container, 
includes 84 different items 
mounted on four panels with 
space for prices. Panels open up 
so that stock stored in bins is 
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easy to reach. Entire unit is 
compact and sets on a standard 
table. With every order received 
before April 30 for one of these 





ee 
-- $8 —- 
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Screen Door Hardware Set 


displays, the company will fur- 
nish free, three pairs No. BB- 
241F ball-bearing butts, 4 by 4 
in. 

A special offer to appeal to 
women as well as men consists 
of hat holders and shoe racks. A 
display is furnished free with 
12 Stanley No. 7121 hat holders 
and 10 Stanley No. 7122 shoe 
racks. A third offer for the 
Spring trade is the new Stanley 
screen door sets, No. 1753, which 
is comprised of three hinges, a 
strong coil spring, pull and hook 
and eye. 


Conco EngineeringWorks, 
Mendota, I11. 


For special promotion suggests 
two special freezer deals which 
it is offering at special Open 
House prices and free display 
material. The first of the deals 
is a combination of units from 
the “Frigidette” line and will be 
made up of one 2-qt. and two 
4-qt. triple action “Frigidettes” ; 
one 2-qt. electric “Frigidette” ; 
one 2-qt. and one 4-qt. single 
action “Frigidette.” This com- 





bination will be delivered to the 
dealer for $26.41 and the re- 
tail selling price will be $41.68. 

The second deal is made up 
of units from the conventional 
line of freezers. This combina- 
tion is made up of one 2-qt., two 
4-qt., one 6-qt., “Huskys,’ six 








Freezer deal for Open House 


2-qt. “Zephyrs” (galvanized) and 
six 2-qt. “Husky Jrs.” (wood 
tub). The total price delivered 
to dealers for this deal is $22.31 
and it retails for $33.36. 

A number of pieces of colorful 
display material will be included 
without charge in each shipment. 


The Cleveland Chain 
& Mfg. Co., 
Cleveland, Ohio 

Suggests its dog chains with 
plastic handle in color—red, yel- 
low, green, and blue. Assortment 
No. 39 consists of 12 deluxe dog 
chains, 4% ft. length, No. 4 
Buckeye pattern chain. List 
price assortment is $3.00. It is 
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Dog chain display 


packed complete with display 
hanger in a neat carton. Hanger 
is a three-color display finished 
in baked enamel. 
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E. C. Atkins & Co., 
Indianapolis, Ind. 
For Open House is sponsoring 
a contest with 139 prizes in cash 
and merchandise of more than 
$1,000 and, in addition, is mak- 





Atkins hand saw, No. 2000 


ing a special feature of its latest 
and most modern design hand 
saw, the Atkins No. 2000. 

The contest is designed to 
draw people to window and coun- 
ters to inspect Open House 
values dealers are featuring, and 
to make people conscious of the 
hardware store. It features 
$675 in cash prizes and 100 No. 
2000 Atkins silver steel saws, 
retail value $3.50 each, as mer- 
chandise prizes. Neither dealer 
nor customer is required to buy 
anything to participate in the 
contest. All the dealer need do 
is to display the contest an- 
nouncement in his window. Cus- 
tomer gets an entry blank from 
the dealer and tells in 50 words 
or less why they like to trade at 
the store. Complete details are 
available from the company. 

As an incentive to buy the No. 
2000 saw, each saw has attached 
to it a tag which entitles the user 
to his initials in gold decalco- 
manias, absolutely free. 


The American Thermos 
Bottle Co., 
Norwich, Conn. 


Currently offers the ‘“Ther- 
mos” pint package, No. 4033, 





“Thermos” Brand deal 








containing a dozen “Thermos’ 
brand pint vacuum bottles and 
an attractive slip-on display 
card, at the price of only 11 of 
the bottles. The 11 bottles in- 
cluded in the deal are the “Ther- 
mos” brand No. 34A buff pint 
bottles with a red and black 
strike and red, heat-resisting 
“Atherlite” cup, said not to burn 
lips or fingers. The twelfth 
bottle is a glossy black No. 7 pint 
“Thermos” brand bottle with a 
yellow-edge red stripe and pol- 
ished platinum cup and shoulder. 
The display card slips easily on 
to the top of the bottle. 


The Lufkin Rule Co., 
Saginaw, Mich., 


Is providing one of its new 
50-ft. chrome steel tapes put up 
in a special package with an at- 
tractive display card in colors 
describing the tape. Tape has 








Special Open House carton 


jet- black permanent markings 
against a chrome white back- 
ground. Has sturdy, attractive, 
black imitation leather case, 
metal lined; winding handle 
opened by push-button. 


Master Lock Co., 
Milwaukee, Wis. 


Is offering a dozen 25-cent No. 
704 safety hasps free with the 
purchase of a dozen 25-cent No. 
22 laminated padlocks and a 
dozen 50-cent No. 55 multi- 
spring padlocks. This_ special 
costs the dealers $6 and retails 
for $12. It is packed in a com- 
pact shipping carton in which a 
colorful window poster is in- 
cluded. 

The No. 704 is a 4% in. cad- 
mium, rust-proofed hasp with 











What Some of the 


Featuring for 





brass hinge and Master’s im- 
proved padlock eye. The screws 
are concealed when the hasp is 
closed. Each hasp is individually 





Safety hasps with padlocks 


packaged, complete with cad- 
mium, rust-proofed screws. The 
No. 22 is a warded type lam- 
inated padlock with strong 
spring security and two nickel- 
plated corrugated keys. The No. 
500 is a 134-in. laminated pad- 
lock with multiple spring warded 
mechanism, hardened _ shackle 
and two keys. Both locks are 
individually boxed and packaged 
in display containers. 


Columbian Enameling 
& Stamping Co., Inc., 
Terre Haute, Ind. 


Suggests an assortment of 
four popular spring sellers at 
a special price of 98 cents, reg- 
ular value, $1.40. The complete 
deal of blue onyx enameled ware, 
No. 412 Pack consists of 12 
pieces each No. 32 wash basins, 
1214 in.; 12 pieces No. 410 wind- 
sor dipper, 1% pints; No. 10 
water pails, 10 qts., and No. 14R 
roll rim dish pans, 14 qts. Deal- 
ers’ cost of this complete pack 
is $8.82, retail value, $12. 





Columbian Open House assortment 
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O’Cedar Corp., 
Chicago, III. 


For Open House suggests a 
combination merchandise offer 
at 98 cents, regular value, $1.25. 


aT) 


Se 


O’Cedar combination 





This combination consists of the 
No. 33 O’Cedar wire-twisted dus- 
ter and the regular four-ounce 
bottle O’Cedar no-rubbing cream 
polish. 


Wickwire Bros., Inc., 
Cortland, N. Y., 


Will supply to dealers request- 
ing one this attractive, colorful 
display for screen wire cloth. 
The display is especially adapted 
to tie-in with the National ‘Hard- 
ware Open House programs. 
These displays will be distribut- 
ed through wholesalers. 


Wickwire’s 
screen 
cloth 
display 
card. 
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The Dazey display card 


Dazey Churn & Mfg. 
Co., Inc., 
St. Louis, Mo. 


Is supplying dealers with an 
effective point-of-sale tie-in for 
Open House. This consists of 
a display card to be placed on 
top of the well-known big dis- 
play unit put out by the com- 
pany. This new display card fol- 
lows the standard Open House 
design and color scheme and is 
another one in a series of “top- 
pers” made available by the com- 
pany for use on top of its dis- 
play unit, tying-in with Christ- 
mas, June brides, etc. 





we 
CORTLAND SCREEN CLOTH 


WICKWIRE BROTHERS, CORTLAND, N. Y 


The Eclipse Machine Co., 


Prophetstown, III. 


Is_ participating in Open 
House by furnishing all Eclipse 
dealers with quantities of small 
blotters for customer distribu- 
tion, announcing the event and 
the preview of Eclipse “Trophy” 
models at their stores. The com- 
pany is also mentioning Open 
House in its national advertis- 


ing copy. 


Manning, Bowman & Co., 


Meriden, Conn. 


As Open House merchandise 
suggests its No. 89 toaster at a 
special price of $1.99, regular 
value, $2.95. Has a fast-toast- 


ing, nichrome wound mica unit; 
“Tip and Turn” action doors; 
two, full-slice capacity; lustrous, 





Specially priced toaster 


oy 
non-tarnishing chromium finish; 
cool walnut Bakelite knobs and 
feet. 


Gulf & West Indies 
Co., Inc., 
New York City, N. Y. 


Announces the “Brownie Big 
Value Package,” consisting of 
one “Brownie Brand” genuine 
Cuba sheep’s wool sponge, ap- 
proximately 6 by 6 in. when wet, 
for washing autos, walls, highly 
finished surfaces, etc., and one 
“Brownie Brand” genuine Cuba 
grass sponge, approximately 6 
by 6 in. when wet, for washing 
bathrooms, kitchens, floors, etc. 
The former regularly retails for 
75 cents and the latter for 25 
cents. They have been put into 
an attractive combination pack- 
age which, for Open House, re- 
tails for 69 cents. Each pack- 
age includes a card bearing the 
Open House slogan. 

(Continued on page 78) 
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O. F. Mossberg 
& Sons, Inc., 
New Haven, Conn. 


Presents for Open House three 
new .22 cal. rifles of imported- 
type design. The company states 
it has the only belt action auto 


ey 


| 

| 
| 

| 
Mossberg’s Open House special 


loader with straight line feed 
through the stock for .22 cal. 
long rifle cartridges—magazine 
capacity 15 shots. Standard on 
all of its master action models 
is a cleverly devised cover plate 
attached to the bolt that fits 
over the breech when the bolt 
is closed. Mossberg has also an- 
nounced an internal adjustment 
scope for top mounting for those 
who prefer that method. It’s 
Model 7M4. Other new develop- 
ments are an extra-long maga- 
zine on the tubular repeater 
model 46B giving it a capacity 


Griswold Mfg. Co., 
Erie, Pa. 


Offers two specials in cooking 
utensils in the popular trade No. 
8 size. The first offering is the 
No. 2108 “Hammercast”’ skillet 
made of virgin magnesium alumi- 
num, hammered design outside 
with silver-smooth finish on the 
inside. Fitted with ebony-finish 
wood handle with eyelet for 
hanging utensil. It will retail 
for $1.79, regular value, $2.25. 

The special in cast-iron ware 
is the No. 2008 skillet with the 
new hinged cover with patented 
self-basting rings and “easy- 


of 30 shots and a magazine bar 
that runs the entire length be- 
tween the tube and the barrel. 
The clip repeater Model 42M will 
have a recess in the butt of the 
stock for an extra clip of seven 
cartridges. All bolt action models 
will now have the Mauser-type 
levers and grooved triggers. 


The Aluminum Goods 
Mtg. Co., 
Manitowoc, Wis. 


Is offering, free, a new 264- 
page “Viko” cook book with the 
purchase of a “Viko” tea kettle, 





Free cook book offered 


4 or 5-qt. or double boiler 1% 
or 2-qt. The cook book is spiral 
bound and contains over 800 
tested and approved recipes. The 
utensils, of regular “Viko” qual- 


grip, never-slip” handle. Has 
smooth, broad flat bottom with 
highly polished finish on inside 
and hammered design on the out- 
side. It will retail for $1.39, reg- 
ular value $1.60. The _ special 
prices will be higher west of the 
Rockies. The company also offers 
a colored display stand for win- 
dow or counter and special news- 
paper mats free. 


“Hammercast” ware at special Open House prices 





Manufacturers’ 


Open 





ity, will be furnished with special 
three-color labels exclusively for 
Open House. A one-column news- 
paper mat will be available to 
all dealers. 





Turner, Day & 
Woolworth Handle Co., 
Louisville, Ky. 


A suggestion for Open House 
is the new “Turnerday” self- 
merchandising display carton 
holding 24 hammer and hatchet 
handles. This is offered with a 
selected assortment of axe, pick 
and sledge handles in lengths and 
qualities to fit customers’ re- 
quirements, on a new high-profit 
basis. The company states that 


SER Ung ; 





Self-merchandising Open House 
display 


its attractive self-merchandising 
display carton, copyrighted in 
design, has proven a powerful 
sales stimulant for retail handle 
sales in retail stores where it 
has been used. 
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National Enameling 
and Stamping Co., 
Milwaukee, Wis. 


Is offering several attractive 
special deals for Open House. 
The No. 1200R vitro-steel enam- 
eled ware special consists of 
items normally retailing in the 
$1.00 to $2.00 bracket, which are 
being offered at a special value 
to be sold for about $1.00. The 
company is also offering a speciai 
in its recently announced flower 
basket decorated ware. With 
these two specials, specially pre- 
pared window trims and counter 
cars are available. 

In addition, Nesco has pre- 
pared a special deal on “Dia- 
mond” enameled ware known as 
the No. 24R. Other specials con- 
sist of oblong lithographed serv- 
ing trays, oval waste basket 
assortments, a 72-piece tinware 
deal, and No. 151 round-handled 
mixing bowl. 


Vitro-steel enameled ware special 





Hack saw blade assortment 


The Forsberg Mfg. Co., 
Bridgeport, Conn. 


Announces a “Hy-Flex” hack 
saw blade assortment containing 
9 doz. “Whale Hy-Flex” blades 
—three doz. each 10 in. by 18 
T and 24 T; two doz. 12 in. by 
18 T and one doz. 12 in. by 24 T. 
The metal display measures 914 
in. by 6% in. wide with place 
for the various sizes of blades. 
Display is attractively litho- 
graphed in three colors and is 
given free with assortment of 
blades. List price of the assort- 
ment is $8.00. 
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Empire Level Mfg. Co., 
Milwaukee, Wis. 


Is offering two level deals for 
promotion during Open House. 
Deal No. 350 contains three fast 
sellers with a practical, compact 
display stand free. Retails for 
$5.22. This deal consists of the 
No. 380 six-glass level, 24 in. 
long made of genuine northern 
white pine stock; No. 150 six- 
glass level, 24 in. long die-cast 
aluminum alloy frame, and No. 


EMPIRE NO.350 
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An Open-House deal on levels 


200 two-glass level, 24 in. long, 
northern white pine with top 
level and plumb. 

The company also announces 
a special refill assortment of 
seven levels, No. 1000-R, consist- 
ing of one each, No. 12, 12 in. 
pine; No. 666, 16 in. walnut; 
No. 200, 24 in. pine; No. 38-E, 
24 in. pine; No. 156, 24 in. alumi- 
num; No. 151E, 24 in. aluminum, 
and No. 47E, 24 in. walnut. The 
dealer’s cost for Open House is 
$8.70. This assortment is packed 
complete in a single 28 in. car- 
ton. 

(Continued on page 140) 


Diamond enameled ware deal 
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Plan Modern Homes for 


af MALL homes” a subject of 
~ big importance these days, 
will occupy the attention of 
the building industry this spring in 
a nation-wide campaign to tell the 
country’s prospective home-owners 
how an attractive modern home 
can now be bought and paid for on 
an average income. This campaign, 
which has the full support of the 
Federal Housing Administration, 
will loom big on the sales horizon 
of hardware dealers who identify 
themselves with it. 

Hardware stores normally sup- 
ply the home-owner with countless 
items imperative to the comfort of 
a well-conducted household. And 
with the prospects of many more 
home owners in the near future, 





These streamers may be used in one large display or separately. 


hardware dealers have increased 
sales potentialities in builders’ 
hardware, paints, plumbing sup- 
plies, appliances — the modern, 
planned kitchen ensembles—lawn 
and garden equipment and count- 
less other items that comprise a 
well-rounded hardware _ store’s 
stock. . 


How to Do It 


Here is the story of one of the 
most important campaigns of the 
building industry and how the 
hardware dealer can work with it. 

The theme of the new program 
is “Your family can own a home 
like this” —an attractive small 
home which can be bought for 


This four-color car card will be displayed in approximately 100,000 buses 

and street cars throughout the country during the spring months. The 

card is not available to individual firms but its wide distribution will 
supplement individual efforts in the small homes program. 
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about $25.00 a month or less and 
the appeal is aimed directly at the 
vast market of potential home buy- 
ers whose incomes demand a hous- 
ing budget of a dollar a day or less. 

It is expected that manufactur- 
ers, dealers, realtors, builders and 
lending institutions will release 
special promotional pieces based 
on this theme. To support these ef- 
forts, the FHA has prepared new 
material, including window dis- 
plays, folders, suggested news- 
paper advertising, radio talks and 
transcriptions, a motion picture 
short, car cards, etc. 

Both the display material and 
literature are available to all deal- 
ers who want to be identified with 
the national small homes program, 
but it will be sent only on direct 
request. Quantities are limited, 
and it is a matter of “first come, 
first served” in filling requests. 

The window display pieces are 
designed to be used separately and 
may be adapted to varied needs 
and display facilities of individual 
dealers. A one-sheet poster printed 
in red, dark blue, light blue, and 
green bears the legend, “Now You 
Can Own a Modern Home—Com- 
fortable to live in. Attractive to 
look at. Convenient to pay for.” 
Colorful triangular display pieces 
picture attractive small homes with 
the captions, “A Home to Suit 
Your Income,” “Convenient Pay- 
ments Like Rent.” Two small 
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The two triangular- 
. : shaped pieces are de- 
rately. They are printed in red and blue and each measures 22 by 6% in. daa = effe “et ve 
frames for merchan- 
dise, posters and other 
elements in a “small 
home” display. Each 
side of the right angle 
measures 30 in. 

































x | Average Income Groups 


Program backed by FHA plans its appeal for 
potential home buyers with incomes demanding 
housing budget of a dollar a day or less. Tie- 
up display material is available to dealers. 


streamers printed in color com- 
plete this adaptable set of window 
material which will enable dealers, 
contractors, and others to create 
attractive displays built around 
their own products or services. 

In all this material the word 
“small” is not emphasized in con- 
nection with these homes. The em- 
phasis is placed on an attractive, 
convenient, modern home which 
can be paid for conveniently with 
small monthly payments. 

Specimen newspaper advertise- 
ments repeating the theme are also 
prepared by the FHA for dealer 
use. These are mailed in proof 
form to local newspapers who will 
be supplied with mats of the art 
work on request. 

A folder for distribution by con- 
tractors, dealers, and salesmen to 
prospects in the store, home, and 
elsewhere repeats the basic mes- 
sage, “Your Family Can Own a 
Home Like This—$25 a month.” 
Printed in attractive colors, it ex- 
plains briefly how a family of 
moderate income may own a home 
with a small amount down and 
monthly payments of about $25.00, 
(Continued on page 154) 














Printed in red, blue, and green, this one-sheet poster tells its own story. 
Builders, dealers, real estate firms and financial institutions will display 
it in windows, interiors, and elsewhere. Size 28 by 37 in. 
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“1940 Demands Better Selling” 





Left to right: Sam E. Hunt, president; Steve P. Duffy, 
general manager, and B. A. Buckmaster, operating manager. 


,- theme “1940 De- 


mands Better Selling” was featured 
at the 27th annual meeting and 
spring merchandising convention of 
the Hall Hardware Co., Minne- 
apolis, Minn., held at the company’s 
offices and warehouse, Feb. 12 to 15. 
More than 850 representatives of 
nearly 450 retail hardware stores at- 
tended the exhibit of new merchan- 
dise and heard a program which em- 
phasized the importance of better 
merchandise knowledge, better out- 
side selling, better advertising cover- 
age, better table displays, better 
store lighting, and better window 
display. 

President Sam E. Hunt, Red Lake 
Falls, Minn., presided at the open- 
ing session and at the annual stock- 
holders’ meeting of this dealer- 
owned wholesale hardware firm. In 
his opening address, he welcomed 
the dealers and guests and an- 
nounced that attendance this year 
was the largest in the history of the 
company. 

Steve P. Duffy, general manager, 
presided at the daily convention ses- 
sions. He urged dealers to concen- 
trate on a better selling job in 1940 
in his opening talk, and told them 
that the company and its dealers 
were better equipped and more alert 
to present conditions than ever be- 
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fore. He said that, to meet these 
conditions, the company expects to 
do a better job and will develop 
even more effective dealer helps. 
M. A. Michaud told the dealers 
that their company provided them 
with everything to do a merchandis- 
ing job. He showed how to use this 
material and make it help them do 
better selling work. He listed win- 
dow and table displays as important 
selling mediums and emphasized 
that the right type of display will 
sell merchandise itself. Merchandise 
from at least five departments should 
be shown on table displays in the 
store, he said, in order to have a bal- 
anced merchandise arrangement. 
Mark J. Lacey, president, Peck, 
Stow & Wilcox Co., told of the study 
his company has made of proper dis- 
play and pointed out the job of sell- 





Left to right, at top: Carl E. Sommer, Majestic Range Co., and Miss 
Bess M. Rowe, The Farmer. Right: W. Neal Gallagher and W. J. Dick- 
inson, Automatic Washer Co. Below: Mark J. Lacey, president, Peck, 
Stow & Wilcox Co. 
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Is Hall Hardware Co. 


ing which display has done for the 
retail hardware dealers on tool lines. 

W. H. Grenell spoke of bulletin 
changes which would be made and 
explained about the traffic items to 
be added. He stated that these items 
should be used to build traffic in 
dealers stores. 

The life, accident, and sickness 
insurance program which is avail- 
able to dealers and their employees 
was explained by B. A. Buckmaster. 
He stressed the low cost of this pro- 
tection and told of the claims that 
have already been paid. 

Enlarged facsimilies of nine fea- 
ture pages of the spring catalog 
were dramatically presented on large 
discs carried by page girls who were 
employees of the company. Various 
department buyers told dealers 
about the special merchandise and 
urged them to feature these items 
when catalogs are distributed. ; 

At a special meeting in the ball- 
room of the Nicollet Hotel, Fred 
Rockwell presented the 1940 model 
washers to dealers. W. Neal Galla- 
gher, president, and W. J. Dickinson, 
sales manager, Automatic Washer 
Co., explained new features of the 
new models and emphasized the sales 
opportunities available under R.E.A. 
program. They urged dealers to 
show a complete line of washers 
stating that customers want to make 
a selection in this type of merchan- 
dise. Promotion helps for dealers 
use were described by Mr. Dick- 
inson. 

O. L. Davis, explained the com- 
pany’s promotion plans for National 
Hardware Open House. He stated 
that a circular would be available 
and showed dealers a facsimilie of 
the front cover. He also told of other 
manufacturers’ promotional material 
that would be available through the 
company. 

Mr. Buckmaster urged dealers to 
make personal calls on paint pros- 
pects and to ask customers to buy in 
place of waiting for them to come 
into the store. 

John Mortland, Campbell-Mithun 
Advertising Agency, outlined the 
radio program to be presented in 
1940 and urged dealers to use the 
identification signs available in or- 
der to tie in which this program. He 
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Left to right, top: John Mortland, Campbell-Mithun Co., and F. West- 

enberger. Center: Joe Culver, O. L. Davis and Frank Rockwell, buyers. 

Bottom: M. A. Michaud, W. H. Grenell, Frank Feyder and Carl Brandt- 
ner, buyers. 


introduced the movie telling the 
story of the manufacture of Super- 
mix paints and F, Westenberger sup- 
plied the dialog and explained the 
manufacturing process. 

Frank Rockwell told the dealers 
about price lines on stoves and 
ranges and other major appliances. 
He said the lines were complete and 
would enable dealers to do a real 
selling job in their community. He 
called upon Carl Sommers, presi- 
dent, Majestic Range Co., who urged 
dealers to set up a complete stove 
department and show a well selected 
stock. He stated that only in this 
way could they establish their stores 
as headquarters for ranges. He 
urged them to sell better merchan- 
dise and pointed out that better 
salesmanship was necessary to sell 
quality merchandise. 


Miss Bess M. Rowe, women’s 
editor, The Farmer, told of the in- 
terest farm women had in modern 
kitchens, and demonstrated that a 
large volume of business is available 
in this field by citing surveys of the 
number of appliances sold as a re- 
sult of improvements in farm kitch- 
ens. Miss Rowe urged hardware 
dealers to carry new, and interesting 
merchandise in order to attract wo- 
men to their stores. 

At the close of the regular meet- 
ing Wednesday, R. A. Baudette, sales 
manager, Lakeside Aluminum Co., 
conducted a sales school on selling 
pressure cookers, and pointed out 
improvements and safety features 
that should be stressed. 

Rivers Peterson, managing di- 
rector, National Retail Hardware 

(Continued on page 156) 
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California Association Favors 
Fair Trade on Firearms 


Left to right, front row: George W. Linder, 
vice-president; Max E. Ish, president; Fred 
H. Johnson, vice-president. Rear row: Di- 


rectors E. C. 


Quill, Charles E. Ruggles 


and A. T. Jones 


sie that if 


firearms manufacturers were to 
place their products under fair trade 
contracts, hardware dealers and 
wholesalers would quickly respond 
with renewed interest in pushing 
the sale of firearms, the California 
Retail Hardware Association will 
urge such manufacturers to take this 
action at an early date. This was 
the major resolution approved by 
this organization’s annual conven- 
tion at Hotel Whitcomb, San Fran- 
cisco, Cal., Feb. 13 to 15. The con- 
vention also expressed opposition to 
merchandising by gas and electric 
public utilities. 

In his opening address as presi- 
dent, Fred R. Bamman, Oakland, 
favored fair-trade legislation, urged 
that more manufacturers of hard- 
ware store merchandise utilize this 
means of maintaining fair prices and 
told dealers it is highly important 
that they zealously live up to all fair 
trade contracts and thus encourage 
further adoption of this idea. He 
also reviewed his experiences as 
head of the association, visiting 
members’ stores and attending con- 
ventions and group meetings during 
the past year. 

Secretary-Treasurer Le Roy Smith 
reported on the organization’s work 
on legislative problems and of the 
N.R.H.A. work in Washington. 
which, he said, had exempted retail 
merchants from Federal wage and 
hour restrictions and had eased the 
burden of keeping records and fire- 
arms and ammunition sales for deal- 
ers whose business was strictly 
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intra-state. He favored wider spread 
of fair-trade contracts and reported 
that progress had been made in im- 
proving the competitive situation 
wherever fair trade contracts had 
been established. 

George W. Green, Long Beach, 
N.R.H.A. vice-president, outlined the 
purposes and plans for National 
Hardware Open House; urged deal- 
ers to get their orders in for display 
kits and to really take part in this 
industry-wide promotion event. He 
cited several examples of successful 
participation in the 1938 and 1939 
Hardware Week promotions which 
were the forerunners of the Open 
House program. 

Charles J. Heale, editor Harp- 
ware Ace, stressed the need for in- 
creasing store traffic in hardware 
stores, the importance for increasing 
sales and the need for being more 
sales-minded. He urged more con- 
centration of buying connections and 
said that competitive prices were of 
no avail unless dealers had some 
form of advertising to acquaint con- 
sumers with the values being offered. 
The speaker also heartily favored 


fair trade legislation and the Rob- 
inson-Patman Law, but opposed the 
Patman (HR 1) Chain Store Tax 
Act, believing it would act as a 
boomerang against independent 
dealers if passed. He also expressed 
doubt that it would pass or that it 
would stand up under Supreme 
Court opinion if it were passed. 

N.R.H.A. President H. P. Aikman, 
Cazenovia, N. Y., told of the current 
and planned activities of that body 
and also talked on Open House and 
its importance to members. In a 
second talk the next day Mr. Aik- 
man gave an outstanding merchan- 
dising message based on his own 
highly successful operations. He 
urged more women clerks in hard- 
ware stores because women cus- 
tomers are in the majority and are 
the shoppers in today’s business pic- 
ture. Mr. Aikman also stressed the 
need of more modernization among 
retail hardware stores, said fixtures 
need not be expensive and can often 
be revamped from existing equip- 
ment. He urged cheap fixtures, so 
that frequent changes could be af- 
forded and thus freshen up the 
store. 

Another outstanding merchandis- 
ing talk was presented by D. A. 
Civetello, sporting goods manager, 
Thomson - Diggs Co., Sacramento 
(wholesalers). His topic was “What 
Sporting Goods Means to the Hard- 
ware Merchant.” Because of its 
general interest to all readers this 
talk, practically in full, will be pub- 
lished in an early issue of Harp- 
warE Ace. He, too, favored fair 
trade contracts for guns and re- 
ceived a hearty affirmative response 


(Continued on page 172) 





Left to right: Fred R. Bamman, retiring president; Le Roy 
Smith, secretary-treasurer, and Miss Thelma M. Bailey, F. A. 
Riitigstein and Linus S. Everett of the association staff. 
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WESTINGHOUSE REFRIGERATOR RETAILERS 


G Don't miss the big Westinghouse “Ring-Time’ Meetings 


. .. there'll be one near you soon! 


Yes! Spring time is “‘Ring-Time”’ this year for 
Westinghouse Refrigerator Retailers! The new 
“Faster for 40” Pacemaker Refrigerator Line 
is sounding a new note in style, features, and 
all-around sa/ability. Prices are down to strictly 
competitive levels —with something extra for 
you to offer in every model. “Selling up”’ is 
made easier than ever—profit opportunities 
amazingly increased. You'll agree that Westing- 
house “rings the bell” as never before when 
you get this sensational product story at the 
coming “‘Ring-Time” Meetings. 

But you'll find product only half the story 
at these meetings! To help you ring up a bigger 
share of 1940’s $50,000,000 range and refriger- 


ator market, Westinghouse will ring up the 
curtain on the most complete seasonal adver- 
tising and promotion program in Westinghouse 
history! Magazines! Newspapers! Radio! Dem- 
onstrations, displays, dynamic local promotions! 
A wealth of selling help from contact to closing 
—including a brand-new, sure-fire traffic- 
building plan that’s too good to disclose here. 
Learn all about it at your local “Ring-Time” 
Meeting. 

You're invited! Make no commitments of 
any kind until after this meeting. Plan for a 
ringside seat at ‘“‘Ring-Time,” and see for 
yourself how much more Westinghouse offers 
for 1940! 


WESTINGHOUSE ELECTRIC & MANUFACTURING COMPANY, DEPT. 103, MANSFIELD, OHIO 


“RING-TIME” MEETINGS SCHEDULED IN THESE CITIES: 


Columbus, O 
Dallas, Tex. 
Dayton, O. 
Denver, Colo. 
Des Moines, la. 
Detroit, Mich. 
Houston, Tex. 
Huntington, W. Va. 
Indianapolis, Ind. 
Kansas City, Mo. 
Knoxville, Tenn. 


Atlanta, Ga. 
Birmingham, Ala. 
Boise, Idaho 
Boston, Mass. 
Buffalo, N. Y. 
Charlotte, N.C. 
Chicago, Ill. 
Cincinnati, O 
Cleveland, O. 


Little Rock, Ark. 
Los Angeles, Calif. 
Louisville, Ky. 
Memphis, Tenn. 
Milwaukee, Wis. 
Nashville, Tenn. 
Newark, N. J. 
New Orleans, La. 
New York, N. Y. 
Oklahoma City, Okla. 
Omaha, Nebr. 


San Francisco, Calif. 
Scranton, Pa. 
Seattle, Wash. 
Spokane, Wash. 
Springfield, Mass. 
St. Louis, Mo. 

St. Paul, Minn. 
Syracuse, N. Y. 
Toledo, O. 
Washington, D. C. 
Wichita, Kan. 


Orlando, Fla. 
Philadelphia, Pa. 
Phoenix, Ariz. 
Pittsburgh, Pa. 
Portland, Ore. 
Raleigh, N.C. 
Richmond, Va. 
Rochester, N. Y. 
Salt Lake City, Utah 
San Antonio, Tex. 
San Diego, Calif. 


“RING-TIME” DATES BETWEEN MARCH 8 and APRIL 12 
ASK YOUR WESTINGHOUSE DISTRIBUTOR FOR DATE OF YOUR MEETING 
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New York Association Opposes 
Discount Purchases for Employees 


M EMBERS of the New 


York State Retail Hardware Asso- 
ciation, at the 38th annual conven- 
tion and exposition, held Feb. 20-23, 
in Rochester, N. Y., went on record 
as favoring, “state or national leg- 
islation aimed at correcting the evils 
which arise from employers selling 
to employees articles not of their 
own manufacture or regular stock” 
as this “tends to divert retail trade 
from its regular channels.” Meet- 
ings were held at the Hotel Seneca 
and the exhibition at the Rochester 
Convention Hall. 

President Thomas J. Johnston, 
Fulton, welcomed members and 
guests to the annual president’s 
breakfast on Tuesday morning, Feb. 
20, later delivering his address. Mr. 
Johnston predicted 1940 would be 
a better year than 1939 and said 
that that feeling was prevalent in 
all parts of the country. He sug- 
‘gested dealers stock items, in their 
stores, requiring sales knowledge 
and recommended operation of re- 
pair departments for those dealers 
handling major appliances. Dealers 
were urged to clean up and modern- 
ize their stores and to consider new 
merchandise. Mr. Johnston also 
suggested dealers give thought as to 
whether they advertised sufficiently 
to make people conscious of the 
merchandise they offer. 

The invocation was given by Rev. 
John D. Rein, Calvary Evangelical 
Church, Rochester, after which a 
memorial was read to those mem- 
bers who had passed away during 





the past year. Sydney H. Atkinson, 
Brooklyn, a director, read a me- 
morial to the late John B. Foley, 
Syracuse, for many years secretary 
manager of the association. 

Dealers should know that they 
have no God-given or legal right to 
the distribution of any kind of mer- 
chandise, said Rivers Peterson, In- 
dianapolis, Ind., managing director, 
National Retail Hardware Associa- 
tion. Dealers can’t meet the chal- 
lenge of competition by running the 
other fellow’s business but have to 
run their own to the best of their 
ability. There are two types of 
competition—price and method. Leg- 
islation will not, he warned, make 
anyone a better merchant. Dealers 
were advised to shop their competi- 
tion to determine what items should 
be sold for lower prices and which 
merchandise prices should be ad- 
vanced. It is the consumer’s opin- 
ion of an independent retail hard- 
ware store that counts and not the 
dealer’s opinion. Mr. Peterson urged 
dealers to tie-in with National Hard- 
ware Open House and to buy official 
display kits for the event. The mat- 
ter of supporting or not supporting 
H.R.-1, the Patman Chain Store 
Tax Bill, is entirely up to each 
state association, he pointed out. 

Harris Hammond, president, Roch- 
ester Hardware Association, wel- 
comed members and guests to the 
convention, in a brief address at the 
opening session. 

H. S. Billington, Canajoharie, 
said in an address on “Problems in 


Left to right: Frank E. Pelton, Herkimer, treasurer; Sydney H. Atkin- 

son, Brooklyn, first vice-president; N. H. Kiley, Syracuse, secretary; 

H. S. Close, Middletown, first vice-president, and Thomas J. Johnston, 
Fulton, retiring president. 
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HAYDN L. CANFIELD 
President 


Selling the Agriculture Industry” 
that that industry had had an $8,- 
000,000,000 purchasing power in 
1939 and that last fall saw more 
farmers visiting stores to pay their 
bills than for many previous months. 
He declared dealers must work 
harder and longer since many ma- 
jor items are sold after 6 o’clock in 
the evening and, accordingly, many 
of them should change their hours. 
Although independent dealers are 
asked for too much service they have 
to give that service. While the av- 
erage man needs relaxation his busi- 
ness needs volume and profit. 

National Hardware Open House, 
April 25-May 4, was the topic of 
C. R. Barstow, Massena, who said 
that times have changed from the 
days when hardware had to be 
bought in hardware stores. The pur- 
pose of National Hardware Open 
House is to make consumers more 
hardware store-conscious, to install 
confidence in the retail hardware 
dealer and to prove the effectiveness 
of the tieup between hardware stores 
and better merchandise. Showman- 
ship and salesmanship go hand in 
hand, he said. 

Discussing “Diversion of Retail 
Sales,” William J. Cheyney, New 
York City, vice-president, National 
Retail Furniture Association, said 
his organization in its fight on trade 
diversion confines its activities to 
the guarantee of the right of open 

(Continued on page 136) 
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It takes a TRUCK ENGINE 
to Stand the Gaff! 


oo ee 
on + > 


This 114-ton International Model D-30 hauls a variety of steel products for the Brightman Mfg. Co., Columbus, Ohio. 


A passenger car engine is called on to de- 
liver from a fourth to a half of its full power 
most of the time. The average heavy-duty 
TRUCK engine delivers from three-fourths 
to all of its power practically all of its working 
time. 


In terms of delivered energy the output of 
a TRUCK engine is perhaps four times as 
great per mile of travel. If the average car is 
disposed of at 50,000 miles, hundreds of hard- 
working trucks should be entitled to retire- 
ment in a few months’ time. Nothing could be 
further from the minds of either the builder 
or the owner of a good truck. Thousands of 
International Trucks have traveled upwards of 


two or three hundred thousand miles, every 
mile a truck mile. 


The automobile tests many a fine quality in 
an engine, but the TRUCK puts up with a 
great deal more! For niore than a generation 
the builders of International Trucks have 
built ALL-TRUCK trucks — and TRUCKS 
ONLY. This will give you some idea as to why 
men buy more heavy-duty Internationals than 
any other two makes combined. 


Remember that International sizes range 
from 14-ton to powerful 6-wheelers. See 
any International dealer or Company-owned 
branch. 


INTERNATIONAL HARVESTER COMPANY 


(INCORPORATED) 


180 NORTH MICHIGAN AVENUE 


CHICAGO, ILLINOIS 


INTERNATIONAL TRUCKS 


























Legislation and Trade Diversion 


Discussed in Minnesota 





7 legisla- 


tion, game conservation, and pub- 
licity for independent business in 
America were topics considered at 
the 44th annual convention of the 
Minnesota Retail Hardware Associa- 
tion held Feb. 20 to 23, 1940, at the 
Minneapolis Auditorium, Minne- 
apolis, Minn. F. C. Larson, Warren, 
was elected president succeeding A. 
J. Rynda, of New Prague. J. A. 
Moren, St. Paul, was elected vice- 
president and G. H. Herreid, Deer 
River, was again elected to the ex- 
ecutive board. C. A. Peick, Slayton, 
L. A. Luedtke, Fairmount, and R. 
M. Stevenson, Minneapolis, were 
reelected to the executive board of 
the association. Mr. Rynda became 
a member of the advisory board 
with F. E. Breher, Wadena, and 
Ebert Johnson, St. Cloud. C. J. 
Christopher, of Minneapolis, was 
again appointed secretary-manager 
of the organization. 

Resolutions were adopted favoring 
legislative action toward conserva- 
tion and restoration of fish life in 
the state; commending manufactur- 
ers who have protected merchandise 
under fair trade laws and recom- 
mending this action to other manu- 
facturers, and endorsing the trade 
independent campaign. Resolutions 
opposing use of hardware merchan- 
dise as premiums, and unfair prac- 
tices of public utilities in merchan- 
dising were approved. 

A legislative committee report 
which was adopted opposed a bill 
providing government financial aid 
to cooperatives, the amendment to 
the Tydings-Miller Law, and recom- 
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Left to right: C. 
J. Christopher, 
secretary- 
manager; Hon. 
Wright Patman 
of Washington, 
D. ©. ane F. C. 
Larsen, new 
president. 


mended active support to the Pat- 
man Chain Store Tax Bill. The 
report also approved and recom- 
mended passage of a bill, similar to 
the Wisconsin law, prohibiting sales 
to employees. 

Governor Harold E. Stassen of 
Minnesota spoke at the opening ses- 
sion and breakfast, and told the 
dealers to take more interest in 
government. He urged them never 
to lose sight of the value of individ- 
ual effort and to oppose turning over 
to government the things private 
business should do. 


Tourist Sales Important 


Tourist business is important to 
the retail hardware dealer in Min- 
nesota said D. W. Onan, president, 
Minneapolis Civic and Commerce 
Association and he told of the mil- 
lions tourists spend in the state each 
year. Senator Geo. H. Herreid, hard- 
ware dealer, Deer River, stated that 
it is necessary to improve fishing in 
Minnesota if the tourist and sports- 
men’s trade is to be retained and 
urged them to support conservation 
legislation that would provide for 
restocking the lakes throughout the 
state. 

H. J. Wicks, County General 
Auditor, Minneapolis, Minn., out- 
lined a system of collection letters 
and stressed the fact that all collec- 
tion efforts in this plan are based on 
the auditing follow-ups on dealers 
accounts by an outside agency. He 
assured dealers that this system has 
produced excellent results and that 
it is not objectionable to customers. 


Independent business must meet 
chain store propaganda today with 
facts about independent business 
and the part it has played in the 
development of the country, C. J. 
Christopher told the dealers. He ex- 
plained that the chains were spend- 
ing tremendous sums of money to 
carry out publicity programs to sell 
consumers on chain stores and em- 
phasized the fact that independent 
business must offset this activity. He 
then presented the film outlining the 
Trade Independent Campaign. 

The Hon. Wright Patman, Wash- 
ington, D. C., stated that the United 
States has several social problems 
that must be solved today and that 
these are definitely related to eco- 
nomic problems of the country. He 
pointed out that sometimes the most 
efficient form of government or busi- 
ness is not necessarily the best for 
the greatest number. Dictatorships 
are more efficient than the democratic 
form of government, he said, but 
under a_ dictatorship individuals 
must give up their economic free- 
dom. 

He cited several instances in the 
history of the country where the 
taxing power was used to curb fac- 
tors detrimental to the general wel- 
fare and stated that the chain store 
tax bill proposes using this power 
to curb monopolistic groups which 
are dominating retail distribution. 
He emphasized that this bill is not 
a punitive measure but a protective 
one, 

Net profits earned by local busi- 
nesses should be reinvested in the 
community, he said, for this pro- 
vides a reserve to carry the com- 
munity through depression periods. 
The chain store tax bill would dis- 
courage the spread of chain store 
systems by keeping them within state 
lines and thereby encourage private 
business. He showed how local mer- 
chants in various lines lose business 
as a result of a chain entering a 
community; how farm prices are 
depressed as a result of concentra- 
tion of buying power in a few 
hands and said that this is not 
beneficial to the country as a whole. 
He charged that the chain store has 

(Continued on page 176) 
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Connecticut Dealers Explore 
New Profit Opportunities 





J. L. PALMER 
President 


HE Connecticut Hard- 


ware Association convened for its 
37th annual convention, Feb. 21 and 
22, 1940, at New Haven, Conn., with 
an attendance of approximately 50 
at its opening session, Wednesday, 
Feb. 21. The theme of the two-day 
meeting was “Sell More Hardware” 
and accordingly the program was 
designed to show dealers how to 
expand business in their present 
lines and new lines that may be 
brought within the domain of the 
retail hardware store. 

President Harry Mark, Ansonia, 
opened the meeting with his annual 
message in which he spoke of the 
economic improvement within the 
state of the past year and briefly 
summarized the N.R.H.A. Cincinnati 
Congress. This was followed by the 
treasurer’s report, the secretary’s re- 
port and the auditor’s report. 

Secretary Charles Freeman, Bran- 
ford, spoke for a few moments on 
the 1940 N.R.H.A. Congress in New 
York City and on National Hard- 
ware Open House. Because of the 
proximity of the 1940 Congress, he 
urged dealers to turn out in large 
numbers for the sessions. Regard- 
ing Open House, Mr. Freeman asked 
its support from the dealers for this 
movement designed to put the inde- 
pendent hardware store “nationally 
on the map.” 

Welcoming the dealers to New 
Haven, Oscar Monrad, executive sec- 
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retary, New Haven Chamber of 
Commerce, entitled his remarks, 
“Greetings from New Haven.” He 
told of the chamber’s work in at- 
tracting new industry to Connecticut 
and particularly to New Haven and 
vicinity. His job, he said, was to 
promote payrolls, to promote in- 
creased business and added that all 
would share in the resultant benefits. 

Mr. Monrad pointed out that New 
England needs modern industrial 
buildings and that the various com- 
munities would do well in advancing 
their construction and _ nationally 
promoting available sites in order 
to attract industry. By exploring the 
business opportunities in your local- 
ity, he said, you can attract new 
payrolls and provide new business 
opportunities for yourself. Many 
actual cases were cited to support 
this contention. 

The second speaker of the session 





CHARLES F. FREEMAN 
Secretary 


was Howard F. Saviteer, manager, 
Central Connecticut Credit Rating 
Bureau, and his topic was “General 
Credits.” Mr. Saviteer briefly sur- 
veyed the history of the credit sys- 
tem, first as a necessity for poor 
people, then as a convenience and 
lastly as a phenomenal business 
builder and raiser of the standard of 
living. 

He pointed out that there had 
been a tremendous abuse of retail 
credit both on the part of the buyer 
and also on the part of the dealer. 





HARRY MARK 
Retiring President 


Consumers too often had been high 
pressured into buying more than 
they could safely pay for. This con- 
dition, Mr. Saviteer told his audi- 
ence, brought need for credit con- 
trol—the credit bureaus, which are 
clearing houses for credit and safe- 
guards for both the buyer and the 
seller. He stated that in the past 
18 months the buyer has become 
more cautious; there is a marked 
movement toward the liquidation of 
old debts and buyers are more qual- 
ity and price conscious. 

Dealers were urged to study the 
credit methods of chain stores and 
before granting credit concern them- 
selves with the debtors paying habits 
and not merely with his ability to 
pay. 

F. S. Osgood, Hardware Retailer, 
then discussed the plans for National 
Hardware Open House. Following 
this talk, C. A. Traymer, General 
Electric Co., discussed Mazda lamp 
developments, the markets for the 
new lamps and their various sales 
opportunities. He brought with him 
an array of lamps from a replica 
of the first light bulb invented by 
Edison up to the fluorescent lamp 
and the sealed-beam auto headlamp 
and demonstrated the workings of 
each of these, explaining their appli- 
cations and roles as builders of 
more business. 

The meeting was concluded with 

(Continued on page 106) 
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Cleveland Chain specials for National Hardware 
Week were given a great reception by the trade 
last year. To keep chain sales mounting Cleve- 
land offers a colorful new sales-maker along 
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Chain Assortment featuring smart plastic 
handles in color leads the parade of chain 
merchandisers for your store this year. 
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Southern California Ass’n Favors | P: 








Left to right: Joseph V. Guilfoyle, secretary-treasurer; H. 
L. Johnson, retiring president; Maurice Spellman, president, 





and D. L. Behm, first vice-president. 
é 
‘b ) 
HE Southern California as a useful weapon to curb the in- play and must not have sour or un- : 
Retail Hardware Association sup- roads of chain store competition, tidy appearances. 
ports Patman’s proposed chain store saying this was necessary because He told of the Trade Relations : 
tax bill (HR1); asks manufacturers hardware and houseware lines are Committee group’s efforts to elimi- 
to help curb the use of hardware most popular items for other chan- nate unfair competition with retailers ( 
store merchandise as premiums; nels to use as footballs and loss lead- incident to sales of personal goods s 
urges manufacturers and wholesalers ers to draw store traffic. He placed through the mill supply departments 
to help reduce the diversion of retail the blame largely on manufacturers of wholesalers. He said that this I 
hardware store sales through the and wholesalers, stating that their committee had found wholesalers c 
sale direct to industrials and others greed for added sales volume had complaining that dealers don’t carry I 
of personal use goods and protests brought about the rapid growth of sufficient stock to handle much of 
government aid to cooperatives that this problem. this trade which is the reason why ( 
compete with tax-paying hardware wholesalers find it necessary to make F 
stores. Action: on these problems Legislation these sales. Another factor closely ; 
took place at this organization’s 19th akin to this complaint, he said, is 
annual convention at Long Beach, Taking an opposite view regarding the practice of dealers sending con- hi 
Cal., Feb. 19 to 21. Headquarters the Patman HRl1 bill, Charles J. tractors and others to wholesale p 
was at the Hilton Hotel with ses Heale, editor, HARpwARE AGE, re- plants for goods that are not, but 
sions and the exhibit at the Munici- viewed the developments that led should be, in stock. This encour- 
pal Auditorium. to the successful passage of the Rob- ages such customers to wonder why 
At the opening session Secretary- inson-Patman Law, and the various they can’t buy direct from whole- 
treasurer Joseph V. Guilfoyle, re- fair-trade laws now active in 44 salers as long as they have to go to C 
viewed the association’s financial states. He explained the functions such plants for the goods. c 
growth, reported increased member- of this legislation, which he believed Introduced as the dean of South- a 
ship and told of the year’s work. enjoyed public acceptance, but ex- ern California hardware men, Them- c 
S. R. Carr, Advertisers Exchange, pressed doubt that a “show-down” as M. George, Ott Hardware Co., c 
Inc., New York City, explained the fight on the Patman proposed bill Santa Barbara, made the comment a 
competition of advertising that faces would have similar public approval. that too many manufacturers and a 
hardware dealers and urged more He doubted the passage of the bill wholesalers are trying to see how W 
hardware store advertising directed and further said he did not think many different people they can sell W 
at the women buyers. He cited ex- such a law would stand the test of hardware to instead of trying to see W 
amples of successful hardware store constitutionality. As a preface to how much hardware can be sold. a 
advertising, compared it with ads these comments he urged more con- In the course of the discussion n 
from competing channels and empha- centration of buying connections which ensued it was developed that st 
sized the need of properly planned that dealers might have more oppor- only one established complaint was ti 
consistent advertising. tunity and time for devoting a major discovered during the recent Christ- g 
C. E. Lehmer, Alhambra, discussed part of their activities to making mas gift shopping season, indicating oO 
“Trade Diversion From Retailers” more sales which he established as a that most jobbers in that area were fr 
warning hardware dealers that he vital need in the hardware field. protecting retail dealer trade for el 
believed many manufacturers and Jack Reeves, Los Angeles, urged such retail sales. Secretary Guil- Sé 


wholesalers were competing with 
hardware dealers to an extent that 
seriously threatened their future ex- 
istence. He heartily favored the 
Patman chain store tax bill (HR1) 
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frequent changing of all displays 
that stores might have a newer 
and fresher look. Brighten up with 
paint, he said, and remember that 
owners and clerks are also on dis- 


foyle stressed the need of very posi- 
tive evidence when making any such 
complaints, stating that only with 
such proper evidence could any cor- 
rections be made. 
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ors | Patman Chain Store Bill 


N.R.H.A. President H. P. Aikman, 
Cazenovia, N. Y., outlined the pur- 
poses, aims and program for Nation- 
al Hardware Open House stressing 
what he believed was a long over- 
due need for some such industry- 
wide promotion event. He predicted 
a wider participation among whole- 
salers and manufacturers than had 
been experienced during 1938 and 
1939 Hardware Week activities. In 
a second talk Mr. Aikman told of 
his own successful selling activities, 
advertising methods and of his out- 
side selling efforts all designed to 
increase his annual sales volume at 
a profit. 

On Tuesday evening A. T. Daniel- 
son, general sales manager, Barker 
Bros., Los Angeles (furniture), and 
C. P. Fisk, sales counselor, gave in- 
spirational talks on the importance 
of being able to get along with peo- 
ple and of being friendly if a suc- 
cessful sales record is to be estab- 
lished. 

T. D. McGee, Hardware Retail 
Credit Bureau, Los Angeles, outlined 
proper procedure for efficient credit 
and collection methods indicating 
from experiences of other dealers 
both satisfactory and unsatisfactory 
programs. 


Closer Cooperation 


B. J. Badham, Hoffman Hardware 
Co., Los Angeles, wholesalers, dis- 
cussed methods by which wholesalers 
and retailers could best serve their 
common and individual needs by 
closer cooperation and by patient 
and considerate mutual efforts. He 
asked that dealers treat salesmen 
with friendly regard saying that they 
were the dealers’ best friends and al- 
ways in a position to be useful. He 
also commented on the fact that too 
many hardware dealers, expecting 
some degree of support and protec- 
tion from wholesalers, were often 
going around the wholesaler in their 
own buying tactics purchasing goods 
from other than hardware wholesal- 
ers on volume lines, which business, 
said Mr. Badham, the jobber needs 
along with the service business which 
he cheerfully handles. 

In his presidential address, which 
he characterized also as his “swan 
song,” Herbert L. Johnson, Orange, 
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Left, Horace P. Aikman, president 
N.R.H.A., and George W. Green, 
vice-president N.R.H.A., who at- 
tended both the California and 
Southern California meetings. 


told of the progress that had been 
made, during the past year, in im- 
proving wholesaler-retailer relations. 
He stressed the fact that both groups 
had to learn to live with each other 
that both succeed or fail together in 
doing so. 


Loss of Contract 


NLESS a business man is will- 

ing to lose whatever advan- 
tages he has under a contract, he 
had better move carefully in trying 
for better terms under the contract. 
If he “asks for it,” the courts will 
give him no relief. 

“The dealer became dissatisfied 
with his contracts with the manufac- 
turing company,” said the court in 
a recent case, “and negotiated with 
a major competitor of the company 
for more favorable ones. Upon their 
procurement he demanded like 
terms from the company and stated 
that unless they were granted he de- 
sired to abrogate existing contracts 
with the company. He refused to 
pay his account until his demands 
were met, and as a result his ac- 
count became past due and his deal- 
er’s contract subject to cancelation 
on five days’ notice. 

“The company refused his de- 
mands, and, in accordance with his 
expressed desire, served the required 
notice preliminary to the cancelation 
of the contracts. The court fails to 
see where the cancelation of the 
contracts in accordance with their 
very terms can operate to create a 
liability against the company.” 

A contract inust be viewed as a 
whole. A business man _ who 





Charles Bielfus, Barrows Lock 
Works, North Chicago, IIl., gave an 
instructive talk on more profitable 
builders’ hardware selling; urging 
dealers to learn more about the 
builders’ hardware line and to be 
better prepared to completly service 
a contract job and to sell the better 
quality goods which not only gives 
the customer better and more lasting 
value but which also brings a better 
return to the dealer. 

P. W. Combs U.S.C. faculty mem- 
ber, talked on better store salesman- 
ship, his being the closing talk of 
the convention. 

Maurice Spellman, Los Angeles, was 
elected president and D. L. Behm, 
Monrovia, was chosen as first vice- 
president. Other officers and the di- 
rectors will be elected by mail bal- 
lot during the next 30 days. 


“crowds” one clause of a contract is 
apt to set in motion other clauses 
that will give the other fellow an 


Revi ving Outlawed 
Bills 


EW business men extending 

credit have escaped the losses 
involved in an account’s becoming 
“outlawed.” Each state has fixed by 
statute a time limit after which an 
unpaid bill or account cannot be 
sued on. 

One way of “reviving” an out- 
lawed account is to, persuade the 
debtor to acknowledge the old debt 
and promise to pay it. 

But the promise to pay the out- 
lawed debt must be definite and 
specific, for, as the court pointed 
out in a recent case: 

“The tendency of modern deci- 
sions has been to construe the law 
more liberally in favor of debtors 
and not to torture vague expressions 
into acknowledgment or promises 
when the language does not clearly 
impart such construction. The ac- 
knowledgment must be a full recog- 
nition of the indebtedness and a 
promise to pay that particular debt. 
A general admission of indebtedness 
would not answer the purpose.” 
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-® Missouri Dealers Discuss 





G. 0. BUSCH 
President 


- methods, collec- 


tions, and National Hardware Open 
House were the principal subjects 
discussed at the 42nd annual con- 
vention of the Missouri Retail Hard- 
ware Association, held at the Muni- 
cipal Auditorium, St. Louis, Mo., 
Tuesday Feb. 13 to Feb. 16, inclu- 
sive. The association’s 28th annual 
hardware and electrical exhibition 
was also held at the Auditorium. 

Following welcoming semarks by 
H. E. Brown, Trenton, president of 
the association. the City of St. Louis’ 
official welcome was delivered by 
James Darst, manager, Municipal 
Auditorium. William P. Mackle, St. 
Louis, representing the Union Elec- 
tric Co. of Missouri, spoke briefly 
in memory of the late Bernard H. 
Gude, past president of the Missouri 
association. Mr. Mackle told how 
Mr. Gude had been responsible for 
improving relations between hard- 
ware dealers and his company and 
said that Mr. Gude had been respon- 
sible for putting utility company 
collection stations in hardware 
stores. Rev. Ad. Behnke, who had 
previously said the invocation, de- 
livered a memorial address eulogiz- 
ing Mr. Gude, whom he said had 
as his life’s object working for 
small busines men and others in 
need of help. 

“Convincing Consumers” was the 
subject discussed by R. G. Leavitt, 
St. Louis, manager, merchandise de- 
partment, Ralston-Purina Co. He 
said that more than better products 
were needed today for no matter 
what business a person is in he must 
meet “rat-trap” competition. There 
are price shoppers and value cus- 
tomers and price dealers and value 
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dealers. Urging merchants to sell 
the value of their products and to 
put their merchandise on a pedestal, 
he pointed out that most retail sales 
start by asking a question. Dealers 
must find out what is on the other 
person’s mind and determine what 
products they have to meet the cus- 
tomers’ needs. He classified the 
three types of retail store salesmen 
as the “dopey,” the “gabby” and 
the “Bill Know” types. The first 
is lazy, the second talks customers 
in and then out of sales and the 





H. E. BROWN 
Retiring President 


“Bill Know” knows the store’s mer- 
chandise because he studies it. Deal- 
ers were urged to get rid of the 
“dopey” salesmen, educate the 
“gabby” type, build up the “Bill 
Knows” and to work hard and save 
their money. 

The purpose of National Hard- 
ware Open House, April 25-May 4, 
was explained by Hobart M. 
Thomas, National Retail Hardware 
Association, Indianapolis, Ind., as 
being to combat the national pro- 
motions constantly put on by chain 
stores and to get people to “snoop” 
around hardware stores so that they 
know what the independent hard- 
ware dealer has to offer. Alone, he 
said, hardware dealers cannot afford 
such promotions, although combined 
they sell more hardware than do the 
chain stores. 


Sales, Operations Problems 


A. R. Gilmore, Sherwin-Williams 
Co., and president of the St. Louis 
Association of Credit Men said the 
chief thing in handling credit is to 
know when and with whom credit 
transactions should be made, and for 
what periods of time. He declared 
that the dealer who is making money 
today is the merchant who can most 
quickly turn his sales into cash. 

Women are the purchasing agents 
in this country and retailers should 
try to sell them things to make their 
lives easier and happier, said 
William H. Bryan, St. Louis, south- 
western manager, Eureka Vacuum 
Cleaner Co. Salesmen must learn to 
visualize possibilities and dramatize 
opportunities. To be successful, a 
retail dealer must constantly adver- 
tise his merchandise and display it 
with good common sense, in the 
right setting. Good merchants prove 
the worth of their merchandise by 
demonstrating it and making it easy 
for customers to agree with them. 
Maintaining that the salesman is 
still the weakest link in distribution, 
he said it is necessary to teach sales- 
men what to say and how to say it. 

A brief talk was given at the 
Wednesday morning session by G. 
G. Gilbert, Chicago, IIl., secretary, 
Illinois Retail Hardware Associa- 
tion, and past president, N.R.H.A., 
who discussed various phases of the 
Federal Wages and Hours Law and 

(Continued on page 132) 
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No Cheney hammer has ever caught the buyer's fancy as this new Cheney 
Adze-hammer No. 777. Its many uses have a quick appeal to the home 
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cutting edge for cutting away and leveling rough surfaces, when laying 
floors, shingling roofs. A perfect tool for trimming, fitting, beveling and 


splitting. In packing rooms it will scrape, trim, nail and open cases. Perfect 








balance, tough hickory handle, full polished specially tempered tool steel 





head. 18 ounce size only. 


Be sure and order a few dozen—today. 
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Government Interference and 
Merchandising Ohio Topics 





Left to right, front row: G. V. Britton, Akron, vice-president, and Robert 


Guyton, East Liverpool, president. 


Rear row: H. E. Garbe, Toledo, 


director; John B. Conklin, Columbus, secretary-treasurer, and Joseph 
Kohstall, Cincinnati, director. 


| ee weather 


held attendance down at the 46th 
annual convention of the Ohio Hard- 
ware Association at the Deshler 
Wallick Hotel, Columbus, Ohio, 
Feb. 13-15. Action of the govern- 
ment which has curtailed business 
and the necessity of up-to-date mer- 
chandising methods were the two 
outstanding topics discussed at the 
sessions. 

The initial event on Tuesday, Feb. 
13, was “brunch,” at which Presi- 
dent C. C. Hewitt, Sedalia, played 
host to the members and their wives. 
The first official business session was 
preceded by a memorial service con- 
ducted by John B. Conklin, secre- 
tary-treasurer of the organization. 

For the annual address of the 
president, C. C. Hewitt discussed 
“The Association and Its Members.” 
Reviewing the activities of 1939, he 
stressed the dividends derived from 
the payment of dues. A closer de- 
gree of cooperation between the 
members and the office was urged to 
capitalize to the fullest extent on the 
advantages possible. 

As usual the next event following 
the president’s address was the in- 
troduction of George M. Gray. char- 
ter member of the association, who 
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in turn presented the new Fifty-Year 
Dealers. The six additions to the 
select circle, each now possessing 
certificates denoting the honor, are: 
William E. Masters, Bowerston; C. 
B. Anderson, London; G. H. Ruhl- 
man, Cardington; J. H. Burch, 
Cleveland; John Spoerl, Hamilton, 
and George Wehrley, Cleveland. 


Preserving Wildlife 


Concluding speaker for the first 
day’s session was Don Waters, Ohio 
Conservation Commissioner, who 
talked on the work of his office in 
preserving wildlife. Adjournment 
came at noon, the convention mov- 
ing to the Columbus Auditorium for 
opening of the annual exhibition of 
hardware, housewares and electrical 
appliances. 

Wednesday’s activities got under 
way in the morning with an expla- 
nation of “National Hardware Open 
House,” by Charles Isaacs, manager 
of the merchandising division, Na- 
tional Retail Hardware Association. 
Mr. Isaacs discussed in detail the 
growth of chain stores, crediting 
their rise to smart merchandising 
methods. He stated that retail hard- 
ware stores must likewise adopt simi- 


lar merchandising plans if they hope 
to compete. 

The second speaker of the day was 
George V. Sheridan, executive di- 
rector of the Ohio Council of Retail 
Merchants, who attacked social 
security legislation, emphatically 
stating that it “causes us to pay out 
from 3 to 5 per cent of our payrolls 

. without apparent return.” 

William J. Cheyney, vice-president 
of the National Retail Furniture As- 
sociation, then spoke on “Trade 
Diversion,” contending that “Retail- 
ing has no God-given right to exist; 
only by its continuous ability to meet 
the combined economic and social 
virtues of consumers can it function 
successfully.” 

At the annual banquet Wednesday 
night, Governor and Mrs. John W. 
Bricker were guests of honor. “It is 
time for America to get off relief 
and go back to work,” was the theme 
of the Governor’s short address. 

“A Business Man Speaks Up,” an 
address by Ralph W. Carney, vice- 
president of the Coleman Lamp and 
Stove Co., was new to the conven- 
tion, although it has been presented 
on many previous occasions to other 
groups. Mr. Carney, an outspoken 
critic of the present administration, 
was caustic in his comments on the 
government interfering with busi- 
ness. 

Mrs. Margaret Hewitt, of the 
Hewitt School of Continued Educa- 
tion in Chicago, spoke on “Winning 
Women.” Her point was to remem- 
ber that a majority of the buyers in 
the country are feminine, conse- 
quently an effort should be made to 
avoid a completely masculine look- 
ing store. Mrs. Hewitt suggested 
that the hardware stores be “dressed 
up” a bit, with an eye towards femi- 
nine patronage. 

At noon the resolution committee, 
headed by J. W. Bonifield, Sr., 
Zanesville, presented the annual re- 
port and recommendations. Three 
resolutions were adopted by the con- 
vention: 1.—Approval of the re- 
demption clause of the state 3 per 
cent sales tax law; vote of confi- 
dence to Ohio’s attorney general, 

(Continued on page 156) 
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WILL SELL MORE 


= FOR YOU THAN EVER 
THIS YEAR 


Here’s what the RED EDGE does 


1 Positively Identifies the screen cloth that gives 


double protection and longer wear. 





2 Retards Rusting of wires under nailing strip. 





SENS Reinforces Edges, makes body of cloth firm. 





Sun-Red Edge Black 
(painted) 





saves time and waste in cutting. 


> Ties You In with its satisfactory service. 





6 Gets Repeat Orders; pays you extra profits. 
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What Do You Think About 
Young Men and Old Men 


I have received a good 


many letters asking this question. 
Many of my correspondents are 
seeking jobs. I have had many old 
and young callers—unemployed— 
who talk on this subject. “Am I 
too old to get a job?” “Am I too 
young to get a job?” The old, 
especially if they are dead broke, 
want almost any kind of job. The 
young want to know what kind of 
jobs they should seek—jobs with a 
future! They often ask, “Is it 
harder to make a success now than 
a generation ago?” “Are the op- 
portunities the same?” “If you 
were in my place how would you 
hunt for a job?” 

Possibly if I write just what I 
think—if I am brutally frank—it 
may hurt but it may do some good. 
So here goes. 

Let us discuss the old man in 
need of a job first. Now when I 
say old I don’t mean 70 and up. I 
mean over 50. Between 40 and 
50 I consider a sort of twilight 
zone—neither old nor young. 

When a man of about 50 is out 
of a job, I find in about 60 per 
cent of the cases it is his own 
fault. In 40 per cent of the cases 
it is due to unfortunate circum- 
stances—poor health, changes in 
business, failures, reduction of the 
force, etc. It must be considered, 
however, that when a general re- 
duction of employees takes place 
in a business the inefficient, lazy, 
trouble makers and talkers are let 
out first. 

Men who have held a job over 
a period of years are usually the 
last to be fired. The man who is 
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as Employees? 


By SAUNDERS NORVELL 


This article contains 
a number of interest- 
ing opinions on a sub- 
ject very much in the 
public mind at present. 
Better read it, for it 
is well worth reading. 





always shifting from one job to 
another goes first. When a man 
. “ . ” 7 

is a “shifter” there’s usually a 
reason and it is usually his own 
fault. Talking too much is usual- 
ly fault No. 1. 


Worth Remembering 


Here’s a sentence I want to put 
in here. It is a good sentence for 
all of us, young and old, to re- 
member. A lot of men lose their 
jobs because they get mad, lose 
their tempers, shoot off their 
mouths—get fired. Here’s the sen- 
tence: 

“Can You Afford to Have 
a Temper?” 

Tempers are a luxury. They fre- 
quently cost jobs and so cost 
money. Can you afford to indulge 
in a temper? Think it over. That 
old adage of counting 10 before 
speaking is not out of date. 

This article, it may be claimed, 
is written from the standpoint of 
the employer. Well, why not get 
that angle? 

I would classify old men out 
of a job as 60 per cent “not so 


good” and about 40 per cent 
“good.” Now, right here, let me 
go on record as saying that I 
would rather have a good 50-year- 
old man on any job than a young 
man. When I say good I mean 
a man of experience, tact, good 
judgment and necessarily in good 
health. 

In passing let me add the cold 
fact that older men of 50 and over 
are more honest than the young 
fellows. It has been my experience 
that most of the crooks who turn 
up in business are young. The 
reason for this is simple. The 
young have keen desires and, their 
salaries being small, steal usually 
to spend on their sweethearts. At 
least at first. The older man is 
not so keen and he knows better. 
He will not take the chance. 

Again, there are two kinds of 
old men. Those who in tempera- 
ment are still cheerful and sweet 
and those others who have turned 
sour and crabby. I put the first 
in my 40 per cent class and the 
last in my 60 per cent class. 

The greatest trouble with old 
men is that they become “fixed” 
in their minds and habits. You 
may change the young and you 
may teach them, but it is almost 
impossible to teach old men new 
tricks. That is the weakness of 
the old. Good old men are desir- 
able on the job while a cranky old 
man is just a pest! Here are two 
illustrations from real life. 

In a certain office with younger 
employees was an elderly lady 
who had been in the firm’s employ 


(Continued on page 170) 
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Enterprising dealers can use this window display to sell more 
Gold Strand Screen Cloth. A perfect tie-tn with National 
Hardware Open House. Ask your jobber for your display today. 


OLD 
STRAND 


A AY tl On any OF 7 tt, en oe ON Ma | 


AMERICAN WIRE FABRICS CORPORATION 


SUBSIDIARY OF 


WICKWIRE SPENCER STEEL COMPANY 
NEW YORK  - CHICAGO + -— SAN FRANCISCO 
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with 
EXCLUSIVE 
FEATURES 


you can 
SHOW, TALK, 
DEMONSTRATE 
right in your 


SALESROOM 


such as 











The Amazing Silk 
Stocking Demonstration 


Rubbing a sheer silk stocking on the 
satin-smooth surface of the new 


NORCELAIN AGITATOR without 
injuring a single fiber proves the amaz- 
ing smoothness of this beautiful and 
colorful lifetime finish—a spectacular 
and powerful demonstration. 


When the sale hangs on what you can SHOW, 
TALK and DEMONSTRATE, count on NORGE. 
The new colorful Norcelain Drainboard with Agi- 
tater to match are the season’s smash hits for 
eye-appeal and pull prospects to the Norge display 
like a magnet. And this silk-stocking-smoothness 
test is the finest demonstration ever conceived for 
showing convincingly why clothes last longer washed 
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NORGE DIVISION BORG-WARNER CORP. 
670 E. WOODBRIDGE, DETROIT, MICHIGAN 
Please give me details of the new Norge line, the merchan- 


dising and financing plans and the greater advertising 
support given Norge dealers. 


Name 





Firm 


Address 


City 
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the Norge way. In addition, a host of 
other features sell Norge for you—over- 
size tubs on several models; the obvious 
beauty of every model in the line; the 
unusual extra features on even the low- 
est priced models; the lifetime construc- 
tion in every part—these and others are 
all features that you can SHOW, TALK, 
DEMONSTRATE. Get the facts about 
Norge and realize what a profit-builder 
is this great washer, backed by a 
great name. 

NORGE DIVISION BORG-WARNER CORP. 

DETROIT, MICHIGAN 

In Canada: Canadian Radio Corp., Toronto 


Royal Rollator Refrigeration ¢ Gas and 
Electric Ranges ¢ Commercial Refrigeration 


Beautiful Norcelain Drainboard 
in color 


Norcelain Agitator to match 


Drainboard 
Steam Seal heat holder 


Rubber insulation between tub 
and frame 


Oversize tubs on several models 


Tubs all-white porcelain, inside 
and out 


Splash-proof top 
Self-draining bottom 


SON OU &S WP = 


Quick-emptying, non-clogging 
drain 


Power pump optional 


Tapered agitator drive, 
1 1 nently self-fitting 
12 


13 
14 
15 


16 
17 
18 
19 
20 


Heavy-duty motor, lifetime lubri- 
2 | cated, on every m 


23 


24 
25 
26 
27 
28 


29 
30 


perma- 


Winged agitator lock cap and lifter 
for instantly removing agitator 
Damp-Dryer cleanser. 
Lovell built 


pressure 


Pressure selector on every model 


Lifetime guaranteed Lovell-built 
rolls on every model 


Fingertip safety release on every 
model . 


8-position safety interlock on 


every mode 
Self-lubricating lifetime bearings 
on every model 


Borg-Warner built Autobuilt 
Transmission on every mode 


Heavy-duty clutch with Borg- 
Warner gears on every model 


Motor and tr issi ted 


in perfect alignment on base plate 
for smooth running and rigidity 





Extra rigid chassis with cross- 
bracing base plate to prevent weav- 
ing. Lifetime built throughout 


Extra low center of gravity to pre- 
vent tipping 


Waist-high agitator control 


Extra sturdy legs, each bolted in 
four places 


Handy cord holder 


Gas engine models quickly con- 
vertible to electricity 


Approved by Good Housekeeping 
Institute and Und. Lab. Inc. 


Backed by the name and reputa- 
tion of Borg-Warner Corp. 


Send the Coupon 
for Details 
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It’s Time to Start Thinking 
About Recreational Displays! 
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frainboard 
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items should develop immediately. 
The suggested window display on 
this page shows many of the items 
of general interest to children at 
this time. Many others can be 
added if the merchant’s stock will 
permit. 









Feature mass displays of bath 
: scales on tables and platforms 
Table displays and _ platform to attract customers’ notice. 


Roller skates can be featured 
in mass displays on several 
tables at this time of year. 
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Fishing Tackle Window 

Merchandise: Casting rods, fly 
rods, tackle boxes, minnow pails, 
fishing reels of all kinds, lines of 
all kinds, plugs, baits, flies, other 
baits, nets, creels, etc. 


Background: Main background 
of emerald green corrugated board 
or wallboard. Circle panel in light 
green corrugated board with bright 
yellow cutout letters. 





displays in the store should tie 
up with this window. Items such 
as roller skates can well be fea- 
tured in several places in the 
store, provided the ends of cross 
aisle tables are available. Com- 
petitive roller skates will interest 
a great many customers in this 
line and will provide the merchant 
with the opportunity of using 
salesmanship to sell a better item. 

Store meetings in the early 
spring months provide splendid 
opportunities for a review of the 
principles of salesmanship. No 
doubt many new lines will be fea- 
tured and every salesperson should 
have a brief story about the im- 
portant points to be emphasized. 
A very interesting and stimulating 
portion of the meeting might be 
a contest between the employees 
to see who could develop the best 
“sizzel” (according to Elmer 
Wheeler) or selling sentence 
about new merchandise. Demon- 
strations in selling will be very 
helpful to younger employees. 
The owner should outline mer- 
chandising programs and discuss 
special selling events for this gen- 
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erates enthusiasm which is very 
essential for good team work. 
Fishing tackle is featured in a 
small window so that an advance 
display can be made early. Many 
anglers will get their tackle out 
early and start to get into shape 
for the year. Showing this mer- 
chandise ahead of your competi- 
tor should help to establish your 
store as a good source of supply. 
Interior displays of fishing 
tackle usually call for some ma- 
jor changes in the store. New 
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Feature popular - priced tackle 
boxes as a traffic item and 
arrange them in mass displays. 





Deconateo 


(Cokie 
JARS 
oO¢ 


















aii S 


Stimulate the interest of women 
customers by featuring displays 
of colorful and seasonal items. 


display ideas should be adopted 
where practical so as to keep cus- 
tomers interested and impressed 
with the arrangement of the de- 
partment. This holds true regard- 
less of the amount of space to be 
used. Certain items in fishing 
tackle should be featured as traf- 
fic builders for the department 





and mass displays should be ar- 
ranged on ends of tables to attract 
attention to this merchandise. 

Housewares specials for build- 
ing traffic are shown in the sec- 
ond small window. Displays of 
this type are very easy to install 
and this means that unusual items 
from different departments can be 
shown frequently. A large show- 
card such as is shown in the win- 
dow can be made up and used 
over and over again where the 
merchant is anxious to develop 
this effective selling effort. Mer- 
chandise of this type could also 
be featured once a month in place 
of weekly. 

Usually special merchandise for 
building traffic should be shown 
in the particular department so as 
to pull customers to that part of 
the store and to present other re- 
lated merchandise to them. Such 
mass displays are easy to build 
and can be quickly changed. As a 
result of these frequent changes, 
the appearance of the store is 
changed, which also serves to 
keep customers more interested in 
table displays. 





























Special Housewares 
Window 


Merchandise: Bath scales in two 
popular selling models and in dif- 
ferent colors, also cookie jars in 
various colors and patterns. 


Background: Main background 
of emerald green corrugated board 
or wallboard. Circle panel of light 
green corrugated board with bright 
yellow cutout letters. 
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J. M. HUNGERFORD, 
senior-partner of the firm of J. 
M. Hungerford & Son, Clayton, 
N. Y.. is 77 years of age and 
two years ago witnessed the 
50th anniversary of the firm that 
bears his name. Mr. Hunger- 
ford was born in 1863 and 
started his apprenticeship in 
tinshop work at the age of 17. 
In those days all tinware was 
made by hand and a natural 
ability in this line soon made 
“Mont,” as he was known to his friends, outstanding in 
the working of metals. Moving to Clayton he worked for 
Atwood Bros. Plumbing & Tinning Co. Several years 
later he purchased the firm and started in for himself. 
As the Thousand Islands district became built up, he 
added to his force. Many of the plumbing systems in the 
large Thousand Island estates were installed by him. In 
1907 he sold the shop but retained his hardware store. 
In 1920 his son was admitted to partnership and the name 
of the firm was changed to J. M. Hungerford & Son. Mr. 
Hungerford has always been keenly alive to the needs of 
his community and has been a firm supporter of all civic 
improvements. He is a great lover of the out-of-doors and 
has always hunted, fished and camped when business 
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Hardware Age 
Fifty Year 
Club 


would permit it. He can tell some interesting tales of 
experiences on the St. Lawrence River before the days of 
motor boats when a sailboat and a “white-ash” wind were 
needed to transport men and merchandise. 


F. G. MORSE, vice-presi- 
dent and manager, Scott Hard- 
ware Co., Salt Lake City, 
Utah, has been a hardware- 
man for a half a century. In 
April, 1888, he became an em- 
ployee of The Geo. Worthing- 
ton Co., Cleveland, Ohio, 
wholesale hardware distribut- 
ors, continuing with that or- 
ganization for 10 years. His 
next five years of hardware 
activity were spent with the 
Geo. M. Scott-Strevell Hard- 
ware Co., Salt Lake City. In 
1904 he moved on to the Paci- F. G. MORSE 
fic Hardware & Steel Co., San 
Francisco, continuing with that firm until 1908. His next 
position was with the W. B. Graham Co.,Ely, Nev., for 
which company he was manager of the hardware depart- 
ment. Late in 1908 he returned to Salt Lake City to be- 
come manager of the Scott Hardware Co. He served one 
term as president of the Utah Retail Hardware Associa- 
tion. Mr. Morse enjoys gardening and also finds much 
pleasure in collecting and admiring colored etchings. 
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It’s a good trick to show, and no trick at 
all to sell the Nicholson Handy File. 
(And you don’t have to be a magician, 
either!) The most casual customer is 
usually intrigued with the novelty of a 
file that’s built for double duty — single- 
cut teeth on one side for sharpening many 
types of edged tools, and for smooth- 
finish filing in general; double-cut teeth 
on the other side for fast stock removal 
on rougher work. You do not need much 
imagination to reel off scores of uses for 
the Handy File — around the house, on 
the farm, in the garage or shop. 

With 8-inch file length and flat safety 
handle, the Handy File attracts further 
with its hang-up and carrying convenience 
(no bulge — easily slipped into hip or 
leg pocket). 


NATIONAL § 
HARDWARE | 
NICHOLSON FILE CO. Qpwee Horse | 
PROVIDENCE, R. 1., U. S. A. eile 
Canadian Plant, Port Hope, Ontario 


Put this eye-catching display carton, 
which holds a dozen unique and colorful 
Handy Files, om your counter. Note the 
sales magic! The investment is small, 
mark-up is profitable, turnover is quick. 
Order from your jobber. This item is 
being featured heavily for Open House. 


And don’t fgrget to stock up on this Nicholson 
Two-File Special—featured here last month and 
made up especially as a National Hardware Open 
House merchandise attraction. 


Tow File . wice 


An all-around 8-inch single-cut mill and a 6-inch extra- 
slim taper with proper handles, individually Cellophane- 
wrapped, and neatly packaged. A 63-cent value which 
you can offer, during National Hardware Open House, 
at a bargain price—40c—and atill give yourself the full 
mark-up. Offer is being widely advertised—for you—in 
national magazines appearing in April. (Handy File and 
Two-File Special are also available in Black Diamond.) 
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Connecticut Convention 


(Continued from page 90) 


a talking film, “Bill Howard R.F.D.,” 
which dramatized the application of 
electricity on a farm. 

In the evening the Nutmeggers met 
with the dealers for their annual 
banquet and floor show which was 
held in the ballroom of the Taft 
Hotel. 


Question Box 


Thursday morning’s session fea- 
tured the question box conducted by 
Joseph Palmer, Dickerman Hard- 
ware, Wallingford, and Lester Hay- 
ward, Dreher-Smith Co., Middle- 
town. The question was raised as to 
whether or not a dealer should dis- 
continue his paint line when the 
manufacturer who supplies him 
opens a retail or wholesale outlet 
in a nearby city. The dealers an- 
swered, “Yes.” To the question of 
store location, a main street, or side 
street, it was felt that the store’s 
location depended largely upon the 
type of customers. A store serving 
farmers would, because of parking 
facilities, fare better on a side street 
while a store serving women would 
find the main streets better. Most 
dealers favored centrally located 
businesses. Numerous other ques- 
tions were asked pertaining to the 
dealer’s particular problems and ex- 
periences. Wall paper was found to 
be a valuable item for some dealers 
and so were plumbers’ supplies and 
tool islands. 

Seymour N. Sears, vice-president, 
The Tucker Co., Inc., was the guest 
speaker at that séssion, his topic 
being “What Is Happening to The 
Tool Business of ‘the Hardware 
Store.” Mr. Sears spoke of the hard- 
ware store of yesterday and today 
and deplored the fact that many 
dealers were allowing tool lines to 
slip away from them, particularly 
in connection with automotive tools. 
He said dealers were afraid of price 
and were not watching new develop- 
ments which would require new 
tools. Here he cited aviation tools 
as a source of profit which dealers 
were neglecting. 

The meeting then adjourned for a 
dutch treat luncheon at which 
Rivers Peterson, managing director, 
N.R.H.A., spoke about “The Value 
of Cooperation,” a speech which 
concerned itself with the National 
Association and the member hard- 
ware dealers. 


Concluding the convention that 
afternoon, the final session heard 
George W. Kable, editor, Electricity 
on the Farm, discuss “Electricty 
Pays Its Way on the Farm.” Mr. 
Kable cited figures to show the ad- 
vance of electrified farms in Con- 
necticut; the farm income in dollars 
and cents, and how that money is 
being spent to purchase equipment 
sold by hardware stores. He urged 
dealers to take it upon themselves 
to educate farmers in the use of 
time and labor-saving electrical 
equipment and thus widen their own 
business horizons. Mr. Kable also 
pointed out that the dealer must go 
to the farmer and not sit back and 
wait for the farmer to go to the 
dealer. 

The association’s committees then 
made their reports. The resolution 
was passed favoring a change in 
discounts in Mazda lamps because 
of the revised price list recently 
issued. The suggestions committee 
asked that a professional shopper 
check what the dealers and their 
salesmen are doing and furnish a re- 
port for the next convention. 


Officers Elected 


Nominations were then read by 
the chairman of the nominations 
committee and the following officers 
were elected: President, J. L. 
Palmer, Wallingford; First Vice- 
resident, Lester Hayward, Middle- 
town; Second Vice-President, George 
Stevens, Stafford Springs; Trea- 
surer, F. T. Blish, Jr., Manchester; 
Secretary, C. F. Freeman, Branford. 

Directors elected for one year are: 
Roger P. Brown, Winsted; Roger 
Silliman, New Canaan; Wm. Lang- 
don, Bridgeport; Eugene Morrison, 
Torrington. For two years: Fred 
Wilcox, New Haven; Wm. B. Wel- 
don, Simsbury; Robert Seaman, 
Manchester; John LeClaire, Jewett 
City. For three years: C. Eugene 
Saunders, Norwich; Clinton Welch, 
Westport; Hames Hurst; Meredith; 
Ben Kreager, Shelton. 

Before adjournment Secretary 
Freeman was presented on behalf of 
the membership a check for $100 for 
his personal use during his coming 
Florida vacation, necessary because 
of poor health. Mr. Palmer, newly 
elected president, made the presen- 
tation. 
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HERE’S THE OFFER! 
* One Of The Best Known Tools In 
p- TWO-TONE GROUP NO. 2 — Six planes packed The World ‘ae Plus New Color Styling 
re in display carton with four colorful price cards. 
1 Weight 15 Ibs. -- - Plus A Real Bargain Price! 
: Dealer’s Cost Retail 
~ 1 No. OHS Jack, 14 in. ne . 
¥ hae 9 te. salto P ttn en Brilliant colors and the gleam of polished metal! 
4 2 No. OH4 Smooth, 9 in. A real economy price that says “Buy.!” And the 
L, Pa Sa See seats oat oe name of the world’s greatest maker of planes to 
d 5 

3 No. OH20 Block, 6% in. = — ree 
\. iniaes: Ol bm, cents spiel Poor back you up! It’s a combination that can’t miss 
: Total Dealer's Cost... $6.92 during National Hardware Open House! The color- 
e He ee. -. Se ful display box will do the selling job. Just order 
¥ ORDER FROM YOUR JOBBER! from your jobber and put it on your counter as a 

Prices slightly higher West of Missouri River Special during Open House. Order now! 
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The Tool Box of The World E-30.4) be ae oon 
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News of Retailers, Jobbers, 
and Manufacturers and 
Salesmen 








G-E SPLITS RADIO SALES DIVISION 
AMONG THREE REGIONAL MGRS. 


For the purpose of better co- 
ordinating radio receiver sales 
activities, Perry Hadlock, mana- 
ger of the General Electric radio 





FRED RAY 


receiver sales division, has an- 
nounced the appointment of three 
regional sales managers, who will 
divide among them the responsi- 
bility formerly carried by Fred 
A. Ray, alone, as sales manager. 
Mr. Ray has been named eastern 
sales manager, with headquarters 
in Bridgeport. The central sales 
manager, with responsibility 
generally for the middle west, 
will be George S. Peterson, while 
Henry A. 


appointed western sales manager. 
Mr. Peterson will make his head- 


Crossland has been 


quarters in Chicago, and Mr. 





G. 8. PETERSON 
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| Indianapolis, 


Crossland in San Francisco. The 
new arrangement was made 
necessary by the rapidly expand- 
ing radio receiver business and 
by the addition of many new 
distribution outlets. The three 
new regional sales managers are 
expected to cooperate fully with 
G-E district appliance sales man- 
agers and to provide a more 
direct contact between the field 
and the headquarters organiza- 
tion in Bridgeport. 

Mr. Ray joined the General 
Electric radio and television de- 
partment in 1930 in Atlanta, 
later serving in Pittsburgh and 
as district radio sales manager 
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NEWS OF 


in Cleveland before being named | 


sales manager last year. 
Mr. Crossland was General 
Electric’s first manager of tele- 





H. A. CROSSLAND 


| return to the east coast as vice- 


vision receiver sales, and has 


been associated with radio work 


since 1919, the last nine years | 


being spent in Bridgeport. He 
has been variously assistant to 
the commercial engineer, mana- 


ger of tube sales, and manager | 


of the technical sales and service | 


tation, which included special 
equipment for the U. S. govern- 
ment. 

Mr. Peterson has been district 
radio manager for G-E in Chi- 


cago, and his new assignment | 
will expand the territory under 


his jurisdiction to include the 
metropolitan markets of Chicago, 
Milwaukee, St. 
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Paul, Minneapolis, Omaha, St. | 


GARDNER SALES MGR. 
Louis, Kansas City, Oklahoma | FOR WASMER BOLT & NUT 
City, New Orleans, Dallas, Hous- 


: | Mark A. Gardner has been ap 
ton, and San Antonio. He | 
| 
| 


Pit : | pointed sales manager of the 
1d General Blectric 3 39 | Pe : : ‘ 
joined General Electric in 1930) Wasmer Bolt & Nut Co., Cleve 

and has spent his entire business 


‘ F i ij | land, Ohio. He was formerly 
career in radio and appliances. , : > me 
: pp associated with the W. Bingham 
He represented the home laundry 


equipment section for one year, 
was traffic appliance manager in 
the Chicago district, and was 
responsible for the sale of heat- 
ing devices, fans, clocks and 
sinlamps. In 1936 he became 
manager of the G-E radio factory 
branch in Chicago, which ope- 
rated as a distributing unit. 

J. Warren Butler has been ap- 
pointed Chicago district radio 
specialist to succed Mr. Peterson. 


H. B. O'BRIEN MANAGES 
MANNING, BOWMAN & CO. 


H. B. O’Brien was recently 
made vice-president and general 
manager of Manning, Bowman & 
Co., Meriden, Conn., manufac- 
turers of electrical appliances 
and giftwares. His affiliation 
with the silver industry began 
with the Alvin Co., Sag Harbor, 
N. Y. In 1917 he became mana- 
ger of the Sterling Division, In- 
ternational Silver Co. From 1928 
until May, 1938, he was vice-pres- | 
ident and general sales manager 
of The Gorham Co. in Provi- 
dence, R. I. In May, 1938, Mr. 
O’Brien rejoined the Interna- 
tional Silver Co. as manager of | 
its Pacific Coast division with 
offices in San Francisco, in which 
position he continued until his 








MARK A. GARDNER 


Co. for 17 years, the latter 11 
years in the capacity of steel 
buyer. 


KNAPP-MONARCH BUYS 
SPARKLETS EQUIPMENT 


Birch L. Vermillion, sales man- 
ager of the Knapp-Monarch Co., 
St. Louis, Ma., has purchased the 
manufacturing and patent rights 
and all machinery, tools, and 
equipment of the Sparklets Corp., 
English manufacturer of the 
| “Sparklets” syphon bottle. Pres- 
| ent prices, discounts, and mer- 
chandising policies will be con- 
tinued for the time _ being, 
although production will be 
limited to two syphon models, 
122 and 123 (old “Sparklet” 
| numbers, 22 and 23) retailing for 
$5.00 and packed complete with 
three bulbs. All other models 
will be discontinued. 

“Sparklet Red Band” bulbs 
will be sold in packages of five, 
10, and 25. “Spark-Whip Blue 
Band” bulbs will be sold in pack- 
| ages of five only. The 10-bulb 
package has been temporarily dis 
continued. The company will be 
known as Sparklet Devices, Inc., 
Division of Knapp-Monarch Co., 
St. Louis, Mo. 


president and general manager 
of Manning, Bowman & Co. 





H. B. O'BRIEN 
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AGE—WHILE IT’S NEWS 


THE TRAD 


OPPOSE EXTENSION OF GOV'T CREDITS 
TO NON-AGRICULTURAL CO-OPS 


(Washington Bureau 

of HARDWARE AGE) 
Testimony that the Norris bill, 
under which government credit 
benefits would be extended to 
non-agricultural consumer co- 
operatives, would make 
inroads on the business volume 
of hardware retailers was given 
a sub-committee of the Senate 
Agriculture Committee on Feb. 
23 by Rivers Peterson, Indian- 
apolis, Ind., managing director, 
National Retail Hardware Asso- 
ciation. Mr. Peterson, who also 
testified as vice-chairman of the 
Retailers National Council, told 
the sub-committee that the hard- 
ware business has been invaded 
by a great many lines in recent 
years and that if one type of 
retail distributor is going to be 
given government credit all com- 
peting distributors should receive 

credit on the same terms. 


serious 


MUNGER NOW N. Y. ZONE 
MANAGER FOR SCHICK 


K. C. Gifford, general sales 
manager for Schick Dry Shaver, 
Inc., Stamford, Conn., has an- 
nounced that J. K. Munger has 
taken over the duties 
manager for that company with 
headquarters in New York City. 

Mr. Munger was formerly East- 
ern district manager for the 
Toastmaster Division of the Mc- 
Graw Electric Company in New 
York, joining that company in 


of zone 





J. K. MUNGER 
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The Norris bill, sponsored in 


the Senate by George W. Norris, 


of directors of the Foster Founda- | 
Prior to | 


tion for several years. 
| his entry into the department 
store field, Mr. Diehl was in the 
wholesale dry goods business in 


| Huntington. 


Nebraska, would permit farm co- | 


Ad- 


other 


Credit 
sell 


and 


Farm 
loans to 
supplies, 


ops receiving 
ministration 

than farm non- 
farmer would 
be entitled to government credit 
the same terms as farm co- 
ops. Opposition to the measure 
by the National Council of Far- 
mer Co-operatives was presented 
by Karl Loos, chairman of one 
of the council’s committees, who 
asked that steps be taken to 
divorce the bill from existing 
agriculture statutes. His 
was that the Norris bill would 


consumer Co-Ops 


on 


view 


jeopardize the Agriculture Mar- | 
keting Act from the standpoint | 


of constitutionality and would ad- 


versely affect all state laws under | 


which agriculture co-operative as- 
sociations have expanded their 
activities during the last 20 years. 


1934, and serving in various sales 


Capacities until recently. At one | 
the | 


time he was employed by 
Graybar Electric Company, with 
headquarters in Detroit. 

In his new duties Mr. Munger 
will supervise Schick Dry Shaver 
activities and field operations in 
the Eastern part of the United 
States. 


FOSTER-THORNBURG NAMES 
H. T. DIEHL PRESIDENT 


The board of directors of the 
Foster-Thornburg Hardware Co., 
Inc., wholesale hardware firm of 
Huntington, W. Va., has elected 
Henry T. Diehl, president and 
treasurer of the company. 

Mr. Diehl has been in the de- 
partment store bisiness in Hunt- 
ington for the past 25 
being one of the founders of the 
Bradshaw-Diehl Co. He will con- 
tinue his interest in that company 
and will continue to act in an 
advisory capacity. Upon the 
death of E. H. Thornburg, Hans 
Watts, president of the Foster 
Foundation, largest stockholder 
in the Foster Thornburg Hdwe. 
Co. accepted the presidency in 
the emergency until. a permanent 
set-up could be worked. Mr. 
Diehl has also been on the board 


years, | 


McGRAW ELECTRIC CO. 
PROMOTES A. J. COLE 


D. Scott Campbell, executive 
vice-president of McGraw Elec- | 


tric Co., has just announced that 
A. J. Cole, who has been in 
charge of Pacific coast sales for 
the company 1932, has 
been reelected a_ vice-president. 


since 


Mr. Cole will make his head- 
quarters at the Elgin offices of 
the Toastmaster Products Di- 
vision. 

Mr. Cole has been with the | 
McGraw Electric Co. for 25 





A. J. COLE 


Agents Jobbers 
McGraw Elec- 


Westinghouse 
Ass’n and served 
tric Co. as vice-president 
1915 until he moved to the west 
coast in 1932 to take charge of 
sales there. 
W. S. BOYD WILL BE 

MANUFACTURERS’ AGENT 


W. S. Boyd, formerly a travel- 
for The 


Co., Cleveland, 


ing salesman Geo. 


Worthington 


Ohio, wholesale hardware distrib- | 


utors, is entering business as a 
manufacturer’s agent and is seek- 
ing hardware and sporting goods 
lines to handle in the states of 
New York and New Jersey. His 
address is 34 Wellington Rd., 
Buffalo, N. Y. 





years. He is a past president of | 


from | 





C. J. WHIPPLE ELECTED 
TO RAILROAD BOARD 

C. J. Whipple, 
Hibbard, Spencer, Bartlett & Co., 
hardware 


president of 
wholesale concern of 
Chicago, IIL, was elected to the 
board of the Atchison, Topeka 





C. J. WHIPPLE 


& Santa Fe Railroad. He suc- 
ceeds the railroad’s former presi- 


} 
| dent, the late S. T. Bledsoe. 
| 
| 
| 


CHANGES IN SILEX 
SALES TERRITORIES 


The Silex Co., Hartford, Conn., 
has transferred Wilbur Curtis 
| from the California sales territory 

to the Pittsburgh district, and 
| has moved Earl H. Barker from 
| Pittsburgh to California. Mr. 
| Barker will make Angeles 
his headquarters. 


Los 


AC SPARK PLUG DIV. 
TO GET NEW PLANT 


Immediate construction of a 
large new spark plug plant in 
Flint, Mich., by the AC Spark 
Plug division of General Motors 
is announced by L. Clifford 
Goad, president and general man- 
ager. 

The new plant will comprise 
156,000 square feet of floor 
space, equivalent to nearly four 
acres, and will contain facilities 
looking toward attainment of the 
ideal in manufacturing com- 
petence and in working condi- 
tions, Mr. Goad stated. The new 
plant will the 
company’s other factories which 
make 29 automotive products. 


be adjacent to 
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DISSTON EMPLOYEES’ SOCIAL CLUB AT ANNUAL DINNER 
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The Disston Employees’ Social Club recently held its fourth 
annual dinner and floor show at McAllister’s, Philadelphia, with 
348 Disston employees, their wives and family members pres- 
ent. Dinner was served at 7 o'clock, after which the Hon. Charles 
R. Grakelow, president of the Philadelphia Poor Richard Club, 
reviewed the growth of the Disston business and congratulated 
the company and its employees upon attaining 100 years of suc- 
cess as a Philadelphia manufacturer. Another speaker of the 
evening was the Hon. Courtwright Smith, Mayor of the City of 
Wildwood, N. J. 


One event during the evening which met with great acclaim 
was the presentation of a century plant to the company, as an 
expression of the club’s good wishes to the management upon 
the attainment of 100 years of manufacturing success. Another 
interesting feature of this dinner was to be found at the table 
occupied by Thomas Woodfield and his family. Mr. Woodfield, 
who is the 65-year-old superintendent of the company’s box shops, 
brought his mother, 100 years old; his sister, age 71, his wife, 50 
years; his neice, 40 years; and her daughter, 16. This group of 
six, whose combined ages total 342 years, are shown at the table 
at the left foreground not counting the two persons in front 
facing the camera. “Tom’s” mother, who celebrates her 100th 
birthday on April 2nd, this year, is third from the left. 


MEXICAN SALES AGENT 
SEEKS ADDITIONAL LINES 


G. M. Hinrichs, Apartado Pos- 
tal 796, Mexico, D. F., manu- 
facturers’ representative traveling 
all the principal cities and trade 
areas of the Mexican republic 
each year is seeking additional 
hardware and allied lines for rep- 
resentation in that country. Mr. 
Hinrichs is particularly interested 
in the following lines: hammers, 


110 


poultry netting, ete.; black and 


hatchets, axes; screen cloth, | 


galvanized sheet metal; inexpen- | 


sive cutlery such as forks, knives, 
and spoons; a complete line of 


vises; a complete line of com- | 


petitive bench grinders; oil cloth, | 


and a line of paint and varnish 
brushes. 

Among the companies now 
being represented by Mr. Hin- 
richs is the Millers Falls Co., 
Greenfield, Mass. 








S. Horace Disston, president, with the century plant presented to 
the company by the Disston Social Club commemorating the 
company’s 100th anniversary. 


CAMPBELL HDWE. & SUPPLY  month’s rent on the small qua 





OBSERVES 50TH BIRTHDAY 
This year the Campbell Hard- 
ware and Supply Co., 108-110 
First Ave., South Seattle, Wash., 
is celebrating its 50th anni- 
versary. In 1890 John Campbell | 
established himself in business 
just a block away from the pres- 
ent company with an extremely 
small capital, 25 per cent of 
which went to pay for the first 


ters occupied. The business was 
virtually founded on the ashes of 
the great Seattle fire. Mr. Camp 
bell at one time specialized in 
equipment for miners. 

When Mr. Campbell passed 
away in 1935 he was succeeded 
by his two sons, John Campbell. 
Jr., who is active in sales pro 
motion and is secretary-treasurer. 
Wallace Campbell is executive 
vice-president and manager. 
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STOP FILM BURNING 
WITH 


POL-MER-IK 
Boiled 


Here's the Cause: Film burning is often caused by adding too 
much drier to raw linseed oil. It is usually the result of making “home- 
made-boiled”’ on the job. Driers accelerate oxidation, and too much 
drier means too rapid oxidation which results in film burning. 



























Here's the Remedy: Pol-mer-ik Boiled is the accurate drying 
li d oil. It contains the correct proportion of quality driers, blended 






The fine appearance of all Greenlee Push 































at the mill, under laboratory control to insure uniform drying. Pol-mer-ik 
Boiled protects the paint job by preventing “‘film-burning’’. 








Drills makes them easy to sell. In addition, 
the attractive transparent handle has a 
special appeal for all lovers of fine tools. 



















































a om It serves as a magazine for eight drill 
FEATURE POL-MER-IK BOILED points, so that they are fully visible and 
Pol-mer-ik Boiled is the accurate drying linseed oil that also contains readily accessible. 
a portion of cooked oil, which is actually kettle-cooked until its Tien dette com chee tee tecntiied othc 
consistency is that of a varnish body. This heavy-boiled oil, when hardwood handle, having a transparent ring 
blended with ADM Scientific Boiled be- next to the metal cap, making the ends of 
comes Pol-mer-ik Boiled. The cooked oil the drill points visible. 
ted to in Pol-mer-ik makes paints brush better You will have a decided advantage in sell- 
g the and level better to form a smoother, more ing, if you can put a Greenlee Drill in the 
uniform film of finer gloss and luster. hands of a customer when he is interested. 
And, best of all, you will find that it will 
Feature Pol-mer-ik Boiled — feature the ger thd, 
value of cooked oil for finer appearance : 
and greater durability and Pol-mer-ik Order one of these drills now and see for 
quar Boiled f dryi d th yourself just how it operates and how at- 
35 was _ - eccurete wo — tractive it is. Please give the name of your 
hes of vention of film burning. jobber and, if you would like to have a 
nm -§ § ——— eoco----S-sese----- copy of the new catalog of Greenlee Auger 
es | Archer Daniels Midland Company H-40c Bits, Expansive Bits, Chisels, Spiral Screw 
| Roanoke Building Drivers, Draw Knives, Turning Tools, etc., 
| pe ask for Catalog No. 31. 
yassed Send me a copy of “Boiled Oil and the Burning | 
eeded | Line of Paint Films”. | 
pbell. 
; pro: ASIZE FOR EVERY PAINT Drei C 
surer. ee. Greenlee Tool Go. 
ive INTS 2S. QB Bes Pee 
cutly £alion containers. Available 1715 Columbia Avenue 
in Raw or Boiled 
Fa Liisalas clade shia. ba., MRE bales. ROCKFORD, ILLINOIS, U.S.A. 
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WINNING CARDS 


i FOR OPEN HOUSE 


ited Autoyre 2600 Line all 
in Ace! Four of a kind 
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descriptive card is a salesman behind the item! 
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ALL-PURPOSE RACK newly 
arded! Used for wash cloths, dish 
cloths, towels, light wash or as a con 


venient necktie rack. Retails at 25c." 


ALL-PURPOSE HOOK. newly 


carded! Retails at 25c* the pair. 


CLIP-ON RACK for 


n tyne nks ba 


TWIN CLIP-ON RACK 


With these four cards in arelate| YOu ll never miss a trick! 


['Olaelslanicelime cel li jobber 


or write for illustrated catalog 


Takiclamelale me (tie ks 
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JOHN NORTH SAILS SEAS IN 32-FT. KETCH; 
IS ON 8,000-MILE TRIP TO SEATTLE 


John S. North, chairman of 
the board, North Bros. Mfg. Co., 
Philadelphia, has again taken to 
the high seas. This time it is a 





JOHN 8S. NORTH 


| Dec. 27. 


second person and Mr. North 
making up the crew. 

Captain Long sailed from 
Seattle the latter part of 1934 on 
an around the world cruise. 
He reached New York harbor, 
September, 1938, and within a 
couple of days of dropping 
anchor there, his boat was partly 
damaged in the hurricane. Last 


| July the Idle Hour sailed to Ber- 


muda where she remained until 
Mr. North joined the 
boat at Bermuda. 

The party then sailed to Miami 
and after a stay of about two 
weeks journeyed to Kingston, 
Jamaica, and then on to Panama. 
After the canal is cleared they 
will go to Galapagos and then 
head for San Diego and Seattle, 
reaching the latter port sometime 
in June. In all Mr. North will 


| have covered approximately 8000 


six-months’ trip to Seattle, Wash., 
in a 32-foot ketch, the [dle Hour, 
with its captain, Dwight Long, a | 


60 Years With 
Buhl Sons Co. 
Tuesday, Feb. 6th was the 


60th anniversary of Leon 
Smith’s association with Buhl 


Sons Co. wholesale hardware | 
firm of Detroit, Mich. He has | 


been with four generations of 
a family name familiar in De- 
troit and Michigan more than 
a century. 


Mr. Smith was 20 years old | 


when he received his first job 
with the company —that of 
sweeping out. At the end of a 
year and a half he was trans- 
ferred to the order department 
and then became a city buyer, 
which meant that if Buhl and 
Dutharme did not have all the 


articles desired by a customer, | 


Mr. Smith had to get them | 


from some other concern. He 





LEON SMITH 


| miles by the time he reaches 


Seattle. In mileage this is about 
one-third the way around the 
globe. 


also had the first auto used by 
a salesman for the company. 
At 80 he drives daily in cov- 
ering the territory that was of 
his own choosing. The dean of 
Detroit, hardware men Mr. 
Smith is also a member of the 


Harpware Ace Fifty Year Club. 


ST. LOUIS SALESMEN 
HEAR TALK ON SELLING 
Forty-five members and guests 

of the Hardware Salesmen’s As- 
sociation of St. Louis, at the 
group’s Feb. 9 meeting at the 
Hotel Claridge, St. Louis, Mo., 
were urged by Harry Coopland 
to talk about their lines rather 
than the weather, their families 
and general business conditions. 
Mr. Coopland, who is manager, 


| Roosevelt Hotel, St. Louis, man- 


| ager of the Continental Building 
and vice-president of the Downs, 


Mohl Hotel Co., spoke on the 
subject, “Selling St. Louis to 
St. Louisans.” 

Officers of the association, 


| composed of salesmen of hard- 


ware and allied lines, were 
elected in January. Martin P. 
Walsh, National Lead Co., is 
the president, Jack Johnson, St. 
Louis, representing Belknap 
Hardware & Mfg. Co., Louisville, 
Ky., is first vice-president and 
E. B. Kerr, 4750 Penrose St., 
St. Louis, representing Belknap 
Hdwe. & Mfg. Co., Louisville, 
Ky., is secretary. Joe Schindler, 


| Crescent Supply Co., St. Louis, 
| is sergeant-at-arms. 
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RECEIVES “MODERN PIONEER” AWARD 





George G. Going, of Stamford, Conn., research engineer for 


Remington Rand, Inc., Buffalo, 
committee of scientists headed 


N. Y., who has been elected by a 
by Dr. Karl T. Compton, presi- 


dent of the Massachusetts Institute of Technology, as a “modern 
pioneer on the American frontier of industry”. Mr. Going’s in- 


vention permitting the use of 


four characters on one type bar 


made the noiseless typewriter a commercial success. Mr. Going 
is shown with exhibits of standard and portable type actions. 


AMER. ASPHALT PAINT CO. 
BUYS “CASINO” PAINT 


Grover M. Hermann, president 


of the American Asphalt Paint | 


Co., Chicago, IIl., has announced 


the purchase of the Casein Paint | 
Division of the Beatrice Cream- | 


ery Co. “Casino” paint is the 
brand name established two years 
ago for this casein paint. The 
name and entire distribution 


set-up will be carried on by the | 


new owners. 
Manufacture of “Casino” paint 


has already been started at the | 
Kankakee plant of the American | 


Asphalt Paint Co., which also 
operates plants at Lincoln, N. J.; 
Marietta, Ohio, and High Point, 
N. C. Mr. Hermann states that 
service to “Casino” customers 
will not be interrupted. 

Sales of “Casino” paint are to 
be under the direct s:pervision 


of J. G. Brown, vice-president, | 
. . | 
who is in charge of the present | 


Casein division of the American 
Asphalt Paint Company. 


NORMAN MINTZ RECEIVES 
ANNIVERSARY GIFT 


In February Norman Mintz 
completed 30 years’ continuous 
service with the J. R. Stevens 
Co., Inc., and the Silverlake Co., 
99 Chauncy St., Boston, Mass., 
whom he has represented among 
the hardware jobbing trade of 
the United States. In apprecia- 
tion of his services, his associates 
in the company presented him 
with a magnificent white gold 
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cigarette case. The inside of the 
case was of yellow gold and bore 
an appropriate inscription. 


| EDISON G-E HEAD HONORED 
AS “MODERN PIONEER” 


_ In recognition of his contribu- 


tion to progress through pioneer- 
ing the electric range, George A. 
Hughes, president of the Edison 


General Electric Appliance Co., 
| Inc., Chicago, Ill., was selected 
to receive a “Modern Pioneer” 
award. This honor was conferred 
on Mr. Hughes by the National 
| Association of Manufacturers as 
part of the national “Modern 
Pioneers” program, commemorat- 
ing the 150th anniversary of the 
American patent system. 





GEORGE A. HUGHES 


WINNING NUMBERS 
1 FOR EVERY HOUSE 


fell Mumeelilelciilitelil assures volume 


| | 
Highly durable, gleam 
ing white enamel, 4\ 
sprayed and baked 
Same items and price as 


2200 Line 


‘)(" 
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Brilliant chrome finish 
25c sellers*. Smart, 
quality fixtures at a 


popular price 


IN 


$1.50 appeal 50c sell 
ers” beautiful 


highly lustrous 


Show these numbers and win. Display Panels with fix 
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NATIONALLY ADVERTISED 


TESTOR’S CEMENT... fastest-selling house- 


hold cement on the market and the most profitable 
for you! Nationally known and preferred. Retails for 
10c. Sells all-year around for mending crockery, 
china, glass, etc. Get No. 2 Deal... 


TESTOR’S GLUE... the only 


glue put up in bottles with lever- 
action non-stick caps! Sells for 10c. 


Get No. 7 
Deal. Also bulk 
packaged. ] j 


TESTOR’S MODEL AIRPLANE 
CEMENT... lifetime toughness, 


extra strength for all kinds of model 
building. Comes in 5c and 10c 
tubes, 10c bottles. Get No. 5 Deal. 
Also bulk packaged. 

SEE YOUR JOBBER 


TESTOR CEMENT CO. 


“The Houte of Adhesives” Rockford, Illinois 


MAKERS OF 
TESTOR'S CEMENT e@ TESTOR'S LIQUID GLUE e TESTOR'S 
PAPER CEMENT e@ TESTOR'S MODEL AIRPLANE CEMENT 
@ TESTOR’S METALLIC CEMENT and other Adhesives 
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JOHN H. GRAHAM 


| Executive vice-president and 





general manager of The Cole- 

man Lamp and Stove Co., Wich- 

ita, Kan. The company, this 

year, is celebrating the 40th 

anniversary of the founding 

of the company by W. C. 
Coleman. 


NEW PYREX FAIR TRADE 
PRICE LIST ISSUED 


A new and revised fair trade 
schedule of retail prices, effec- 
tive as of March 1, was recently 
issued by Corning Glass Works, 
Pyrex Houseware Division, Corn- 
ing, N. Y., superseding previous 
fair trade price lists previously 
in effect. A notice accompanying 
the new schedule read in part: 
“You are respectfully advised 
that the products of the Corning 
Glass Works, distributed by the 
Pyrex Houseware Division, are 


| Advertising, offering for sale, or 
| selling Pyrex Brand ware in these 
| states at less than the stipulated 
prices is illegal.” 





| NEW YORK LAWYER 
___ ADDRESSES BOOSTERS 


A. C. Flamman, New York at- 
torney, was guest speaker at the 
Oct. 23 meeting of the Hardware 
Boosters at the Circle Club, 1819 
Broadway, New York City. Mr. 
Flamman discussed the various 
restrictions put upon outside cor- 
porations doing business in New 
York City. He also told of many 
experiences of a human interest 
nature in connection with his 
legal practices. 








Mich. Assn. Head 











now being sold under the fair 
trade acts in all 44 states where 
such legislation has been enacted. | 


Schalk Chemical Co. Sponsors 





GRANT SMITH 


Of the Smith Hardware, St. 
Clair, Mich., who was elected 
president of the Michigan Re- 
tail Hardware Association at its 


| 46th annual convention in De- 


troit. 


Window Display Contest 


The Schalk Chemical Co., 351 
E. Second St., Los Angeles, Calif.., 
is sponsoring a window display 
contest for which 45 cash prizes 
totaling $500 will be awarded. In 
addition $3.00 will be paid for 
every photograph submitted that 
adheres to the rules of the con- 
test. First prize is $100.00 second 
prize, $75.00; third prize is 
$50.00. There will also be two 
prizes at $25.00 each; five prizes 
at $10.00 each, and 35 prizes at 
$5.00 each. 

The window display must be 
devoted exclusively to Schalk 
products and dealers can fea- 
ture, one, two, three, or all four 
of the following items: “Double 
X,” “Savabrush,” Schalk’s crack 
fillers, “Waxoff.” Photographs 
will be judged for originality, 
good taste, and effectiveness in 





displaying merchandise. Each 


photograph must be 5 by 7 in. 
and bear the name and address 
of the contestant on the back. All 
entries become the property of 
the company, and the company 
reserves the right to use for ad- 
vertising all material submitted. 
In case of ties, duplicate prizes 
will be awarded. 

The contest begins April 10 
and ends June 12, 1940. This 
means the window display must 
appear between April 10 and 
June 12. All entries must be 
postmarked not later than mid- 
night, June 12, 1940. Judges 
are: Rivers Peterson, managing 
director, National Retail Hard- 
ware Association; A. A. Poss, 
editor, American Paint & Oil 
Dealer; H. A. Stebbins, executive 
vice-president, Erwin, Wasey & 
Co., advertising agency. Their 
decision will be final. 
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EDWARDS OFFICER OF 
KNOXVILLE CREDIT ASSN. 


N. F. Edwards, treasurer, of 
the W. W. Woodruff Hardware 











| sorship will be on the following a 
day. ’ 

| The programs are designed to 

aid American fence dealers in 


DEPENDABLE 
_ The Recognized Byword for 
|| {fp}Controlled Heaters ... 











= 
% The 


cccsiiiilinspeiiilinaaai CONSTANT 
LEVEL 


| ON Your “¥ 
| HEATER ‘<] 


Dependable as the Tides! 


Every day, in communities ne or small, throughout 
the country, Manufacturers, Jobbers, Dealers are prov- 
ing anew hat *A-P CONTROLLED” is one of the most 

TENT Sales Points they have for Oil Burning Heater 
customers! POTENT, because it means DEPEND- 
ABILITY in Heater operation — accuracy, safety, 
economy in fuel control — plus the welcome possi- 









bility of COMPLETELY AUTOMATIC TEMPER- 
ATURE REGULATION ! 


For this reason the majority of leading Heaters USE 
A-P CONTROLS ... Use them because Sales Records 
prove that they make Heaters sell faster, easier, and 
avoid costly service calls after the sale. 


The A-P Constant Level Oil Control is an important 
SALES TOOL. Use it with YOUR prospective custom- 
ers. DEPENDABLE HEAT Control is the ONE thing 
they expect in any heater. Write today for your copy 
of the “A-P Album of Heater Selling’ and for A-P Mer- 
chandising Aids. 

For more satisfied users and additional profit,display and 


Co., Knoxville, Tenn., has been their sales of — fence 
elected vice-president of the and other related USS products 
Knoxville Retail Credit Associa- | used on the farm. 
k at- tion. pe 
the — STUDY OF DISTRIBUTION 
ware D 
— Se eee Pesse ae 15 E. | 
Pc cman BROADCASTS | oth St., New York City, has 
‘a, ; - ‘Ded oe time, a subsidiary | anno.nced publication of The 
New me re Unite States Steel Corp.| Analysis and Control of Distri- 
ie will go on the air with a Tegu-| bution Costs,” for sales execu- 
; larly sponsored radio program | tiyes and accountants, written by 
— when the American Steel & Wire J. Brooks Heckert. The book 
his Co., Cleveland, Ohio, introd:ices| shows how to break down dis- 
news broadcasts over Radio Sta- | tribution costs; how to determine 
—- tions WLS in Chicago and WLW | what ought to be spent for spe- 
in Cincinnati. cific items of distribution costs; 
The WLS program is called the | how to set up workable standards 
“Farm Bulletin Board” and will | of performance, and how to con- 
be presented three times a week | tro] expenditures for distribution 
on Monday, Wednesday and Fri- | activities such as direct selling | 
day- from 6:15 to 6:30 a.m.,| and advertising expenses, etc. 
Central Standard Time, giving |The book is available at $5.00 | 
latest weather and crop reports | per copy. 
in addition to commodity, live- hese 
— and other market prices.’ op ape NAME REFERENCE 
1e Cincinnati broadcast will be 
on the air from 7:15 to 7:30 MADE AVAILABLE 
a.m., Eastern Standard Time, on A bibliography of trade names | 
Tuesdays, Thursdays and Satur-| entitled, “Where To Find The 
days with presentation of general| New Trade Names” has been 
news flashes from all parts of | compiled by Alice M. Amoss, | 
the world. The former is to librarian, Technical Library, | 
make its bow on February 19,| Edgewood Arsenal, Edgewood, 
while the latter program’s initial | Maryland. Copies are available 
broadcast under its new spon- at 75 cents each, postpaid. 
St. AUTO ACCESSORIES DEPTS. URGED FOR DEALERS 
ed 
e- 
its 
le- 
14 
n. 
3s 
ll 
of 
y 
§ 
< Left to right are Bill Stout, field representative for the Tru- 
= Test Marketing & Merchandising Corp., Chicago, Ill.; Charles | 
H. Busby, vice-president and general manager of the Townley. | 
0 Metal & Hardware Co., Kansas City, Mo., and Webster W. Town- | 
s ley, vice-president and sales promotion manager of the Townley 
t company. The occasion was a special meeting on the Tru-Test 
d merchandising plan conducted by the company during the recent 
p convention of the Western Retail Implement and Hardware | 
1 Association at Kansas City. 
8 Emphasis was placed on the importance to hardware dealers 
4 of competitive and compact departments of auto accessories 
’ which have been stepping stones to hardware sales and increased | 
store traffic for chain stores. Auto accessories are in constant 
! demand by the farm population of the country and since they | 





are consumption items they afford an unusual opportunity for 





which hardware dealers may turn to their advantage in the mer- | 
chandising of their other lines. 
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a A Fn ge Creer ee ord ¢g AUTOMATIC PRODUCTS COMPANY 


talk A-P Automatic Temperature Control Accessories! 


THIRTY — SECOND STREET 


@ wisconsin 


2442 NORTH 


MILWAUKEE 














C. D. JUNGE HEADS WITTE HDWE. CO. 


e Be The board of directors of the! of the Witte Hardware Co., has 
| Witte Hardware Co., wholesale been in the hardware business 
(nn eG I Atl AE Ea 


Geant 


WITH 


ANOTHER SENSATIONAL 





Designed by 
Brooks Stevens 


STEAM IRON 


FULLY AUTOMATIC—CONTROLLED BY NEW 
SUPER-ACCURATE THERMOSTAT 


@ The first fully automatic 
electric steam iron to be offer- 
ed for home use! 

@ Just set the dial for any 
fabric—new type thermostat 
holds temperature exactly as 
set! 

@ Ideal for linens as well as 
synthetic fabrics! 


@ Operates also as dry iron if 
desired—with same automatic 
control feature! 

@ High wattage element (A.C. 
only) gives fast heat recovery, 
speeds ironing! 

@ Rustless all-aluminum con- | 
struction — including special- | 


alloy sole plate! | 


3 Great Steam Irons in 3 Popular Price Groups | 


NON-AUTOMATIC 
Model $Q95 
D-550 seat 


The iron that proved the 
value of the steam prin- 
ciple! Economical — uses 
only 525 watts. Uses either 
A.C, or D.C. Irons rayon, 
celanese, acetates without 
burning or scorching. 
Presses woolens on right 
side without press cloth! 
Greatest value you have 
ever seen at the price! 








SEMI-AUTOMATIC 


Model $695 | 
C-100 9° 


Thermostat prevents iron | 
from overheating when | 
water has boiled off. | 
Presses the finest fabrics | 
without a press cloth — | 
can’t burn or scorch even | 
rayon. Net weight only 4 | 
Ibs. AC only. A safe, prac- | 
tical, high-quality iron at | 
a low price! Completely | 
sealed Nichrome element. 





STEAM-O-MATIC CORP., 228 So. First St MILWAUKEE, WIS. 


FACTORY REPRESENTATIVES: MARTIN CARLSTEIN & ASSOC., NEW YORK, 


N.Y.; NYE-SCURLOCK, INC., CHICAGO, ILL.; D. E. SANFORD CO., LOS ANGELES 
& SAN FRANCISCO, CAL. 
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| Conrad Hartmann; _ vice-presi- 
| dent, Charles H. Carpenter, and | 





hardware firm of St. Louis, Mo.,| for 45 years. His first job was 
| with a retail hardware and imple- 
ment store located at Cole Camp, 
Mo. He later traveled for a few 
years selling harvester machines. 
In 1906, Mr. Junge became as- 
sociated with the Witte organiza- 
tion as a utility man, working in 
the various departments until 
1910 when he was given a posi- 
tion in the purchasing depart- 
ment as assistant to F, A. Witte. 
Since 1922 he has been in charge 
of the general hardware buying 
department, and has become well 
known to the hardware industry. 








Cc. D. JUNGE 


YALE PLANS SURPRISE 
Beh. 26. électe : . IN APRIL 
on Feb. 26, elected the following 


officers of the company: | According to The Yale & 

: Chairman of the board, Mrs. Towne Mfg. Co., Stamford, Conn., 
F. A. Witte; president, Chris D. | RRR y : 

J ti ° “rong April is going to be a big month 
unge; executive vice-president, | ; : 

Wiha Mine rma P for its retailers throughout the 
country. During that month, 
secretary-treasurer, A. Wm. Wol- Yale & Towne will make a 
ters. nouncement that it believes will 

Mr. Junge, who succeeds the | help boost padlock business sky 
late O. W. Polster as president | high. 


COL. SPEIGHT PLANS RETIREMENT 


Col. Joe W. Speight, district manager in Dallas, Tex., for the 
Remington, Arms Co., Bridgeport, Conn., is retiring from busi- 
ness. Col. Speight plans spending a part of his leisure time 


| hunting and fishing. He is shown fondly gazing at the rifle 


given him by the district employees of Remington in apprecia- 
tion of his 34 years of service with the company. 
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TALK ON AMERICANISM 

“A Message to Business” con- 
cerning Americanism was deliv- 
ered to 45 members and guests 





A. C. FLAMMAN 


at the Feb. 20 meeting of the 
Hardware Trade Association of 
New York, at the Railroad Ma- 
chinery Club, by A. C. Flam- 
man, member of the legal firm 
of Brennan, Flamman & Simp- 
and attorney for several 
hardware organizations in New 
York City. Urging the American 
way of thinking Mr. Flamman 
said, in part, “We have babied 
communism and permitted its 
growth, notwithstanding that its 
principles are entirely un-Amer- 
ican. Communism would have us 
believe that the only thing that 
creates value is labor; that capi- 
talism was organized to squeeze 
profit at labor’s expense. It 
teaches that capital will not suc- 
ceed for labor will not permit it; 
that by force, labor will bring 
about the needed dictatorship 
and control of affairs. We have 
even witnessed recently this doc- 
trine indirectly coddled, by re- 
ferring to those people supporting 
it as ‘Communist Friends.’ Those | 


son, 


Megow’s Plans Unique Model 


N. Y. HARDWAREMEN HEAR 


who believe it, are not friends of 
America!” 

The meeting was presided over 
by Robert Doti, Igoe Bros., presi- 
dent of the association. 


HANNON MANAGES SALES 
FOR HORTON MFG. CO. 


Appointment of Verne F. Han- 


non as sales manager of the 
Horton Mfg. Co., Fort Wayne, 


Ind., was recently announced by 
A. E. Askerberg, general man- 
ager of the company. Mr. Han- 
non took on his new duties with 
Horton on Feb. 1, and will direct 
both sales and advertising activi- 
ties on Horton washing machines 
and ironers. He is planning an 
extensive sales tour of the prin- 
cipal markets of this country. 


| His experience in the wash- 


| ing machine business started in 
1922 when he became a distribu- 
| tor’s representative. Prior to his 
afhliation with the Horton com- 
pany he was with 





VERNE F. HANNON 


Seelig Mfg. Co., Ripon, Wis., 
which company he served as fac- 
tory salesman, state representa- 
tive, branch manager, and finally 
as sales manager. 


Airplane Building Contest 


Megow’s, Howard and Oxford 
Sts., Philadelphia, Pa., or 217 
N. Desplaines St., Chicago, IIL, 
is sponsoring a model airplane 
building contest which in effect 
enables dealers to sponsor their 
own contests in their communi- 
ties. This enables dealers to of- 
fer prizes of a size much greater 
than could be afforded on an 
individual basis. 

The merchant puts on the con- 
test and offers a number of 





Megow gas-powered and other | 
kits as prizes, and the winners | 
of these local contests are then | 
eligible to compete for certain 
large prizes offered directly by | 
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Megow. These prizes will include 
two all-expense paid trips to the 
National Model Airplane Meet 
in Chicago this summer and also 
some 98 cash prizes from $50 
down. 

The whole been 
prepared as a “package.” The 
prize model kits, a large three- 
piece window display in colors, 
attractive for 
window, several window stream- 
ers, a quantity of contest mem- 
bership buttons, registration 
blanks and detailed. instructions 
Complete in- 


contest has 


easels counter or 


are all included. 


| formation is available from Me- 


gow’s. | 


Barlow & | Sell More Fuses! 


| 








BIG NEW CATALOG ON THE 
FASTEST MOVING 
ELECTRICAL LINE © 

























Fast-moving in new ideas ... 
new items ...new sales appeal! 
If you haven’t seen a ROYAL 
Catalog lately, you’re due for 
a surprise when you open this 
one! Write for your free copy 
now —and use it as your guide 
to fast-selling electric supplies! 


This “little display with 
the big selling punch” 
sells 5 famous Royal 
Crystal Fuses—with the 
safe glass top and the 
tell-tale disc. Packed 
in display boxes of 20. 


Sell More Wire! 
The Royal Wire Merchan- 


diser displays and sells fast- 
moving types of electric 
cord, 
this convenient unit, 


COMING 
SOON! 


Other new 





Dealers welcome 














Trouble 
Light! 
Royal “Sealed- 
Tight”-one 
piece seamless, 
shock proof 
rubber handle 
and enclosed 
switch. Dis- 
play holds 
sample and 
does real 
selling job. 





Royal items 














and new mer- 
chandising | J, addition to these Royal items, the new 
1940 Catalog describes all other types of 
Royal Wire, Cord Sets, Fuses, and smartly- 
packaged Holiday Lighting Equipment. 
Send for your copy now! 


ROYAL ELECTRIC CO., Inc. 


Royal Year! 
91 Grand Ave., Pawtucket, R. I. 


Rush me free copy of your colorful new 


- 1940 catalog. 


HEM i. 


units that will 
make 1940 a 








Firm 


Address 



































SCREEN HARDWARE 


’ GRIFFIN 


“QUALITY 
HARDWARE 


Wrought Steel Screen Door Set 


= od - a 


NATIONAL 
HARDWARE 


Omer Horse 


APRIL 25-MAY4 


D we are aorta @ 





No. 940 
SEND FOR CATALOG DESCRIPTIVE OF THE FULL LINE 


A 


RIFFIN 


anufacturing Company 


ERIE, PENNSYLVANIA 








AGENTS 
BOSTON: 100 Purchase St. 
SAN FRANCISCO: 703 Market St. 


NEW YORK: 45 Warren St. 
CHICAGO: 162 N. Clinton St. 
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OBITUARIES 





J. H. HOLCOMBE, SR. 


J. H. Holcombe, Sr., 61, of 
Russell, Burdsall & Ward Bolt & 
Nut Co., Port Chester, N. Y., 
passed away in Waycross, Ga., 





J. H. HOLCOMBE, SR. 


Feb. 13, as a result of injuries 
suffered in an automobile acci- 
dent. He enjoyed a wide ac- 
quaintance among stove manu- 
facturers and hardware and mill 
supply men throughout Georgia, 
Florida, Tennessee, Alabama and 
South Carolina and was well 
liked by all who knew him. 
Mr. Holcombe started his 
hardware career with Beck & 
Gregg Hardware Co., Atlanta, 
Ga., wholesale hardware distribu- 
tors, as a stock boy, later becom- 
ing head of the cutlery depart- 
ment of that concern. He was 
with that company for 13 years 
after which he became associated 
with Landers, Frary & Clark, New 
Britain, Conn. His first affilia- 
tion with the bolt and nut busi- 
ness came when he joined the 
sales department of The Kirk- 
Latty Mfg. Co., Cleveland, Ohio, 
which was later absorbed by 
Lamson & Sessions Co. He was 
with those two concerns for a 
total of approximately 26 years. 
He is survived by a son, J. H. 
Holcombe, Jr., Atlanta, Ga., af- 
filiated with the Wheeling Cor- 
rugating Co., Wheeling, W. Va. 





FRED C. REITER 


Fred C. Reiter, 65, assistant 
buyer in the builders’ hardware 
department of Van Camp Hard- 
ware & Iron Co., Indianapolis, 
Ind., passed away, February 17, 
of complications resulting from 
injuries suffered in a fall five 
weeks before his death. He had 


been with Van Camp 12 years 
and in the hardware business for 
25 years. Surviving are the 
widow, Mrs. Augusta Reiter; a 
daughter, Miss Louise Reiter, a 
teacher at Shortridge high 
school; and a son, Fred W. 
Reiter, Huntington Park, Cal. 


PERRY L. JOHNSON 


Perry L. Johnson, 46, hard- 
ware dealer of Groom, Texas, 
died at his home on Feb. 19. 
Death followed an illness of five 
years, although he had remained 
up almost all the time and had 
attended every session of the 
Panhandle Hardware and Imple- 
ment Association meetings in 
February. 

Mr. Johnson was raised in the 
hardware business and succeeded 
his father, the late Perry E. John- 
son, as head of the Groom Hard- 
ware Company a few years ago. 
He was also active in the man- 
agement of the Johnson-Price 
Company, hardware and home 
appliance company, of Amarillo, 
Texas. 

He is survived by his widow, 
one son, and a daughter. 


ROBERT E. HINMAN 


Robert E. Hinman, associated 
with the Belknap Hdwe. & Mfg. 
Co., Louisville, Ky., since 1912, 
passed away recently. Mr. Hin- 
man started with the Belknap 
organization as a salesman in the 
southern Illinois territory. He 
was brought into the home or- 
ganization as household goods 
buyer in 1913 and in 1922 was 
elected a member of the board 
of directors. 


JOHN G. WIDMAN 


John G. Widman, 58, manager, 
Neis & Brecht] Co., West Allis, 
Wis., passed away recently fol- 
lowing an illness of two months. 
He operated a hardware store in 
Prairie du Chien until about 14 
years ago when he entered busi- 
ness in West Allis. 





C. B. FOWLER 


C. B. Fowler, 53, a member of 
the Campbell Hardware Co., Van 
Wert, Ohio, firm for many years, 
died recently of a heart attack. 
Surviving are the widow, Nora; 
two sons, Forest and Herbert 
Fowler, and a daughter, Mar- 
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FREDERICK WALKER 


Frederick Walker, 89, presi- 
dent, Edwards & Walker Co., 
Portland, Me., wholesale hard- 
ware distributors, passed away 
Feb. 18, at his home in Cape 
Elizabeth, following an_ illness 
of about four months. Until 
about two years ago he was ac- 
tive in the business which he 
and the late Bryce M. Edwards 





FREDERICK WALKER 


founded 64 years ago, when Mr. 
Walker was a young man of 26. 
He was well known and well 
liked in New England hardware 
circles. 

Mr. Walker was a member of 
the Harpware Ace Fifty-Year 
Club, a Mason, a member of the 
Mystic Shrine and was active in 
the United States Chamber of 
Commerce, and the Portland 
Chamber of Commerce. He was 
fond of traveling having made 
several trips around the world 
as well as a European trip with 
the Portland Wheel Club. 

Mrs. Walker and two nephews 
survive, one of whom, F. E. Wal- 
ker, is vice-president and secre- 
tary of the Edwards & Walker 
Co. 


CURTIS D. TAYLOR 


Curtis Dean Tayor, of the sales 
organization of the Belknap 
Hdwe. & Mfg. Co., Louisville, 
Ky., died recently from injuries 
sustained in an automobile acci- 
dent. Mr. Taylor was serving his 


In 1885 he established the hard- 
ware business bearing his name 
at 2348 N. Market St., St. Louis, 
being active in the business un- 
til his retirement last April. 


J. LOUIS BOEHL 





J. Louis Boehl, aged 74, who 
was engaged in the hardware 
business for many years, passed 
away Feb. 24 at St. Anthony’s 
Hospital in St. Louis, Mo., fol- 
lowing a year’s illness. Death 
was attributed to heart and kid- 











apprenticeship with the com- 
pany preparatory to a territory 
assignment. He had been sub- 
stituting for Norbert Cusick of 
the Benknap sales staff. 


| ; 
year’s 


G. A. WITTKER 
Gustave A. Wittker, 77, a hard- 
ware dealer in St. Louis, Mo., 
for more than 50 years, died | 
recently in Pasadena, Cal. He | 
was a native of Germany and 
came to this country as a_ boy. | 


| agents, all 
products, in every Latin Ameri- 


centrales, mining and oil compa- | 


the principal Latin American ter- 
ritories. 


ney ailments. 


CLARENCE D. LEE 
Clarence D. Lee, 62, who oper- 
ated a large hardware store at | 
Hartsville, S. C., for a number 
of years, passed away Feb. 24 
at his home there. He formerly 
represented Darlington county in 
both houses of the South Carolina | 
General Assembly. 


M. FRISCH 


M. Frisch, 71, proprietor of 
M. Frisch & Sons, New Bruns- 
wick, N. J., passed away recently. 
Mr. Frisch entered the hardware 
1904 with the old 
Strong Hardware Co. of New 
Brunswick. He remained with 
that firm until 1911, when, with 
a Mr. Meyen, he opened his own 
business of which he became sole 
owner the following year. In 
1921 the firm became known as | 
M. Frisch & Sons. 


business in 


LATIN AMERICAN SALES 
AND CREDIT GUIDE 


The opportunity. now existing 
for the sale of American prod- 
ucts to Latin American buyers 
who formerly bought from Eu- 
rope makes the 1940 edition of | 
the Market Guide for Latin 
America, just released by Ameri- 
can Foreign Credit Underwriters 
Corp., 84 William Street, New 
York, a timely aid to American 
exporters, 

In the new and revised edition 
for the first time both capital 
and credit ratings are given for 
the listings, enabling exporters 
to use it as a basis for sales 
promotion work, as well as for 
credit checking. Some 50,000 ac- 
distributors and 
American 


tive buyers, 
handling 


can country, are listed in this 
Market Guide. Another 
innovation in the 1940 Market 
Guide is a special added trade 
list section which names 
and addresses of Jeading sugar 


gives 


nies, railroads and newspapers in 


“CLIPPER” 


POPULARLY PRICED, IT IS THE ONLY POWER 
LAWN MOWER MEETING THE DEMAND OF 
EVERY HOME OWNER, AND FARM OWNER, 
IN YOUR LOCALITY. 


If you are a modern and aggressive merchandiser 
(and we know you are) you can make a profit 
selling Cooper ‘CLIPPERS’ to fill the public 
demand. Families, in every income bracket, are 
demanding relief from the drudgery of cutting 
grass. The same families, in your locality, that 
buy gas and electric stoves, modern refrigeration, 
automatic washing machines and automobiles ar? 


the same families that buy Cooper “CLIPPERS"'! 




















The Cooper “‘CLIPPER’’, light in weight, has 
finger-tip control and is not much larger than 
your familiar hand mower. It is powered by a 
Briggs and Stratton motor, and is constructed 
so the entire machine is fool-proof. Anyone can 
operate it easily and quickly. 


Here is the profit item that you have been look 
ing for! On each sale you make dollars instead 
of pennies! Right now you can make a_ profit 
selling Cooper 
“CLIPPERS"! 
The Cooper 
“CLIPPER” is 
just one of “a 
complete line of 
power mowers 
manufactured by 
the Cooper Man 
ufacturing Com- 
pany. For fur- 
ther information 
and material 
write: 


















COOPER MANUFACTURING CO. 


MARSHALLTOWN - LQWA 












Standing, left to richt: K. C. Gifford, Schick’s new general sales manager; J. H. Binn; J. A. 
Strecker; C. G. Gifford; B. I. Sm‘th; Henry Hofmann, Jr.; E. L. Taylor; Roy W. Johnson, Schick 
advertising manager. Seated, left to right: C. W. Gumz; J. P. Bosk; J. K. Munger, and L. H. 


Simmonds. 


SCHICK DRY SHAVER INCREASES SALES FORCE 


Kenneth C. Gifford, newly ap- 
pointed sales manager of Schick 
Dry Shaver, Inc., Stamford, 
Conn., has announced the ap- 
pointment of 10 new territorial 
sales supervisors as the first step 
in the company’s expanded sales 
program. 

The new men are: 

J. H. Blinn, a manufacturer’s 
repre°entative, covering the Rocky 
Mountain States, with his own 
sales force: 

J. A. Strecker, formerly with 
the St. Paul Glass Company, of 
St. Paul, Minn., and the General 
Electric Supply Corporation, and 
more recently head of the home 
laundry equipment division of 
R. Cooper, Jr., of Chicago. 

C. G. Gifford, formerly with 
the Clark water heater division 
of the McGraw Electric Co., the | 
last two years as sales promotion 
manager. 

B. [. Smith, formerly with 
Montgomery Ward & Company as | 
buyer and a store merchandise | 


manager, and more recently dis- 
trict supervisor for the General 
Electric Company in the middle 
west. 

Henry Hofmann, Jr., formerly 
in the investment _ brokerage 
business and more recently sales 
manager of the Camfield Manu- 
facturing Company, Grand 
Haven, Mich. 

E. L. Taylor, formerly of the 
Pure Oil Company and the Hur- 
ley Machine Company, of Chi- 
cago, and more recently sales 
promotion supervisor of the 
Toastmaster products division of | 
the McGraw Electric Company. | 

C. W. Gumz, recently with the | 
Toastmaster division of the Me- 
Graw Electric Company, and be- 
fore that with Westinghouse as | 
a merchandise supervisor and at 
one time with the Lake Superior 
District Power Company. 

J. P. Bosk, formerly with the | 


Edison General Electric Com- 
pany as a sales supervisor, and 
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the General Electric Company 
in the same capacity. Also sales 


manager of the South Bond Elec- 


tric Company, and more recently 
with the Toastmaster products 
division of the McGraw Electric 
Company. 

J. K. Munger, formerly with 
the Graybar Electric Company 
of Detroit, and more recently 
with the Toastmaster division of 


the McGraw Electric Company 
as sales supervisor and eastern 
district manager with head- 
quarters in New York City, since 
May 15, 1937. 

L. H. Simmonds, formerly with 
the Simplex Electric Heating 
Company, of New York, and the 
Edison General Electric Com- 
pany and more recently the Gen- 
eral Electric Company as heating 
device sales supervisor. 


HARDWARE TRAIN TO WEST PALM BEACH 
FOR JOBBERS-MFRS. CONVENTION 


The Orange Blossom Special 
and the Florida Sunbeam, two 
crack Florida trains of the Sea- 
board Railway will carry special 
convention cars sponsored by 


Harpware Ace for the con- | 


venience of hardware men and 


their families who plan to attend 


the southern convention, April 
8-11, 1940, at West Palm Beach, 
Fla. This year marks the golden 


. e . 
| anniversary convention of the 


Southern Hardware Jobbers As- 
sociation and the 80th semi-an- 


nual convention of the American 
Hardware Manufacturers’ Asso- | 


ciation. 

Plans are being made for two 
separate days of departure—Fri- 
day, April 5, and Saturday, April 
6, with arrivals on Saturday, 
April 6, and Sunday, April 7. 
Below is a complete time and rate 


Lower 

FROM: Berth 
Boston, Mass. ..... .. $11.85 
New York, N. Y. ..... 10.00 
Philadelphia, Pa. ..... 9.20 
Wilmington, Del. ..... 8.95 
Baltimore, Md. ....... 8.70 
Washington, D. C. .... 8.15 
| 10.50 
Indianapolis, Ind. .... 9.20 
Detroit, Mich. ........ 10.80 
GED. b ceccesie 10.25 
Cleveland, Ohio ...... 10.80 
Cincinnati, Ohio ..... 8.70 


schedule. Reservations for ac- 
commodations may be made 


through Harpware Ace, 239 W. | 


39th St., New York City; 1012 
Otis Bldg., Chicago; 1836 Euclid 
Ave., Cleveland, Ohio, as well as 
through representatives of the 
Seaboard Railway or your local 
ticket agent. To avoid last-min- 
ute delays it is well to arrange 
for tentative return reservations. 


TIME TABLE 
| 
| ORANGE BLossoM SPECIAL FROM 
EASTERN CITIES 
(Via through sleeping cars) 
Daily Schedule 
:20 a.m. Lv. Boston, N.Y.N.H.&H. 
:20 p.m. Lv. New York, P.R.R. 
:35 p.m. Lv. Newark, P.R.R. 


:00 p.m. Lv. Phila., 
30th St., P.R.R. 


on ow 


:30 p.m. Lv. Wilmington. P.R.R. 
33 p.m. Lv. Baltimore, P.R.R. 
:20 p.m. Ar. Washington, P.R.R. 





a) 


ONE-WAY PULLMAN RATES 
Compart- Compart- Drawing Dr. Rm. 


Sec- Bed- Bed- 
Upper tion room room 
Berth For 1 For 1 For 2 
$9.00 $15.80 $21.30 $23.65 
7.60 13.35 18.00 19.95 
7.00 12.30 16.55 18.40 
6.80 11.95 16.10 17.85 
6.60 11.60 15.60 17.35 
6.20 10.90 14.65 16.30 
8.00 14.00 18.90 21.00 
7.00 12.30 16.55 18.40 
8.20 14.40 19.40 21.55 
7.80 13.70 18.45 20.50 
8.20 14.40 19.40 21.55 
6.60 11.60 15.60 17.35 


p.m. Lv. Washington, R.F.&P. 
p.m. Ar. W. Palm Beach, 
Seaboa rd 





FLORIDA SUNBEAM FROM 
CENTRAL WEST 


(Via through sleeping cars) 
Daily Schedule 
11:45 p.m. Lv. Chicago, Big Four 
4:20 a.m. Lv. Indianapolis, 
Big Four 
. Ar. Cincinnati, Big Four 
. Lv. Detroit, 
Michigan Central 
. Lv. Toledo, Big Four 
. Ar. Cincinnati, Big Four 
. Lv. Cleveland, Big Four 
3:5 . Lv. Columbus, Big Four 
6:50 a.m. Ar. Cincinnati, Big Four 
8:15 a.m. Lv. Cincinnati, Southern 
9:38 a.m. Ar. W. Palm Beach, 
Seaboard 





RATE SCHEDULE 
RAILROAD FARES TO WEST PALM 
BEACH 


FIRST CLASS 


j One 30-Day 

| From Way Round Trip 

| Boston, Mass.. .$47.25 $77.75 

| New York, N. Y. 39.45 62.15 

| Philadelphia ... 36.75 57.00 

| Wilmington ... 35.95 55.50 

| Baltimore ..... 33.85 51.35 

Washington . 32.70 49.05 

| One 30-Day 

From Way Round Trip 

| Chicago .. . .$41.10 $61.65 

| Indianapolis ... 36.25 55.80 
Eee 41.40 64.55 

& Serer 39.70 61.40 
Cleveland . 41.20 64.55 
Cincinnati .... 33.15 49.75 


| DEATERS LEARN ABOUT 
SEEDS, FERTILIZERS 


| At the Feb. 13 meeting of the 
| North Jersey Hardware & Supply 
| Assn., held at the Hotel Plaza. 
| Jersey City, N. J., President 
Theodore Romaine discussed 
“Seeds and Fertilizers.” Mr. 
| Romaine classified the various 
| types of fertilizers and seeds and 
explained just how they should 
be used. He also discussed the 
proper way of merchandising 
these items. He recommended 
expert knowledge of fertilizer 
| and seeds as this permits the 
dealer to speak intelligently to 
the customer and enables him 
to sell other items along with 
seeds and fertilizer. 

This meeting marked the first 
of a series in which the asso 


ciation will encourage an_ ex- 
change of information between 
dealers. 


ment ment Room for 2 or 
For 1 For 2 For 1 More 
*$23.65 $43.10 +$29.70 

*19.95 28.35 $24.95 

*18.40 25.75 +23.10 

*17.85 25.20 $22.35 

*17.35 24.70 +21.80 

*16.30 23.10 +20.50 

*21.00 29.40 #26.25 

*18.40 25.75 +23.10 

21.55 30.45 $27.05 

*20.50 28.90 25.75 

*21.55 30.45 427.05 

*17.35 24.70 +21.80 





*One-tenth railroad fares up to Washington or Cincinnati and one and one-half fares beyond. 
+One and one-quarter railroad fares up to Washington or Cincinnati and two fares beyond. 
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The four tight rope walkers shown above, must 
have perfect balance to successfully perform their 
breath taking act. Just as their work depends 
upon this perfect balance so does the work of 
a shoveler depend upon balance in his shovel. 
Balance in a shovel means easier handling and 
more efficiency in shoveling. A new re-designed 
socket gives to the ABW Solid Shank Shovel a 
perfect balance. The new high bend has achieved 


for this famous shove! a balance unequalled in 
any other solid shank shovel. 


New Redesigned Socket 





Try This Test 


Lay one of these 
new ABW Solid 
Shank Shovels on 
a table or desk, 
balance with the 
blade and socket 
projecting over the 
edge of the table, 
and the handle 
poised free of the 
table. Then tip the 
blade down to 
either side, release 
and watch the 
shovel right itself. 
This is the perfect 
balance which no 
other solid shank 
shovel has. 


To users of shovels this is an 
important development and 
one that will be welcomed by 
buyers of shovels. In addition 
to this exclusive feature ABW 
Solid Shank Shovels are equip- 
ped with the famous Shock 
Band which gives more handle 
strength to the shovel. ABW 
Solid Shank Shovels are made 
from one solid bar of steel. 











Ask your Jobber 
W 







ABW PRODUCTS 
Shovels Rakes 








A M E S Spades Post Hole 
ince Scoops Diggers 

5 Forks Agricultural 
1 7 7 4 Hoes Handles 


Ames BALDWIN WyominG Co. 


PARKERSBURG, W. VA. ° NORTH EASTON, MASS. 
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THAT EXTRA SOMETHING _ 
THAT MAKES A WINNER! 








HE extra value in all 
NATIONAL SCREEN products reveals itself 
to your customers at a glance. Such extra 
features as the rounded edge on all National 
Screen doors . . at no extra cost . . represent 
extra quality and workmanship within these 
handsome, sturdy articles. 


ASK YOUR JOBBER about the complete line of 
these extra quality products and their various styles. 
Quick deliveries! 


Nationat 


SCREEN DOORS WINDOW SCREENS 











= 


a 







NATIONALSCREEN Co., INC., Suffolk, Va. 
log show- 
pnogenoner wgeanie Yl eee ee conan Sean, 


i he complete j 
Whedon Screens and Ventilators. 






Name... 
Address 
City 


State 


NEW YORK OFFICE: 200 Fifth Avenue 
Southern Selling Agents: 
SAND & HULFISH 
22 Light St., Baltimore, Md. 
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ADVANCES 


Barbed wire. 


Arsenate of lead. 


Some fence stretchers. 





Hardware Cloth — Recently 
new lists were put out by some com- 
panies—just double the old lists, 
and with dealer discount revised to 
59 per cent. This effects a very 
slight net decline, on rolls 100 feet 
long: Prices, new and uld per 100 
sq. ft., are as follows: 


2 x 2 mesh......$3.28 (formerly $3.33) 
$ x 3 mesh...... 3.53 (formerly 3.58) 
4 x 4 mesh...... 3.77 (formerly 3.83) 
5 x 5 mesh.... 3.85 (formerly 3.92) 
6 x 6 mesh...... 4.06 (formerly 4.13) 


* * x 

Barbed Wire—Effective Feb. 
19, American Steel & Wire Co., 
Cleveland, Ohio, announced that 
barbed wire, in the customary 80- 
rod spools, is to be sold on a zone 
basis, similar to that heretofore 
used on woven wire fence, steel 
gates, etc. A standard zone price 
schedule has been issued, varying 
somewhat from previous differen- 
tial sheets. Base prices to the re- 
tailer, f.o.b. Pittsburgh, Cleveland 
or Chicago, in carloads are com- 
puted at Column 70 on the new 
sheet. L.C.L. sales will be at Col- 
umn 74 basis, with net comparisons 
per spool as follows: 
American Glidden 2 point Cattle Wire. $2.87 

(previously $2.85) 


American Glidden 2 point Hog Wire. 3.13 
(previously $3.05) 


Lyman 4 point Cattle Wire.......... 3.09 
(previously $3.05) 
Lyman 4 point Hog Wire............ 3.43 


(previously $3.30) 

American Special Light Cattle Wire.. 2.19 
(previously $2.18) 

American Special Light Hog Wire... 2.35 
(previously $2.31) 


Principal advances were on hog 
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design wire, because spreads _be- 
tween hog and cattle wire were not 
consistent with actual manufacturing 
costs. American Steel & Wire Co. 
also states, “In connection with this 
change, our weights have been 





DECLINES 


Hardware cloth. Plated silverware. 

Some makes Java sisal tying 
twines. 

Some Mazda lamps. Some stove 
boards. 

Cast iron floor radiation. Copper 
sweat fittings. 

Copper, brass pipe., Some electric 
soldering irons. 

One wall box kitchen vent fan. 





slightly revised and will now repre- 
sent a composite of theoretial and 
atual weights, determined by actual 
check in our mills, which has been 
under way for some months. Gross 
weights will be shown, including the 
weight of the spool and the barbed 
wire itself.” 
es 8 # 

Anti- Freeze Compound — 
Prices for next fall on Eveready 
Prestone, made by National Carbon 
Co., Inc., New York City, have 
been announced, prices remaining 
unchanged. 

* * * 

Plated Silverware — Reduc- 

tions ranging up to 25 per cent 








were recently put in effect on lead- 

ing lines of silver plated ware. 

Some makers have also announced 

that any further price changes, that 

may be made, will likely be upward. 
* * * 

Twines — Some makers of 
Java sisal tying twines reduced zone 
prices one cent per pound recently. 

* * * 

Lawn Seed—Prices on lawn 
seed are higher than last year, with 
white clover seed especially scarce 
and high. 

* & # 

Insecticides—1940 prices on 
insecticides recently have been an- 
nounced, with arsenate of lead, the 
leading volume item, advanced one 
cent per pound. Paris Green and 
some other specialties remain un- 
changed. 

* * - 

Fence Stretchers—Northwest- 
ern Steel & Wire Co., Sterling, II1., 
announced on Feb. 12, effective 
March 1, the first price change 
since 1936 on their Dillon Combi 
nation Hoist and Fence Stretcher. 
Single stretchers are advanced from 
$5.80 each to $6.00 each (dealer 
price), and double stretchers are 
raised from $11.00 to $11.45 each. 
Prices are 75 cents less when or- 
dered without clamps. Quotations 
on repair parts remain unchanged. 

* x * 

Mazda Lamps — Substantial 
list-price reductions on 38 Mazda 
fluorescent and incandescent lamps 
for home, commercial, industrial and 
decorative lighting and high-voltage 
service have been announced by the 
Westinghouse Lamp Division, West- 
inghouse Electric & Mfg. Co., 





PRICES 
REAFFIRMED 


One line anti-freeze compound. 
Paris green. 
Some stove boards. 
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Bloomfield, N. J.. as of March 1. 15 watt, T-8, $1.35; 15 watt, T-12, 


a” In Mazda “F” (fluorescent) lamps $1.65; 20 watt, T-12, $1.85, and 30 
a reductions range from 20 to 40 watt, T-8, $1.70. Twenty and thirty- 
d cents. New list prices are (daylight cent reductions were made on 
F or white): 15 watt, T-8 bulb, $1.15: Mazda Projector and_ Reflector 
15 watt, T-12 bulb, $1.45; 20 watt. Lamps, new lists being—150 watt 
of T-12 bulb, $1.65; 30 watt, T-8 bulb. PAR-38 spot and PAR-38 Flood list- 
ne $1.50, and 40 watt, T-12 bulb, $2.30. ing at $1.40, 300 watt R-40 spot 
y. In blue. green or pink, new list and R-40 Flood listing at $1.70. 
prices range from 20 to 35 cents Mazda Lumiline lamps were re- 
mn less and are now, 15 watt, T-8 bulb. duced from 5 to 15 cents. New 
h $1.25; 15 watt, T-12 bulb, $1.55: lists are 30 watt, T-8 both clear 
“e 20 watt, T-12 bulb, $1.75. and 30 and inside frosted 85 cents; and 
watt, T-8 bulb, $1.60. Declines, for the colored, same type, list at 95 
gold or red “F” lamps were from cents. New lists, 40 watt are—T-8 
n 20-35 cents and now list as follows: clear and inside frosted, 75 cents 
1- 
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and T-8 Clear, 85 cents. New lists 
60 watt are—T-8 clear and frosted 
85 cents and T-8 colored 95 cents. 
The tubular bulb Mazda lamp, 40 
watts, T-8 bulb lists at 85 cents. 
High-voltage service Mazda lamp 
prices were reduced one to 10 cents. 
New lists are: 25 watt, A-19 inside 
frosted and 50 watt, A-21 inside 
frosted now list at 22 cents; 50 watt 
(275v) and 50 watt (300v), both 
with A-2] inside frosted bulbs, list 
at 33 cents and the 100 watt, A-23 
inside frosted list at 31 cents. The 
200 watt, PS-30, clear, lists at 60 
cents, the same in inside frosted 


Blackboard 


By Geographic Regions, for December and Year 1939 


COMPIFED KY THE ¢ 


rOTAI 


*States comprising regions: 


New England—(Conn., Maine, Mass., N. H., R. I., Vt.) 

Middle Atlantic—(N. J., N. Y., Pa.) 

East North Central—(IIl., Ind., Mich., Ohio, Wisc.) 

West North Central—(Iowa, Kan., Minn., Mo., Neb., 
N. D., S. D.) 
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South Atlantic—(Del., D. C., Fla., Ga., Md., N. C., 
S. C., Va., W. Va.) 

East South Central—(Ala., Ky., Miss., Tenn.) 

West South Central—(Ark., La. Okla., Texas) 


Mountain—(Ariz., 
Utah, Wyo.) 


Colo., Idaho, Mont. Nev., N. M., 


Pacific—(Calif., Ore., Wash.) 

















tStock-sales ratios are percentages obtained by dividing the cost value of 
stocks by sales for an identical group of firms. 


type listing at 65 cents. Three hun- 
dred watt, PS-35, clear lists at 
$1.00, the 300 watt, PS-35, inside 
frosted listing at $1.10. New lists 
on 500 watt lamps are: PS-40, clear, 
$1.80 and PS-40, inside frosted, 
$1.90. 
* * 

Sheathing and Building Pa- 
per—Counter to the upward ten- 
dency on roofing prices and on felts 
recently, the leading mills making 
red rosin building paper have worked 
out of their late 1939 rush, and 
their prices are easing. Mid-western 
makers had temporarily withdrawn 
from the market, and for several 
weeks were setting prices only at 
time of shipment. Eastern mills 
raised prices more sharply, and were 
quoting subject to delayed shipment. 
These markets are returning to nor- 
mal, with prices now quoted upon 


‘inquiry, and some $2.00 to $4.00 per 


ton lower than at the peak. 


a * e 


Stove Boards American 
Stoveboard Co., Chicago Heights, 
Ill., on Feb. 20 issued its new cata- 
log and price list of stove boards 
for the 1940 season. Quotations are 
mainly unchanged on American Wal- 
nut paper-lined and square wood-lined 
boards, except that in the latter series, 
No. 80, the 36 inch square boards 
are advanced 25 cents per dozen. On 
oblong wood-lined Crystal boards, 
No. 90 series, there are varied 
changes on the different sizes, rang- 
ing from 50 cents per dozen reduc- 
tion on the smallest size to advances 
of 25 to 50 cents per dozen on other 
sizes. Similar comparisons between 
last season’s prices and the new fig- 
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ures also are noted on American Nu- 
Mode, Majestic, Crystal and Mahog- 
any boards. Last season’s new line, 
the Asbesto-Board, is quoted at un- 
changed prices, and Royal unlined 
boards also are without change. 

* * 

Electric Soldering Irons — 
Stanley Tools, New Britain. Conn., 
makers of the Victor electric solder- 
ing irons for home and service shops 
announce a reduction in list prices, 
effective at once. The Victor irons 
are made in three sizes, as follows: 
No. 420—50 watts, new list price 
$1.50 (old list price $2.00); No. 
435—80 watts, new list price $2.75 
(old list price $3.00) ; No. 450—140 
watts, new list price $3.85 (old list 


price $4.00). The display stand 
which shows one each of the num- 
bers is priced at $8.10 (old price 
$9.00). 

a © * 

Plumbing and Heating—These 
departments have kept up a good 
gain over 1939, and mill prices have 
remained steady. Recent price 
changes have been a five per cent 
decline on cast iron floor radiation 
and a 10 per cent drop on copper 
sweat fittings; but a one point ad- 
vance on copper and brass pipe— 
the latter on Feb. 20. 

* e * 

Wall Box Kitchen Vent Fan— 
Effective Feb. 1,-Signal Electric Mfg. 
Co., Menominee, Mich., announced 
a price reduction on its V-50 wall 
box kitchen vent fan. The new list 
price is $21.50. The price had been 
$24 ever since this 10-in. vent fan 
was introduced. 

o & am 

Lawn and Garden Accessories 
—In hand garden tools, colored han- 
dles are proving popular, and are 
increasing sales. Demand is heavy 
for the “golf-club” type of grass cut- 
ters. 

Garden hose prices are holding 
firm. ‘“Hold-out” buyers seem will- 
ing to order now without further de- 
lay. 

* * a” 

China, Glass, Pottery—Sales 
of American offerings in the china, 
glass and pottery fields, gained 19 
per cent in January, as compared 
with the same month last year, al- 
though a number of factories had 
booked to capacity on earlier busi- 
ness and were unable to take further 
orders during the month. 
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** Collection percentages are obtained by dividing the collections on accounts 
during the month by accounts receivable outstanding at the beginning of 
that month for an identical group of firms. 
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Test This Sensational NEW 


It Cuts Like Magic— 
Will Sell ltself to You 
and Your Customers. 






MIRACLE 


GRASS SHEAR 


We will mail a sample shear to any dealer upon the 
receipt of the wholesale price of $1.00 postage pre- 
paid. The shear can be returned after inspection, 
and your dollar, plus postage, will be immediately 
returned. 















PROVE OUR CLAIMS FOR THE MIRACLE... 
Revolutionary New Basic Design 
Makes It— 
1—Easiest working shear. 


2—Regardiess of conditions, biades 
cannot stick shut. 


3—Cuts finest grass or toughest weeds. KEISER MFG. Co. 


4—WNo spring or rivet pressure on blades. 
Blades, extra long, oil hardened, For 50 Years Leading Makers of Quality Grass, 


hollow ground, full polish. Sheep, Horse and Hedge Shears 


READING, PENNA. U. S. A. 


lf your jobber 
cannot supply 
you, write us. 


Guaranteed by manufacturer and jobber 





Get This DISPLAY RACK Free 
Make More Sales and Bigger Profits on 


PRO-TEX PADS 


@ The new PRO-TEX Pad sales-maker is ready to go to work for 
you! It will boost your sales and profits. In your window, on a 
counter or on the floor, it will sell PRO-TEX Pads! 

36 inches high. Printed in red and black on a bright yellow back- 
ground. Features one Pad of each size. 

Illustrations on the side panels show many of the 101 uses for 
PRO-TEX Pads . . . telling women how and where and why to use 
this popular product. So just set up the display ... and PRO-TEX 
Pads will actually sell themselves. 











DUTCH TULIP Pattern No. 1 

DT (2 colors) — The first More Popular Than Ever! 

time any stove and table Last year these metal-and-asbestos Pads set 

pad has been so attrac- new sales records for dealers everywhere. 

tively decorated in more Every housewife wants them — and the low 

than one color! Available prices make it possible for her to buy as many 
Used on stoves, tables, refriger- 


in white-and-red or green- as she needs. 
and-red. Four standard ators—wherever surfaces must be protected 


sizes—I18" x2 20", 14” x 17”, against heat and scratches. Now, with the 
8%” wz 90”, 7" 27”. smart 1940 patterns, PRO-TEX Pads are reach- 
ing new heights of popularity! 


Ask your jobber how to get the 











COFFEE CUP Pattern No. 

cc (1 color) — Glorifying free Display Rack. He will also 

the American kitchen! Al- give you prices, illustrated circu- 
lars and free samples. Or write di- 


ready this smart new pat- 
tern is making a hit with 


housewives from Coast to 
Coast. Choice of red, green, 
black or blue. Four stand- 
ard sizes—I18" x 20”, 14” =x 
17”, 8%” zw 20”, 7” xz 7”. 
(sive svatie swe nisin = MIETAL PRODUCTS CO. 


egestas 5800 KINSMAN RD. CLEVELAND, OHIO 


ing nickel plate.) 


rect to 
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SALES OF 1,908 INDEPENDENT HARDWARE DEALERS 


States by regions 


New England 
Connecticut 
Maine 
Massachusetts 
New Hampshire and Vermont 


Rhode Island 


Middle Atlantic 
New Jersey 
New York 


Pennsylvania 


East North Central 
Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


West North Central 
Iowa 
Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 


South Atlantic 
Delaware 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


East South Central 
Alabama 
Kentucky 
Mississippi 
Tennessee 


West South Central 
Arkansas 
Louisiana 
Oklahoma 
Texas 


Mountain 
Arizona 
Colorado 
Idaho 
Montana 
Nevada 
New Mexico 
Utah 
Wyoming 


Pacific 
California 
Oregon 
Washington 


TOTAL 


Chicago, Illinois 
Los Angeles, California 
Portland, Oregon 

St. Louis, Missouri 

San Francisco, California 
Seattle, Washington 


seeeeeee 








January, 1940 


IN UNITED STATES 





Dollar Sales Reported 


Percentage Change 








Number Jan., 1940, from 
of Firms Jan., Dec., Jan., Jan., 
Reporting 1939 1939 1940 1939 
91 +13.2 —37.4 573,292 506,633 
12 + 9.6 —32.4 47,483 43,339 
ll + 98 —39.6 35,047 31,914 
47 +122 —39.5 283,544 252,812 
14 iz} —45.5 110,958 98,962 
7 +20.9 —16.4 96,260 79,606 
217 +14.3 —42.9 742,660 649,720 
10 +27.7 —50.6 42,768 33,490 
26 +17.3 —40.7 70,868 60,436 
181 +13.2 —42.5 629,024 555,794 
183 +16.5 —45.5 1,476,956 1,268,188 
126 +18.5 —40.8 376,001 317,253 
58 + 2) —48.3 186,472 182,638 
19 +255 38.3 177,892 141,744 
146 +17.9 48.3 419,556 355,829 
104 +17.1 —48.5 317,035 270,724 
342 : 22 —45.4 599,594 613,030 
82 13.0 —45.2 183,885 211,244 
84 - 5.6 —44.7 105,807 112,120 
29 +18.9 49.4 89,539 75,292 
77 + 4,2 —42.3 141,957 136,202 
53 - 38 47.0 58,574 60,912 
1] +15.4 —4A1.8 14,299 12,389 
t 
85 + 13 —22.9 449,240 443,497 
* 
25 +13.5 - 8.2 186,576 164,416 
25 18.4 34.8 91,223 111,783 
* 
6 +28.2 22.8 18,418 37,779 
y +14.4 —22.3 62,726 54,852 
10 24.4 34.1 43,314 57,302 
* 
38 - 7.0 38.6 141,034 151,727 
16 - 4.6 —28.2 61,607 64,611 
11 - 0.7 4.5 34,928 35,158 
te 
9 15.1 —46.0 41,624 19,024 
142 - 3.7 33.6 543,615 564,764 
20 - 7.0 39.7 73,522 79,030 
6 +10.1 41.5 28,724 26,088 
4] 92 / 50.0 106,563 117,328 
75 ye 23.0 334,806 342,318 
116 + SS —31.4 592,882 561,483 
19 1.7 — §.7 248,114 252,354 
31 + 18 M9 90,324 88,697 
22 +19.] -39.6 71,801 60,299 
26 + 7.9 478 103,542 95,963 
> 
: othe cae 
* 
& 
394 + 5.6 —30.5 1,606,098 1,521,260 
307 + 15 —34.9 1,106,464 1,090,467 
39 +12.7 —21.0 216,379 191,978 
48 +18.6 —16.1 283,255 238,815 
1,908 + 7.1 —37.9 6,725,371 6,280,302 
16 + 9.6 —34.3 37,511 34,220 
18 + 0.2 21.3 206,267 205,778 
13 0.0 -13.4 39,244 39,261 
16 + 73 47.9 23,398 21,804 
31 + 2.0 —46.0 102,380 100,328 
1] +13.0 — 3.4 121,960 107,924 


Dec., 
1939 


915,824 
70,229 
58,037 

468,904 

203,501 

115,153 


1,300,929 
86,554 


119,497 
1,094,878 


2,711,708 
634,934 
360,572 
288,505 
812,137 
615,560 


1,097,825 
335,799 
191,504 
176,816 
245,996 
110,535 

24,574 


582,782 


203,302 
139,856 


62,708 
80,775 
65,736 


229,712 
85,781 
62,925 


7,110 


818,857 
121,974 

49,065 
213,187 
434,631 


864,213 
263,207 
164,055 
118,969 
198,353 


2,311,188 
1,699,782 
273,788 
337,618 
10,833,038 
57,121 
262,020 
45,294 
44,918 
189,572 
126,209 





*Note while stores from these states are included in grand total, figures for these states are not shown on this chart be- 
cause of insufficient data. Compiled by Bureau of the Census, U. S. Department of Commerce. 
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Looking 
for a 
Hardware 


Store ? 


HE place to find it is 

under the heading of 
Business Opportunities in 
the Classified Opportun- 
ities Section of the regular 
issues of Hardware Age. 


By watching the for-sale ads 
you'll be reasonably sure to 
secure a good paying busi- 
ness at a fair price or better 
still, let the trade know the 
kind of a store you are look- 
ing for. 


HARDWARE AGE 


Classified Opportunities Dept. 
239 West 39th Street 
New York City 





He drops crumbs 
from coast to coast... 











yee oe 
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... Dut gosh, how he 
helps you pick up sales! 


HE’S PROBABLY the world’s champion crumb 
dropper. 

Because he’s the main character in one of 
Bissell’s famous national ads. And those ads find 
their way into more than 19,000,000 homes the 
land over! 

Moreover, those same Bissell ads are read by 
five times as many women as the average ads of the 
same size in the same publications in which they 
appear.* 

Each one of these ads is a hard-hammering 
sales message, calculated to make women come 
to your store and ask for a Bissell Carpet Sweeper. 
And it isn’t hard to figure out how successful they 
are when you realize that women buy more 
Bissells than they do all other makes of sweepers 
combined! 

Are you getting the most you can out of this 
tremendous sales support that goes with Bissell 
Sweepers? Display your Bissells prominently and 
you'll find that you sell more sweepers! 

(*From actual survey figures, over a 5-year period.) 


BISSELL 


The world’s fastest-selling 
carpet sweeper! 


















GUARANTEED 
5S YEARS neh 


IT SWING 


West Virginia Condemns Government 


Interference in Business 


“W 
E are deeply con- 


cerned with the growing policy of 
both State and Federal government 
becoming more and more injected 
into private business. We sincerely 
feel that private business should be 
given the opportunity to carry on 
with complete freedom, and stand 
convinced that a complete separa- 
tion of all government from private 
business will be for the better.” 

This was the principal resolution 
passed at the 34th annual conven- 
tion of the West Virginia Hardware 
Association, held at the Hotel Fred- 
erick, Huntington, W. Va., Feb. 21 
and 22. 

The convention, asserting that “the 
existing situation with regard to the 
retail price on metallic ammunition 
and shotgun shells is most unsatis- 
factory to the dealer,” in a second 
resolution requested the manufac- 


HERE’S YOUR NO-LOSS LEADER 












Made Under the Exclusive 
Dazey Patents 





Left to right: Allen Hamner, Jr., Buckhannon, president; H. A. Con- 
way, Beckley, vice-president; H. B. Clower, secretary and treasurer, 
and H. T. Francis, Grantsville, retiring president. 


turers to establish a retail price 
under the Fair Trade Law of West 
Virginia that will provide a reason- 
able and satisfactory margin of 
profit. Copies of this resolution are 
to be forwarded to the manufactur- 
ers, jobbers and wholesalers. 

Other resolutions expressed the 
association’s thanks to the city and 


FOR HARDWARE’S OPEN HOUSE 








THE AMAZING NEW 


DAZEY De Luxe 
CAN OPENER 


If you want to reap the 
biggest possible profit 
and the most permanent 
good from NATIONAL 
HARDWARE OPEN 
HOUSE give special pref- 
erence in displaying and 
advertising the kind of 
specialties everyone 
knows about and wants. 
That, of course, means ex- 
tra special prominence for 
DAZEY KITCHEN 
HELPS as no other hard- 


ware line is so widely known and universally 
wanted. Leading that line is the NEW DAZEY 


a DE LUXE CAN OPENER—a phenomenal value 
. because it still sells at the old price although 
tremendously improved. So be prepared; check 


Se. ad 
Sh, === =P 
/ - 
NGs To ETHER SIDE 
OUT OF WAY 
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your Dazey stocks now and—ORDER FROM 
——_ YOUR JOBBER TODAY. 


DAZEY CHURN & MANUFACTURING COMPANY 
Dept. C-195, Warne & Carter Aves., St. Louis, Mo. 





various individuals who contributed 
to the convention’s success. 

Allen Hamner, Jr., of Buckhan- 
non, was elected president of the as- 
sociation, succeeding H. T. Francis 
of Grantsville. Other officers named 
were: Henry A. Conway, Beckley, 
first vice-presendent; Paul Meyers, 
Clarksburg, second vice-president; 
H. B. Clower, Oak Hill, secretary- 
treasurer. 

Speakers at the convention, while 
deploring government interference, 
voiced optimism over business pros- 
pects for 1940. Typical of such ad- 
dresses was that of the retiring 
president, H. T. Francis, who said: 


“The hardware business is a fas- 
cinating business not subject to the 
many changes that come to other 
classes of retailing, and I believe the 
future is bright for 1940. The war 
is the most uncertain situation for 
the retailer and should be watched 
closely as it affects price rise and 
decline in 1940. I am convinced that 
business will eventually get back to 
its regular channels and that the 
hardware dealer will get the share 
of it that he deserves.” 


Mr. Francis suggested modern 
merchandising methods with a well- 
coordinated plan of advertising as a 
means of aiding the hardware re- 
tailer to regain his competitive posi- 
tion. 

Allen Hamner, Jr., the president- 
elect, asserting that the association 
must have a greater percentage of 
members in 1940, said this would 
be’ one of the objectives of his ad- 
ministration. 

“What would it mean if the 40,000 
or 50,000 hardware dealers through- 
out the United States were members 
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of one organization, and were all 
pulling together to better condi- 
tions? 

“If this were the case, think what 
it would mean in helping direct the 
policies of manufacturers and whole- 
salers. Think of the buying power 
such an organization would possess, 
a combination far in excess of any 
syndicate or mail order house in 
this country today. Furthermore, 
every other branch of business is 
organized, including labor.” 

William R. Lunk, commercial 
counselor of the Monongahela West 
Penn Public Service Corp., Fair- 
mont, W. Va., discussed the evolu- 
tion of modern merchandising meth- 
ods, asserting this to be a major 
problem to the present-day mer- 
chant. 

Other convention speakers were 
Charles E. Hodges, managing direc- 
tor, Charleston Chamber of Com- 
merce; James C. Fielding, Charles- 
ton; Glendon Hackney, editor 
Hardware Retailer and national rep- 
resentative; P. W. Sellen, sales man- 
ager, Hardware Mutual Insurance 
Co. of Minnesota, Minneapolis; B. 
M. Hiatt, sales manager, The Irwin 
Auger Bit Co., Wilmington, Ohio, 
and Arthur F. (“Art”) Briese, 
humorist. 


Outside Competition 


OCAL license requirements -are 
not always effective to protect 
home town business men from out- 
side competition. A salesman can 
“work” a town, deliver goods there, 
and safely ignore the town’s license 
ordinances, provided he can show 
that his business is interstate. 

There a door-to-door salesman 
was convicted of violating a city or- 
dinance requiring such salesmen to 
obtain a city license. He appealed 
his conviction, which was set aside 
on the ground that he was engaged 
in interstate commerce and hence 
not subject to a city tax or license. 

The salesman lived in Minnesota 
and took orders in a city of that 
state for future delivery of goods lo- 
cated in Wisconsin. The goods were 
shipped by railroad from Wisconsin 
to the salesman, who opened the 
original shipping cases and placed 
the goods on shelves in his home. 
Then he would place the goods in a 
truck, deliver them to his custom- 
ers and collect for them. 

This method of doing business, 
said the court, was “interstate com- 
merce” and therefore could not be 
“burdened” by making the salesman 
pay a city license tax. 
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UF KIN 
CHROME FACE STEEL TAPES 





CHROME FACE — The new 
and most practical Steel Tape 
ever made is now on the 
market. An accurate steel 
tape built up by Chrome 
plating, it combines the easy- 
to-read features of jet black 
markings on satin-chrome 
background, with a durability 
far exceeding anything yet 
developed in a steel tape. 


Look at these features. Then 
judge for yourself what a 
“seller” this item will be. 


FEATURES 
Easy-to-read markings 
that are durable 
Metal throughout 
Satin Chrome Face 
Jet Black Markings 
Resists Rust 
Extra strong 
Easy to clean 
Will not crack, chip , 
or peel. 





AVAILABLE IN TWO STYLES 
Both in 25, 50, 75 and 100 foot lengths. 


“Leader” The Popular Priced tape in an attractive 
and durable black imitation leather case. 


“Anchor” Genuine leather case, mahogany color, 
hand stitched. 


This attractive display furnished FREE with order 
for one 50 foot “Leader:’ Say “With Display Easel:’ 





YOUR JOBBER HAS CHROME FACE TAPES IN STOCK 


NEW YORK = THE JUFAIN fOULE (0. <1028190 Foton 
i L-afavettecta WINDSOR, ONT 


SAGINAW, MICHIGAN 


TAPES — RULES — PRECISION TOOLS 








. 
Profitable 
Items That Your 
Customers Want! | 
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Screen Door Grilles 


ae Practical 





















































It has Eye and Purse 

it’s different! It has ev- 
Appeal erything — beauty, serv- 

ice, price and simplicity 
of installation. Ornamental uprights re- 
movable or adjustable. Furnished in 
black enamel or antique brass finish, 
24-in. or 36-in. height, ready to install. 


INSTALLED IN 5 MINUTES 
BY ANYONE 


IMPROVED = 


ADJUSTABLE The new, improved Nu- 


WAY Grille has end- 


+ 
NOCUTTING Which Suows “maximum 


ADJUST gy ng bh ot Ae 
the most inexperienced 

END CAPS Retest, "ies Munusy 
bt wl OP 


cutting of cloth. Outlasts 


SCREWS any screen door. 
NU-WAY PUSH GRILLES 


Mex rors) 


New ond improved with ends offset to permit 
attaching on screen side, or for snug fit 
against screen from inside. Exceptionally 
attractive, substantially constructed for per- 
manent service. All standard sizes. Black 
enamel or antique brass finish. 


NU - ART Numbers, Letters 
> Stamped-Cast ¢ 


All sizes, for every 
interior and exterior 
purpose. Brass, 
bronze, stainless steel, 
aluminum. 


MACKLANBURG-DUNCAN CO. 


OKLAHOMA CITY, OKLA. 
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Opposition to Chains 
at Intermountain 





Officers and directors, left to right, front row: G. A. Bartel, Aberdeen, 


Idaho; Axel Hedlund, Idaho Falls: 


E. Bell, Boise, secretary treasurer; 


J. Carl Baldridge, Boise, vice-president; Carl H. Butler, Caldwell, Idaho, 

president; C. A. Harris, Rexburg, Idaho, retiring president. Rear row: 

J. A. Anderson, Weber, Utah; R. C. Parks, Magna, Utah; L. V. Morgan, 

Twin Falls, Idaho; E. L. Ames, Salt Lake City, Utah; William Reed, 
Ririe, Idaho, and Joe Broyles, Shoshone, Idaho. 


l \ portion of a pro- 


gram for a firm stand against na- 
tional chain store operations, govern- 
mental aid to cooperatives and so- 
called illegitimate sales channels, 
keynoted the three-day convention of 
Intermountain Association of Hard- 
ware arid Implement Dealers and 
delegates from allied trades at the 
Bannock Hotel, Pocatello, Idaho, 
‘eb. 14-16. 

Delegates from Oregon, Nevada, 
Utah, Wyoming and Idaho were 
present to hear addresses by George 
S. Eccles, of Ogden, president of 
the First Security Bank of Utah; 
H. L. Covert, secretary of the Na- 
tional Federation ‘of Implement 
Dealers’ Associations, of Abilene, 
Kan.; William H. Guild, Salt Lake 
City, Utah, general manager of the 
south central district of the Union 
Pacific Railroad, and discussions of 
various programs, including imple- 
ment, hardware, electrical and paint 
problems confronting dealers. 

Addressing delegates on recent 
legislative enactments benefiting the 
hardwaremen, possible future legis- 
lation and suggested methods of ob- 
taining favorable legislation, F. M. 
Bistline of Pocatello, representative 
from Bannock County and Demo- 
cratic majority leader in the 1939 
Idaho state legislature. suggested “a 
little state NRA” would be the solu- 
tion to their problems. 

“A suggestion I would make for 
possible future legislation would be 
the passage of some law that would 


give recognition to your present or- 
ganization, and grant it powers to 
formulate codes of fair competition, 
or which would permit organizing in 
respective territories for that pur- 
pose. In other words, a little state 
NRA.” 

John Longden, assistant sales 
manager of Westinghouse Electric 
Supply Company, Salt Lake City, 
Utah, said sales of electrical appli- 
ances may be separated into three 
fields. 

“These are the virgin, replace- 
ment and new products markets. 
The virgin market includes the per- 
centage of people that have not been 
sold some piece of electrical appli- 
ance; the replacement, those that 
have been sold but will buy again 
because of new styling and features, 
and the new products market is 
made up, as the name suggests, of 
newly developed appliances.” 

Accepting unanimously the men 
indorsed by the nominating commit- 
tee, the delegates elected Carl H. 
Butler of Caldwell, Idaho, as presi- 
dent, succeeding C. A. Harris of 
Rexburg, Idaho; J. Carl Baldridge 
of Boise as vice-president, and direc- 
tors J. G. Conley, Caldwell; George 
P. Smith, Wendell, Idaho; L. V. 
Morgan, Twin Falls, Idaho; G. A. 
Bartel, Aberdeen, Idaho; E. L. Ames 
of Salt Lake City; Axel Hedlund, 
Idaho Falls; William Reed, Ririe, 
Idaho; R. C. Parks, Magna, Utah; 
J. A. Anderson of Heber, Utah, Joe 
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and Co-ops 
Meeting 


Broyles, Shoshone, Idaho, and Mr. 
Harris. 

Election of a secretary-treasurer, 
to succeed E. Bell of Boise, Idaho. 
will come before the initial meeting 
of the board of directors. 

Carl H. Butler, newly elected 
president of the Intermountain 
group, stated in the highlight speech 
of the convention, that the associa- 
tion contemplates becoming the 
spearhead in the intermountain re- 
gion against “vicious trade practices 
undermining sound principles of 
individual enterprise,” said the as- 
sociation will seek legislative aid in 
combatting the alleged national 
chain store evil to place it on a “fair 


competitive basis” with independent 
store operation. 

George S. Eccles, addressing dele- 
gates on the business and financial 
outlook for 1940, declared, “Pros- 
pects for a good business year are 
generally promising, but it would be 
folly to curtail government expendi- 
tures in the hope that private indus- 
try would absorb the unemployed.” 

H. L. Covert, Abilene, Kan., out- 
lined an enlarged program that 
would make for more revenue to 
increase and broaden activities of 
the national group. The goal of the 
central body will be placing of the 
national and all state and regional 
associations upon a full time basis. 
Both are needed to complete the 
picture if we are to operate with 
maximum efficiency. 

W. H. Guild of Salt Lake City, 
Utah, addressing the convention 
delegates on “A Part of Your Busi- 
ness,” asserted “that the primary 
purpose of business should not be 
to make money, but to serve. Ser- 


vice to humanity, or to use its popu- 
lar equivalent, service to the public, 
is a real test that must be applied 
to determine whether a_ business 
justifies its existence.” 

C. A. Harris of Rexburg, Idaho, 
retiring president, in summarizing in 
a broad statement the ideas and 
plans put forward during the con- 
vention, said “American business 
system has been built upon an or- 
derly process of manufacturing and 
distribution. Certain practices which 
tend to disturb this normal flow of 
business through legitimate channels 
have grown, and if not corrected. 
will eventually plunge the whole sys- 
tem into a chaotic condition and re- 
act to the detriment of manufac- 
turers and distributors.” 

Mr. Butler disclosed the Inter- 
mountain Association will probably 
assemble again in Pocatello for the 
1941 sessions, as next year will be 
an Idaho legislative session. How- 
ever, he said the governing board 
has yet to act on that question, as 
well as dates of the next conclave. 


LOOK Tas 2 HY-LO Vacuum Bottle 
Yours NO CHARGE with 


ij 


Sy! this Special Open House'liss 


This Special fast-selling assortment of “al 


Cumont 


at oi 


ia 





popular numbers, consists of 9-Pint Hy-Lo Vacuum Bottles, 4-Quart Size 
Hy-Lo Vacuum Bottles, and 6-Hy-Lo Lunch Kits, with 1-Pint size Hy-Lo Vacuum Bottle included without charge — cost 
only $15.02 and sells quickly for $23.20 yielding the nice substantial profit of $8.18 or 55% on your investment. 


¢ ORDER THRU YOUR JOBBER AT ONCE * 


or write direct to us for full details and name of your nearest Jobber who can supply you. 


ALADDIN INDUSTRIES, INC., 223 W. Jackson Boulevard, CHICAGO, ILL. 
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Write for 


© Preferred by 
Your Customers 

© Profitable for 
You 





Expert workmen demand the 
best in tools. When they ask 
for pliers, sell them Kleins — 


Tool Guide backed by 83 years of genuine 








1382 


No. 39 craftsmanship. Kleins “since 
1857” make new customers and 
hold old ones. They add to 
your profit and prestige. It pays 
to have them in stock. Ask 
your jobber. 


Mathias KIEIN & Sons 
 Fusbleched 189 Chap US 


3200 Belmont Avenue, Chicago, Illinois 





Missouri Convention 


(Continued from page 94) 


| urged dealers to participate in Na 
| tional Hardware Open House. At 


the final session Mr. Gilbert said 
that propaganda has put the retail 
hardware store “where we think we 
are today.” He said consideration 
is being given as to a fall merchan- 
dising campaign for the hardware 
trade and that it is hoped there will 
be four of these promotions each 
year to make the hardware business 
more profitable. 

In speaking on the “Value of Dis- 
play in Merchandising” Irwin E. 
Douglas, executive secretary, Na- 
tional Hairdressers and Cosmetolo- 
gist Association, said it doesn’t make 
any difference what you are doing 
in your industry or what “we're 
doing in my industry as we are both 
selling merchandise.” There are 
four steps in selling; getting atten- 
tion, creating interest, showing your 
product and showing what your pro- 
duct will do. Dealers must create 
problems for their customers and 
then solve those problems. Display 
is the foundation of today’s mer- 
chandising with the type and quality 
of the display determining the type 
of merchandising a dealer does. 

W. C. Stoner, St. Louis, branch 
manager, Whiting Corp., suggested 
that dealers taking on additional 
lines give thought as to who does the 
buying. Women, who spend the 
greatest percentage of the money 
earned in this country are first 
attracted by the eye appeal of mer- 
chandise, then its utility and then its 
price. Consider, when adding new 
lines, what the market is for the 
city versus the counfry. he suggested. 
Mr. Stoner favored giving appliance 
salesmen salary and commission in- 


| stead of straight commission, as a 


dealer has more control over a sales- 


| man on a salary and commission 





plan. Consistent advertising and 
regular promotions are needed in 
merchandising appliances. The hard- 
ware store is a good outlet for appli- 
ances because it has the good will 
of the community and _ financial 
stability. 


Officers Elected 


Oscar Busch, Union, Mo., one of 
the oldest members of the associa- 
tion. and a past president, was in- 
troduced at the Thursday meeting. 
at which his son G. O. Busch was 
elected president, succeeding H. E. 
Brown, Trenton. H. C. Mell, Farm- 
ington, was elected vice-president. 


J. W. Giesler. St. Louis, treasurer 
and L. C. Kreh. St. Louis, secre- 
tary. were reelected to those offices. 
E. E. Wachter. St. Louis, and 
Adolph Riggs. Jr.. Kennett. were 
reelected directors. Carl Hanneke. 
St. Louis, was elected to fill the un- 
expired term of Mr. Mell. Other 
directors are: R. E. Williams, 
Silex; Milo H. Walz, Jefferson City, 
and Claude Rathbone, Springfield. 
F. X. Becherer, is Greater St. Louis 
representative. The nominations 
committee was headed by George C. 
Eberlin, Hermann. 


Resolutions 


Resolutions thanked exhibitors for 
their cooperation and dedicated the 
1940 convention to the late B. H. 
Gude. The resolutions committee 
was headed by G. O. Busch, Union. 
A motion was passed to appoint a 
committee of five men from Greater 
St. Louis to relieve the secretary of 
the responsibility of planning the 
association’s next annual exhibition. 

George Roeder was chairman of 
the entertainment committee while 
Mrs. B. H. Gude, Kirkwood, headed 
the ladies’ entertainment committee. 
A dance was held Tuesday evening 
at the Municipal Auditorium and 
the annual banquet took place 
Wednesday evening at the Auditor- 
ium. On Tuesday the ladies attended 
a luncheon as guests of Simmons 
Hardware Co., St. Louis, whole- 
salers. On Wednesday visits were 
made by the ladies to the city’s 
police headquarters .and to the 
Union Electric Co. of» Missouri. 
Thursday morning they visited the 
Shapleigh Hardware Co., St. Louis, 
wholesalers, later attending a lunch- 
eon and card party at the Missouri 
Athletic Association as guests of the 
Missouri Retail Hardware Asso- 
ciation. 


Cows on Display 


At a recent dairymen’s conven- 
tion, held at Sheboygan, Wis., sev- 
eral stores actually put prize cows 
on display in their main windows, 
in honor of dairying. These dis- 
plays drew considerable attention 
with crowds lining the sidewalks 
to see the cows and read the 
numerous placards in the win- 
dows. 
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Tucker’s Fish-N-Float is a proven 
popular item for men who like to fish. 
Made of heavy canvas with tube. 
Light, compact, convenient, and prac- 
tical. Three sizes for small, medium, 
and large men. Stock it and demonstrate it. You'll 
make friends and profits. 








FOLDING CUSHION SEAT 
For Boats & Ball Games 


Sturdily made of hardwood, covered 
with colorful pads, this Backrest sells 
on sight. Folds flat, is easy 
to carry. Priced for good 
profit and quick sales. 
















TUCKER’S FOLDING CHAIRS 
ALWAYS IN DEMAND 


Model 90 illustrated at left, is 
one of several dozen styies of 
Tucker’s modern folding 
chairs. Low price makes this 
one of our most popular sell- 
ers. Complete line illustrated 
in our new 1940 catalog. 








COTS IN ALL SIZES AND PRICES 


Well con- 
structed. At- 
tractive. Fast 
sellers. Write 
for prices. 





Juvenile Furniture — Tables — Chairs — Blackboards — 
Hobby Horses — Rocking Chairs — High Chairs — Beds — 
Ironing Boards — Write for descriptive literature. 


/ 
UCROT WWEK AND RUBBER COMPANY © 
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THE NEW 


JACOBSEN 


LAWN QUEEN 


There is a growing demand for power mowers among 
town, suburban and country homes, and here is a mower you 
can sell at a fair profit, with she full knowledge that its 
performance will be a credit to you. 

The lowest-priced power mower Jacobsen ever built, yet 
it has that excellence which has given Jacobsen a world-wide 
reputation for fine power mowers. A boy or girl can oper- 
ate it, and get a thrill out of doing it. 

The Lawn Queen is built throughout as a ‘power mower by 
the world’s foremost power-mower engi- RETAIL PRICE 
neers. Automatic Safety Drive Single-Plate F.0.B. RACINE 


Dise Clutch, 20-inch adjustable Bearing 
Reel, a Jacobsen motor with only 3 major $ 50 
moving parts and other high grade fea- 


tures assure many years of fine service 
with a minimum of attention and care. 


NEW JACOBSEN POWER ROLLER 


Eliminates the back-breaking work of using a hand 
roller on putting greens, bowling greens, tennis courts, 
new and developed lawns. Keeps turf in smoother, healthy 
condition. May be had with turf slicer that aerates the sod. 











Let Jacobsen prestige help you take advantage 
of the swing to power mowers. Write for litera- 
ture and details of our dealer plan. 


| JACOBSEN MANUFACTURING CO. 


775 Washington Ave., Racine, Wis. 


| 
| 
a | There’s a Jacobsen Power Mower for Every Job! 
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+ Presented by 

Conco for Na- 
tional Hardware Open House. Two com- 
binations of best-selling Frigidette and 
Conventional models. Combined they 
earn a profit of $26.32 on a $48.72 invest- 
ment. No order limit. Colorful display 
material free. 





ectri¢ 
Figiaette 

















sole- action 
Tepigicette 


HOUSE 


EARNS YOU $15.27 















































Pa Dealer Dealer 
FRIGIDETTE UNITS Selling Cost 
{ee} Price Price 
bea | One 2-at. T. Action $ 5.25|$ 3.50 
a] Two 4-qt. T. Action 14.50 9.66 
One 2-qt. S. Action 4,49 3.00 
One 4-qt. S. Action 5.49 3.67 
One 2-qt. Electric 11.95 7.97 
eis | TOTALS: Six units $41.68 $27.80 
fovad Less Discount of 5% 1.39 
=< Total Cost Delivered $26.41 
[=] 
[> =< 
L= 
= 
od 
t= 
P< 
So 
— 
<x Dealer Dealer 
A CONVENTIONAL UNITS Selling Cost 
Price Price 
One 2-qt. Husky $ 3.291$ 2.20 
8 Two 4-qt. Huskies 8.58 5.70 
One 6-qt. Husky 6.49 4.33 
Ss Six 2-qt. Zephyrs 6.00 4.50 
Six 2-qt. Husky, Jrs. 9.00 6.75 
TOTALS: Sixteen Units $33.36 $23.48 
Less Discount of 5% 1.17 
Total Cost Delivered $22.31 














Free Display Material 


Colorful, eye-catching display 
material is yours with each ship- 
ment of either Conco Deal. Helps 
sky-rocket your Conco sales and 
profits. 


ORDER THROUGH YOUR JOBBER 


C 0 N C ENGINEERING 
0 WORKS 
Division of H. D. Conkey & Co. 
North Avenue, Mendota, Illinois 
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Virginia Opposes 


Cooperatives 


Left to right: 
G. T. Omohundro, 
Jr.,secretary- 
treasurer; J. M. 
Reynolds, presi- 
dent, and C. L. 
Boyce, retiring 
president. 


icinbesies 


cooperatives and manufacturers di- 
verting trade from the retail hard- 
ware merchant took a verbal trounc- 
ing from speakers at the Virginia 
Retail Hardware Association conven- 
tion held at the Hotel Roanoke, 
Roanoke, Va., on Feb. 20-21. Hard- 
ware dealers were also told to put 
more showmanship in their sales 
promotion by Harry D. Kaiser, 
Philadelphia, Pa., a director of the 
National Retail Hardware Associa- 
tion. The opportunities for personal 
contact and service still hold con- 
sumers for the independent mer- 
chant, Mr. Kaiser asserted. 

A. H. Morrill, president of the 
Kroger Grocery and Baking Com- 
pany and the Piggly-Wiggly Cor- 
poration, was the next speaker. He 
emphasized the need of effective 
sales promotion and predicted a 
$1,000,000,000 increase in retail 
trade in the United States in 1940. 

J. M. Reynolds, of Norfolk was 
elected president of the association 
to succeed Clinton C. Boyce of 
Portsmouth and Danville Va. was 
chosen by the executive committee 
as the 1941 convention city. Other 
officers named were J. E. Matthews, 
Galax, vice-president, and George T. 
Omohundro, Jr., Scottsville, secre- 
tary-treasurer. John Murrill, Coving- 
ton, and C. W. Cleaton, South Hill, 

















were named to the executive com- 
mittee, succeeding A. L. Lorraine, 
Richmond, who retired, and Mr. 
Matthews, who moved up to the vice- 
presidency. 

The taxing of cooperatives, a vital 
question in Virginia with the Gen- 
eral Assembly now in session, was 
discussed by Frank J. Sherertz, sec- 
retary-manager of the Roanoke Bet- 
ter Business Bureau. 

“Cooperatives, as they now exist,” 
Mr. Sherertz asserted, “do so at the 
expense of other business.” He 
added that cooperatives enjoy the 
privileges of retailing merchandise 
without the encumbrance of the 
many taxes imposed on regular busi- 
ness houses and that the discrimina- 
tion was unfair to retail merchants. 

In an impromptu address William 
N. Neff, Abingdon, and a member of 
the Virginia House of Delegates. 
said he agreed “almost wholly with 
Mr. Sherertz.” Following Mr. Neff’s 
short talk he received a vote of 
thanks from the convention. 

The convention also approved at 
its final session a suggestion by the 
legislative committee that the Gen- 
eral Assembly be informed by mem- 
bers of the association of their de- 
sire that cooperatives be placed on 
the same tax basis as other retail 
merchants. 
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Manufacturers, particularly paint 
manufacturers, who undersell the re- 
tailer in his own territory were hit 
by John F. Small, of Norfolk. One 
such manufacturer won a city con- 
tract in Norfolk which he had filled 
for several years, Mr. Small said, 
with a bid which other manufactur- 
ers admitted was below cost. 

Mr. Sherertz, Mr. Small and 
Thomas J. Surface, Roanoke attor- 
ney and associate editor of the 
Commercial Law Journal of Chicago, 
were speakers at the first afternoon 
session of the convention on Tues- 


day, Feb. 20. 


Extra Profit Selling 


Speakers at the opening morning 
session were Kenneth O. Bates, as- 
sistant general manager, floor divi- 
sion, Armstrong Cork Company, 
Lancaster, Pa., who talked on “Ex- 
tra Profit Selling” and B. M. Hiatt. 
sales manager, The Irwin Auger Bit 
Company, Wilmington, Ohio. Mr. 
Hiatt told the convention about 
plans for National Hardware Open 
House, the national sales drive to 
be staged by 10,000 hardware deal- 
ers throughout the country from 
April 25-May 4. 

Personal testimonials printed in 
HarpwareE AGE were used by Mr. 
Kaiser in his address the second day 
of the convention to bring home to 
the hardware man how damaging 
or valuable word-of-mouth advertis- 
ing is. Competition in earlier days 
was void of the psychological and 
eye appeal of the present, Mr. 
Kaiser told the convention. Now, 
he said, the consuming public buys 
where goods are well displayed, and 
attractively arranged and priced. 

A successful hardware merchant 
must combine three vital elements in 
his managerial program, Mr. Kaiser 
declared. First, the store, through 
a careful buying program, must 
carry good products. Second, the 
advertising program must be carried 
beyond newspaper advertising and 
handbills. Show windows and dis- 
plays must be attractively arranged 
with plenty of price cards. Goods 
must be carefully selected so that 
the customer will not lose confidence 
in the store. Third, the sales per- 
sonnel of the store must be courteous 
and cooperative. 


A banquet was held in the Hotel 
Roanoke ballroom the first night of 
the convention and was followed by 
a floor show and dancing for the 
association’s members and_ their 
wives and guests. 
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A New Leader For “Hardware Week’ 
PARKER’S NEW UTILITY VISE 


1832 Cider Vise Maker «©6—6 L940 


a) . 












New —Different—No Shelf Warmers 
Low Price + Quality 


FAST 5 MOVERS 


Every One a Star Performer 


YOUR JOBBER HAS FULL DETAILS 
Our Donation to Dealers 
For “HARDWARE WEEK” 





| eis mien VISES § | 


| A STURDY CAST IRON DISPLAY STAND 


| 
| 





COMPACT—Requires only 14 inch counter space. Attractively 
finished in aluminum and blue. Displaying 3 popular numbers, 
31/,” low price, 3!/,” and 4” DeLuxe swivel base vises. 

Complete unit shipped in one carton 


FOR PRICE OF THE THREE VISES ONLY 
Your Jobber Has Them in Stock 


THE CHARLES PARKER CO. 
Meriden, Conn., U. S. A. 
Export Office: 101 Park Ave., N. Y., N. Y. 























U.S. 


Alin 


POULTRY NETTING * 


ae THE STRAIGHT-LINE NETTING 
WITH THE GRADUATED MESH 


4 FABRICS IN |! 


NOW —a new U. S Poultry Netting 
chat provides poultry-proof protection 
at lowest cost. Combines FOUR fab- 
rics in ONE. Chick-tight at bottom; 
poultry-tight all the way up. Six lower 
spaces only 5/8-inch; next six spaces, 
l-inch; next six spaces, | 3/4-inches; 
remainder, 2-inches. 


Made with straight, parallel line 
wires joined by famous lock-twist. Rolls 
out flat, cuts easily and without waste, 
stretches perfectly, requires no top- 
rail or baseboard. Ideal for building 
poultry runs. Copper-bearing steel 
wire. Galvanized before or after weav- 
ing. Standard widths: 24, 36, 48, 60 
and 72 inches. 


Produced by the makers of U.S. STRAITLOK, 
the original straight-line poultry netting, and 
U. S. HEXLOK, the improved hexagon netting. 
Ask your jobber or write direct! 


INDIANA 
STECCL & WIRE CO. 


MUNCIE INDIANA 
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New York Convention 


(Continued from page 86) 


competition. Speaking of discount 
selling to consumers he said, “The 
total of this special privilege, whis- 
pered, back alley business is not 
less than $1,500,000,000 each year.” 
Mr. Cheyney stated that in the sec- 
ond year of his association’s organ- 
ized effort to “stem the diversion of 
trade” that association reports that, 
“Three hundred of the largest cor- 
porations in the country have ceased 
to influence the purchasing habits 
of their employees in any way. A 
total of 3,000,000 employees with 
10,000,000 dependent consumers are 
now potentially back in the competi- 
tive markets from which retailing 
derives its life’s blood.” The New 
York State Retail Hardware Associ- 
ation later went on record as approv- 
ing the program of the National Re- 
tail Furniture Association and indi- 
cated, in a resolution, its willingness 
to cooperate. 

Fergus O’Connor, Pittsburgh. Pa., 
special representative, Pittsburgh 
Plate Glass Co., asked in his address, 
“Retail Competition,” whether retail 
dealers told customers as much 
about their merchandise as door-to- 
door salesmen. He declared that 
independent retail hardware dealers 
have the advantage of flexibility over 
chain store competitors and that one 
way of meeting that competition is 
to show people what the indepen- 
dent dealer offers. Competition 
changes but not human nature. The 
independent dealer can meet com- 
petition by buying merchandise that 
goes well in his territory and treat- 
ing customers a little bit better than 
do the chain stores. He emphasized 
the need for improved store layouts 
and fronts as a means of meeting 
competition. 

Arthur F. McEvoy, Hudson, 
speaking on “Merit Rating in Un- 
employment Insurance,” urged deal- 
ers to write their representatives in 
the New York legislation to pass the 
Young-Wadsworth Bill. Under the 
present system employers with good 
stability records are penalized by 
having to pay the same rate as mill 
and factory owners who run a sea- 
sonal business. Thirty states and 
the District of Columbia, he said, 
make allowances on unemployment 
insurance payments to employers 
who have stability of employment 
and little or no labor turnover. If 
untfhployment compensation is not 
arr insurance plan but a relief mea- 
sure its cost should be defrayed-by 
a general tax, Mr. McEvoy declared. 


“Convincing Consumers” was the 
subject of W. C. Judson, Big Rap- 
ids, Mich., a director of N.R.H.A., 
who took issue with Mr. Billington 
on the subject of leisure hours. Mr. 
Judson asked whether dealers were 
convinced that their stores were the 
right places to buy hardware. 
whether their employees were con- 
vinced and whether or not their dis- 
play windows were convincing. He 
also asked whether the appearance 
of the stores were convincing as well 
as the appearance and sales ability 
of the sales forces and whether or 
not the dealer’s stores were com- 
petitive on important items. He said 
that consumers are usually “better 
posted as to price than they are as 
to comparative points on quality.” 
He suggested keeping full staffs em- 
ployed the year ’round, pointing out 
that his store does that and keeps 
his men busy “paving the way for 
future business.” 


Credit Discussed 


Leonard Berry, credit manager, 
B. Forman Co., Rochester, N. Y., 
discussed “Credit, Its Opportunity, 
Challenge and Responsibility” and 
said it is an opportunity to increase 
sales and that of a total of $35.- 
000,000,000 retail sales made in 
1938 approximatély one-third was 
on a credit basis. Formerly credit 
customers had to show cause as to 
their need for credit, now credit 
managers reach out and bring in 
credit customers. Credit, he said, is 
a two-edged sword that can cut the 
cake or cut your fingers. He em- 
phasized the need for quickly han- 
dling credit transactions with a keen 
operating credit manager, who is 
cost conscious and knows cost ac- 
counting. He recommended use of 
and cooperation with credit bureaus. 
While more than 99 per cent of the 
public is honest half of it is foolish, 
said Mr. Berry. He stated that open 
credit sales, in 1938, in the hard- 
ware trade approximated 58.7 per 
cent of the total sales. 

Haydn L. Canfield, Le Roy, first 
vice-president of the association, 
spoke on association plans for 1940 
and paid tribute to the late John 
B. Foley. 

Resolutions prepared by a com- 
mittee headed by Sydney H. Atkin- 
son were all passed at the conven- 
tion. The association went on rec- 
ord as favoring: legislation “aimed 
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He and out of the house more often. Cash in on their desire 
1ce to silence those banging doors! Enthusiastic users all over 
ell the country praise the silent, positive action of Everedy’s 
my famous popular-priced Door Closers. Rustproof because 
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ps EVEREDY TURNBUCKLE BRACES 
or Eliminates “sag” and insures perfect fit of screen doors, 

garage doors, etc. Famous “Clawed End” grip keeps screws 

from pulling out. Guaranteed rustproof. An incidental item 

that’s worth stocking at all times of the year. 
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; Show Customers How They Roll 


. Demonstrate “ACME” Ball Bearing Casters,—show 
an how smoothly “ACMES” roll in any direction. Then 
it let the customer try it and,—a sale is made. Dealers 
n everywhere use this method to sell more “ACMES.” 
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; The ball bearing feature of “ACME” Casters makes 

moving furniture a pleasure on floors, rugs and carpets. 
) Heavy furniture moves with ease. Here is the modern 
1 


caster that appeals to every housewife who takes pride 
in her home. Demonstrate “ACMES” and increase 
your caster sales. 





THe ScHATZ MANUFACTURING Co. 


| a © OR ON PALM OF YOUR HAND 
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THIS STAR “S” WRENCH SET 


POPULAR FOR FARM 


AND ‘MOST .EVERYWHERE 


*A set of five handy wrenches 
with ten openings ranging 
from 3” to 1”. 

Held firmly in a spring clip 
container. Your choice of nat- 
ural black or cadmium plated 
finishes. 

There's a big market for this 
item. Ask for catalog and 
prices. 


THE VLCHEK TOOL CO. 
3001 E. 87th St. Cleveland, O. 


QUICKER SALES 
FASTER TURNOVER 
MORE VOLUME 
BETTER PROFITS 


VLCHEK 


TOOLS 
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at correcting the evils which arise 
from employers selling to employees 
articles not of their own manufac- 
ture, or of regular stock” and a 
$50,000,000 reduction, in 1940, in 
New York State taxes. Manufac- 
turers were requested to refuse to 
let their nationally advertised 
brands be used for premiums and 
that they refuse to let their names 
be advertised in connection with 
such premium offers. Dealers do- 
ing only a retail business were urged 
to mention that fact on letterheads 
and advertisements. The recommen- 
dation was made that tool manufac- 
turers list on those tools the prin- 
cipal uses for which each tool is 
guaranteed. Consumer cooperative 
activities on the part of churches 
was protested and approval was 
given of the Young-Wadsworth Bill, 
in New York State for the “crea- 
tion of a merit rating system for 
employers under the Social Security 
Act.” Opposition was expressed to 
a bill introduced by Senator Norris 
under which cooperatives engaged 
in the retail distribution of mer- 
chandise would be granted privi- 
leges of the Agricultural Market Act 
and opposed granting subsidies to 
cooperative retail establishments 
through tax exemption. 

The association went on record to 
“urge manufacturers of firearms to 
mark a fair resale price on their 
products under the Feld-Crawford 
Act of New York State.” 

Discussion periods concluded each 
of the first three sessions, the dis- 
cussion programs being in charge of 
Messrs. Atkinson and Peterson. A 
variety of topics were discussed in- 
cluding new lines different leaders 
had added to their stocks, methods 
of creating store traffic and sales to 
employees. The consensus of opin- 
ion as to sales to employees was 
that they should be limited to lines 
regularly carried by or made by the 
employer. 

Thomas S. Johnston was suc- 
ceeded, as president, by Haydn L. 
Canfield, Le Roy. Harold S. Close, 
Middletown, and Sydney H. Atkin- 
son, Brooklyn, were elected first and 
second vice-presidents respectively. 
Frank Pelton, Herkimer, is treasur- 
er and N. H. Kiley, Syracuse, is sec- 
retary. J. Raymond Westerman, 
Walden; F. J. Smith, Hamburg; C. 
R. Stewart, Fort Plain, and M. S. 
Snow, Hornell, were elected direc- 
tors. Frank G. Howard, Bingham- 
ton, was reelected a member of the 
board. Directors continuing in office 
are: Fred G. Boller, Corning; 
Franklin I. Greene, Syracuse; C. H. 
Flanigan, Minoa; George Water- 


house, Sr., Pittsford; Anthony Herr- 
mann, Glendale; R. C. Paddock, 
Wolcott; Elmer A. Geist, Buffalo; 
Milford W. Howe, Canton; William 
E. Kidd, Canajoharie, and Fred 
Salway, Batavia. 

An informal reception and dance 
were held Tuesday night. Motion 
pictures were shown Wednesday 
night in the Palm Room, one film, 
“Trees and Men,” showing lumber- 
ing activities, courtesy of the Weyer- 
haeuser Sales Co., and the other was 
the “World’s Fair in Kodachrome,” 
courtesy Sibley, Lindsay & Curr, 
Rochester, department store, and 
The Eastman Kodak Co., Rochester. 
Thursday night the annual banquet, 
floor show and dance were held in 
the Grand Ballroom of the Hotel 
Seneca at which time Martin Van 
Dussen welcomed new members of 
the Twenty-Five Year Club. 

The ladies attended a matinee 
Wednesday afternoon and _ were 
guests at a tea in the Palm Room, 
Hotel Seneca, later that afternoon. 
Thursday the ladies made a special 
tour of the plant of the Eastman 
Kodak Co. 

The Associates organization was 
revived at a meeting held during the 
convention at which time John J. 
Gibbons, eastern manager, The 
Worthington Ball Co., was elected 
president. A vice-president will be 
appointed at a later date by Mr. 
Gibbons, a man to be selected who 
resides in or near the next conven- 
tion city. N. H. Kiley was elected 
treasurer of the group. 


Soil and Seeds Tour 


Business men of Cooper County, 
Mo., annually stage a “Farmer 
and Business Men’s Soils and Crop 
Tour.” There are actual demon- 








strations of terracing, liming, 
growing of legumes, double crop- 
ping, etc. The purpose of the tour 
is to acquaint the business men 
with what has been done and to 
acquaint farmers who have not 
used soil conserving practices, with 
what they can do to cooperate 
with the program. Naturally Much 
good will is built on such tours for 
business men and farmers alike. 
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McKinney Forged Iron Sam- 


ple Boards tell a complete 
ke sales story of authentic de- 
f sign, master craftsmanship 


and beautiful texture. 


4 Available in nine standard 
panels that make easier sell- 
ing for you and easier buy- 
ing for your customers. 


Write for Complete 
Details 




















No. 7 No. | 


r McKINNEY MANUFACTURING COMPANY ~- PITTSBURGH, PA. ; 





YEARS OF DESIGNING AND MANUFACTURING GOOD HARDWARE 


| , {| with another 
* sensational - 
f\ f\ mower campaign 


Clemson invites over 5,000,000 prospects to see the 
Model C-17 Mower on your display floor... 











And what a story it is! An advertising, promotion, and mer- 
chandising program that sets a new selling pace—a Clemson * 
pace in grass cutting that brings to the buying public a new 
idea of mower service and value. 

Everything about the new Clemson Lawn Machine is de- 
signed to attract and sell prospects and to cut grass more 
easily—better and more economically. 

Clemson's de-luxe features, together with another sensa- 
tional national promotional drive, afford the opportunity for 
increased mower sales. 

You'll stop ‘em and sell ‘em with the Modern Clemson Model 
C-17. It automatically stays sharp without grinding, never needs 
oiling or greasing, and can be instantly adjusted by hand— 
without tools. 

See the Clemson C-17—then learn details of Clemson's 
dynamic new plans to help you sell. Ask your distributor today. 





























MODEL C-I7 LAWN MOWER 


CLEMSON BROS. INC. MIDDLETOWN, NEW YORK 
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National Hardware Open House 


(Continued from page 79) 








Dept. J-1001-Robertson Rd.-Cincinnati, Ohio 


VICTOR 


Electric Products, Inc. 





140 








The Bridgeport Hdwe. 
Mfg. Corp., 
Bridgeport, Conn. 
Announces its new No. 66 
“Honor Tool” assortment. A 
counter and window display is 
furnished free with this assort- 
ment, the display tag being in 
three colors, blue, green and red. 
Size of the display is 13% in. 
wide by 151% in. high. A feature 
of this offering is the three 
“Pee-Wee” instrument screw 
drivers furnished free with the 
assortment. They retail for 15 
cents each, thus providing the 
dealer with a clear additional 45- 


A US 
by Bridgeport 


ie 


Special profit deal 
cent profit. Total retail value of 
the assortment is $8.95, and the 
dealer’s cost is $5.67. It includes 
non-skid screw drivers, wood 
chisels, and the instrument screw 
drivers. 





Patent Novelty Co., 
Fulton, III. 


For Open House promotion 
suggests its “Tudor Mailtainer,” 
a quality letter box. Size of this 
box is 13 in. high, 81% in. wide, 





“Tudor Mailtainer” 


and total height including scroll, 
18 in. Depth, 3% in. Finishes 
are antique brass, antique old 
iron, crystal green, statuary 
bronze, green gold. Body is of 
rust-resistant material. Equipped 
with “Dualock.” Each box is 
packed in a substantial carton. 


Rogers Isinglass 
& Glue Co., 


Gloucester, Mass. 


Features its special three half- 
pints; three pints, and one half- 
pint of glue free, which means 
the dealer receives an extra half- 
pint of Rogers glue worth 50 
cents free over and above his 
regular wholesale price. The 
company is also offering free of 
charge an attractive display card 
with a special Open House top- 
piece. Display is constructed so 
that actual cans of glue may set 
into position to make the unit 
more attractive. The dealer pays 
$3.90 for the assortment, which 
has a retail value of $6.35. 





Special profit deal on Rogers’ Glue 
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World’s Largest exclusive manu- 
facturers of door control devices. 


NORTON MODEL No. 4 SCR 


Every feature jis the fin 
engineering, 


EEN DOOR CLOSER 


d F 
_s °or closer built for un- 


. is pack oy oer a 
cartons with full attachment in —_—e 
ions, 


No. 4 
SUPER 
VALUE 

RETAILS 
AT $2.00 


NORTON MODEL No. 04 


An economy m 


SCREEN DOOR CLOSER 


Nes odel which is unexcelled in true 
Proven to give most satisfactory 
ser- 


Vice, i 
vice No. 04 requires fewer parts and every de 
. . . ' 
—o e high quality and workmanshi a 
ae eristic of all Norton Closers This . = 
Doub construction model! is Packed in i Pret 
With full attachment instructi ie: 
ons, 


No. 04 
REAL 
VALUE 
RETAILS 
AT $1.25 


Consult Your Jobber or Write to 


NORTON DOOR CLOSER CO. 


Division of the Yale € Towne Mfg. Company 


2900 N. Western Ave., Chicago, Illinois 
RES RAINES aie Oceana 
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Planet Jr. Tools 
ng Savings to Farmers 


and Profits to You! 


Feature the PLANET JR. 
NO. 12(right)—a popu- 
lar Combined Double 
and Single Wheel Hoe, 


built for years of effi- yyy? 


cient service. 3 


Planet Jr. sales 
... bring repeat business 
... hold customers year after year 
...are a credit to your store 
...increase your profits 


Planet Jr. tools sell better because they do more 
—and save more. That’s why Planet Jr. is recog- 
nized as America’s Leadership Line by those who 
use and those who se// farm or garden tools. 


Planet Jr. 
STEEL SHAPES 


id ble to Use 
are P Sell 


Profitable 


al 


Made dy practical men for practical men, Planet 
Jr. Steel Shapes do their work the way your 
customers want it done. And because of the 
exclusive hardening and tempering processes 
they go through, they keep on working long 
after other steels are worn out. 

Because they give this extra service, they are 
cheaper to use, and when farmers have once 
tried Planet Jrs., they keep coming back for 
more. Keep them coming back to your store by 
featuring Planet Jr. Steel Shapes this spring. 


S.L.ALLEN & COMPANY, Inc. 


Also makers of Planet Jr. Garden Tractors 
3425 North 5th St., Philadelphia, Pa. 


Planet Jr. 


FARM AND GARDEN TOOLS 








of Turfmaker Lawn Seed 


GOOD WITH $1 for SOD SPIKER 


This deal attracts attention to a different kind of 
lawn seed. In mixing it we choose varieties odapting 
it to the conditions under which it must grow. The 
deal (5 Ibs. Turfmaker and Sod Spiker, a $4.75 
value for $4) brings the customer into your store 
three times 
1. To make original purchase 
2. To redeem coupon 
3. To receive Sod Spiker 
Think of the extra traffic this deal brings you! And 
to attract this traffic Woodruff furnishes . . . 
Special Window posters 
Special Newspaper mats 
Special Counter display 


A %4.75 VALUE FOR *4.00 

















WOODRUFF wawn'sten 





F. H. Woodruff & Sons, Inc. 
Milford, Connecticut 


Gentlemen: 
Without obligation please tell me about your 
n House |, and the special dealer 


helps you furnish with it. 


Name 
Street 
City. eaaiiecdes State 
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The Carrollton Metal 
Products Co., 
Carrollton, Ohio 

Suggests its No. 680 “Carl- 
ton” pastry cabinet. Has one- 
piece carrying handle which is 





Open House pastry cabinet 


easily detached and _ attached. 
Furnished in four colors, green, 
red, ivory and white, with at- 
tractive decoration. Regularly 
retailing for $1.19, as an Open 
House special, it will retail for 
98 cents. Prices slightly higher 
west of the Rockies. 


Premax Products, 
Division of Chisholm- 
Ryder Co., Inc., 
Niagara Falls, N. Y. 

Offers for Open House an as- 
sortment of 50 deluxe house 
numbers specially priced to re- 
tail for 5 cents each, and a solid- 


| steel fishing rod with detachable 


handle specially priced to retail 
at $1.19. The house numbers 
are packed in a new, colorful 


| display carton. Figures are bril- 


liant, clean-cut of satin-silver 
finish against a_ black back- 
ground. Plaque is of solid alum- 
inum_ with beveled edges and 
sunken figure. The special Open 
House assortment consists of 


| Medinnad 


PRESSURE COOKERS 
oo PREFERRED 
eieur 














Manufacturer’s Open Hou 











five each of 10 numbers, com- 9 Ho 
plete with pins. Qu 

The solid-steel rod with de- 
tachable handle, No. 61W30, is a H 
new number designed ee acre 
six 


for Open House. It has 41%-ft. 
graduated diameter blade of 
high-carbon, oil-tempered steel; 
two genuine agatine guides and 
tip-top. Detachable handle is of 
formed steel in offset style with 
diamond knurled walnut finished 4 














Sp 


House numbers and solid steel 
fishing rod for Open House 


specials coer 

kits 

grips. This rod will be offered color 
only for Open House and not ters, 
again this season. Packed 24 to the v 
carton. kits 
box 

National Pressure re 
it 
Cooker Co., Hanc 
Eau Claire, Wis. ing; 
Has prepared special promo- -? 
tional literature and advertising fi hy 
sellin 


material for Open House. In- 
cluded in this group are the 
“Silent Salesman” display, news- Swi 
paper mats, envelope stuffer, col- 








Literature and advertising material for Open House 


ored hanger for door or window, Pro 
two-color leaflets and booklet on Chic 
how to conduct a cooker demon- Sus 
stration. This material is sup- knife 
plied free. In addition the com- comp: 
pany is advertising in national Way” 
farm papers. is to | 
as th 

back | 

in us¢ 

as a | 

' 

| 
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House Offerings 





Hook Scraper Co., 
Queens Village, N. Y. 


Has prepared a_ complete 
scraper kit packed in units of 
six complete scraper kits in a 


Open House scraper kit 


corrugated box. One of these 
kits will be mounted on a three- 
color display suitable for coun- 
ters, windows and hanging on 
the wall. The other five complete 
kits will be packed, each in a 
box ready for delivery to the 
customer over the counter. Each 
kit contains one No. 1 “Big 
Hand” scraper for rough scrap- 
ing; one No. 25 hook scraper for 
smoothing, and one hook scraper 
file for resharpening both. Retail 
selling price of each kit is $1.00. 


Swing-A-Way Steel 
Products, Inc., 
Chicago, III. 


Suggests its new  wall-type 
knife sharpener now sold as a 
companion to the “Swing-A- 
Way” can opener. The sharpener 
is to be used on the same bracket 
as the can opener. Both swing 
back against the wall when not 
in use. These items can be sold 
as a combination or separately. 


“Swing-A-Way” knife sharpener 
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.... SAID HE 


(A General Electric Distributor Salesman Talks to a Dealer) 


“All Fans are alike,” said he.’ Zattso’” said I. “Yes,” 
said he, “All fans are the same, and that’s that!” “No 
that’s not that! You-.need fans to supply the demand. 
Right?” “Right.” “Well, you want to sell the best fan. 
Right?” “Yep.” “Then,” said I “get a load of this —”’ 


“That G-E motor is as rugged as they 
make 'em. Why shouldn't it be? G-E 
has made Fans for over 45 years and 
these motors keep going, year after 
yeal 


“Well-l-1.” 


‘And look at those G-E blades—the result ¢ 

of years of research. G-E was first to de- 

velop new quiet blades to improve per- 

formance. If they weren't good why would is 
others follow? Sure, you know the answer %, a 
is well as I do; they are good!” 


“Go ahead. I'm learning.” 


“Another thing. Don’t forget appear 
ance—styling is important. G-E fans 
have quality and performance plus 
modern 1940 styling.” 


“That's something to think about." 


“Yes,and so is this. D'you know that 
G-E makes the most complete line 
of Fans in the industry today? Fig 
ure it out for yourself—you sell only 
when you can fill the need. When you 
sell G-E you've got a Fan for every 
purpose 


Good point there.” 





Roll ‘em all togéther.and add the G-E 
warranty—no strings—no jokers. So 
seldom does a G-E Fan give trouble 
that you can forget about it most of 
the time. But when you need the man 
ufacturer’s 100”, backing, you need it 
quick. G-E gives it to you. And the 
exact-same warranty is back of every Bec igae stan» - . 
Fan in the G-E line.” . waxy fins Ww inv —~ § 


fe aed 








Now you're talking, Mister. I guess all fans are not alike and 
I'm sure glad to have the story. .I figure I can do a job on this 
line.” 

You bet you can! I’ve only hit the high spots. Read this cata 
log carefully. You'll find many additional reasons why G-E 
delivers more customers to dealers than any other electrical 
manufacturer.” 


GENERAL ‘i, ELECTRIC 


Fan Sales Section. Appliance and Merchandise Dept 
General Electric Company, Bridgeport, Connecticut 





TIE IN WITH 


PRODUCTS 


DURING 


National Hardware 
Open House 


Also Fisherman's Week 
and Better Homes Week 


With These New Special 
Value Numbers 


Solid Steel Rod 


: With Detachable Handle 
NO. 61-W-30 


A brand new number designed 
for special sales events of 1940! 
4,' graduated diameter Hi- 
Carbon, Oil-Tempered Blade, 
Agatine Guides and Top; De- 
tachable Offset 


7 Handle with 
diamond - knurl.- 
ed walnut grips. « 


Sell it as a spe- 
cial with your 
usual profit at 





ber today for samples 


Write or wire your job- 
and discounts. 














Deluxe House Numbers 


A special assortment of 50 numbers 
in attractive display carton. 34%” 
bevel edge plaque with clean-cut 
silver-satin light-reflecting figures 
ag@inst black background. Specially Cc 


priged to sell at a good profit at, 
Gy akaddhenéenacepenntesescens 


hemarlroducl 





| 











4002 Highland Ave., Niagera Falls, N. Y. 
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Manufacturers’ Open House Offerings 





The Du-All Mfg. Co., 
Geneva, Ohio 


Is promoting two numbers of 
a combination of these two num- 
bers as Open House specials. 
The first is the WF35 triangular 
dust mop used successfully last 
year as a Hardware Week spe- 
cial. The second item, to match 
the WF39 is an oblong number, 
WF39 in a new shade of dubon- 
net with brilliant canary handle. 





Du-All’s dust mops 


These numbers will be furnished 
ina deal consisting of 12 mops 
and 12 handles with a wire dis- 
play rack included free. Each 
number is a $1.50 to $1.25 value. 


Master Rule Mfg. Co.,Inc., 
New York, N.Y. 


Is enabling dealers to provide 
a “Blue Tip” friction-proof fold- 
ing rule to all customers purchas- 
ing a Master tape rule. Cus- 
tomer sends to the company a 
carton of the Master tape rule 
purchased, and in return receives 





Free merchandiser offer 


the folding rule. This offer on 
cartons is good from April 25 to 
May lI. 

The company also suggests its 
merchandise case for tape rules, 
which is sturdily built and pil- 
fer-proof. Case is walnut veneer 
paneled back by hard white 
maple. 


H.B. Sherman Mfg. Co., 
Battle Creek, Mich. 

Will feature its new “Gold 
Label” nozzle which is now being 
supplied in six attractive colors. 
A gold covered box of striking 
design has been prepared for 
this nozzle. The box holds 12, 
two each of six assorted colors. 
A colorful, new display card in 
gold, green and black has also 
been designed. The card holds 
two nozzles and fits over the box 
itself. One of these cards is 
given free with each dozen noz- 
zles. During “Open House” spe- 
cial price cards will be packed 
with each box. One of these 
cards may be attached by the re- 
tailer to the top of the display 
card and it is suggested that 
during this campaign, retailers 
sell the nozzle at a special price 
of 69 cents each. 





“Gold Label” nozzles at 68 cents 
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Eastern Sales Office: Western Sales Office: 
Keystone Brass & Rubber Co. Southern and Cenfral Sales Office: Harmony ——— 
id St. & Lehigh Ave., Harmony Products, 336 Sacramento St 
Philadelphia, Pa. Riverside, Ill. San Francisco, Callf. 
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WHY NOT DOUBLE or TRIPLE 
YOUR GARDEN HOSE SALES? 


With each sale of 50 or 100 feet of hose, offer the customer a HAN-D 
HOSE REBL “FRED” or simply add %¢ per foot to each 109 ft. length or 
1¢ per foot to each 50 ft. length sold. They’ll jump at your offer. 


The HAN-D HOSE REEL holds up to 100 feet of hose. User can unwind 
any number of feet desired. No need to unroll it full length. Bach coil 
of hose is self-supporting—has ample air space—dries quickly—does not 
mildew or deteriorate. eing cadmium plated the HAN" D HOSE REEL 
cannot rust—makes the hose last longer. Easily lifted off of house or 
garage. Prevents kinks and tangled hose. Has Patented Lock Hasp and 
Handle—an exclusive Patented feature. 


NATIONALLY ADVERTISED 
and PRICE MAINTAINED 


Every jobber and dealer is protected as the price 50 cents is rigidly main- 
tained. The HAN-D HOSE REEL is being advertised in trade papers, as 
well as Nationally. Some stores have sold hundreds of dozens in remark- 
ably quick time. Guaranteed to please or money ae wae Jobbers, dealers 
and customers are all protected by our ‘‘Money Back’”’ offer. 


We supply striking display cards to Dealers and 2-color catalog pages to 
Jobbers. You'll like the profits and our whole hearted co-operation. Jobbers 
supplied direct—Dealers through Jobbers. Write for full information and 


rices now. 
7 DEALERS OFFER 


For 25¢ (value 50¢) we will mail ae. | for your 
own use, anywhere (even if it costs the entire 25¢ to 
cover postage). Only by trial can you know how good. 


HARMONY PRODUCTS 
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NATIONAL HARDWARE. 


OPEN HOUSE 











FOR EVERY CUTTING NEED 
IN ONE HANDY ASSORTMENT 


vanealna! nih, 


FLEXIBLE “ae 


HELPFUL WIATS 


Pe, he. Nar - > ~ 
i ed HACKSAW USERS 


Take Ona 


COMPLETE METAL CUTTING 
ASSORTMENT 


Three 10” tungsten- alloy biades in cut-all 
assortment mounted on card. “Tricks of 
the Trades," 20 page illustrated booklet 
free to your customers. Easel-back mer- 
chandiser to display card and booklets. 
Packed 24 cards (6 dozen blades) and 2 
dozen booklets with merchandiser. Stock 
No. FA5008. List price $5.00 per carton. 





FLEXIBLE REZISTOR 
ASSORTMENT Pe 
A brilliant counter 


RETAILER'S STOCK 







THE HENRY G 


display, featuring 
the new Shotter- 
Proof high speed 
steel blade. The back 
of the card holds 
twelve 10” unbreak- 
able high speed steel 
blades. Stock No. 
FR336. List price 
$3.36. 
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ASSORTMENT 


A complete stock 
of most popular 
sizes in one metal 
container. Holds 
15 dozen tungsten- 
alloy blades. Stock 
No. R1600. List 
price $13.83. 


MILFORD 
HACKS AW 


BLADES 


THOMPSON & SOW CO. 
MILL ST., NEW HAVEN, CONN. «+ U.S.A. 






Special Offerings for Open House 





So-Lo Works, 
Cincinnati, Ohio 


Have arranged a 40 per cent 
profit deal at a special retail 
price of 21 cents in connection 








So-Lo’s Open House package 


with “Can-O-Wood” in the reg- 
ular 25-cent size. Each dozen 
one-third-pound cans is packed 
in an attractive three-color dis- 
play carton suitable for window 
or counter. The lid sets up and 
holds a can this adding to the 
display value. For Open House 
each box of 12 holds an attractive 
two-color streamer card which 
fits over the top of the box. 


Hazard Insulated 
Wire Works, 
Passaic, N. J. 

Has prepared two specially de- 
signed red, black and yellow dis- 
play cartons for Panther fric- 


ao 


HARDWARE | 








For Open House and after 


tion tape. Type No. 2 size car- 
ton, illustrated, contains 16 rolls 
of Panther friction tape indi- 
vidually boxed and wrapped and 


sealed in Cellophane. The No. 1 
box, similar in style, contains 32 
rolls of the No. 00 size. Display 
is made in two parts so that the 
Open House card can be removed 
after the need for it has passed. 


Alliance Mtg. Co., 
Alliance, Ohio 


Offers its new, improved ‘Doo 
Klip” lawn weeder, backed by 
national advertising and featur- 
ed at a special low price for 
Open House. This weeder, which 
regularly retails at $1.95, will 
be reduced to $1.49, with the 
regular dealer and wholesaler 
discounts unchanged. The weed- 
er has been improved this year 





Improved lawn weeder 


by the addition of a foot “pedal,” 
which helps the user when weed- 
ing in hard ground or when a 
child is using it. 


James J.RyanTool Works, 
Southington, Conn. 


For Open House have a spe- 
cial assortment consisting of 41% 
doz. assorted Ryan screw driv- 
ers, two numbers of which are 
the “Perfect Handle” type. Free 
goods in the amount of 1/3 doz. 
are given with each order. These 
free goods are the Ryan “Per- 
fect Handle” screw drivers in 
the five-inch size. All numbers 
in the assortment are the popu- 
lar sizes and styles. Drivers re- 
tail from 10 to 50 cents. 





= 





“Perfect Handle” screw drivers 


HARDWARE AGE 














x GOOD Ff 


x EXTRA 
PROFIT : 


* BOOMS 
ISHING | 


Rent "Han 
tomers, he'll 
Sturdy, smoo 
upkeep. Tho 
money for de 
3-way profits 
sale of other 
paper, paint, 
fool-proof mi 
it stands the 
No gears or 
wear. Simple 
into buffer a 
circular H § 
Monthly peyr 


the Fl 


701—33r¢ 
ARES A 


Sol 


A well 
his bu 
ment 

sectior 


Bu 


After « 


"The 
Age t 
store 
sary 
came 
amoun 


Just a 


tion of! 
results 


Hi 





MARCH 





x GOOD RENTAL PROFITS 
x EXTRA 


tomers, he'll bring in NEW business. 
Sturdy, smooth sanding, very little 
upkeep. Thousands in use earning 
money for dealers—ask us for names. 
3-way profits because it stimulates 
sale of other merchandise — sand- 
paper, paint, varnish, wax, etc. Most 
fool-proof machine on the market, 
it stands the gaff. Easy to operate. 
No gears or chains to chatter and 
wear. 
into buffer and polisher. Write for 
circular H 590 — no obligations. 
Monthly pcyment terms available. 












‘MQW, THEY DINNA CALL 
ME THIS FOR NOTHING!” 


ANDY 
art 








INCOME FROM HIGH 
PROFIT SANDPAPER 


* BOOMS SALE OF FLOOR FIN- cay 
ISHING MATERIALS y 


Rent “Handy Sandy” to your cus- 


Simple attachments convert 


$125: 


AND IT STANDS 
THE GAFF! 


7% HILGER COMPANY 


701—33rd Avenue St. Cloud, Minn. 


Just One Insertion 
Sold This Hardware Store 


A well established hardware dealer wanted to sell 
his business. He ordered a fifty-word advertise- 
ment inserted in four issues of the classified 
section, under 


Business Opportunities 
In Hardware Age 


After one insertion he wrote us: 


"The ad appearing in your Hardware 
Age brought so many results, that the 
store is sold, and it is not neces- 
sary to issue any more. The inquiries 
came in, in more than a sufficient 
amount for me to decide my moves." 


Just another example of how the classified sec- 
tion of HARDWARE AGE brings quick, tangible 
results to advertisers. 


HARDWARE AGE 


Classified Opportunities Dept. 
239 West 39th St.. New York City 
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17 Mill 


Gloves for You this Spring.. 


Py one of these little self-seller Ebonettes 
displays on your counter and you quickly 


| discover some profitable facts, already known 


to thousands of other alert stores... 


@ that women have been wanting 
gloves that don’t go to pieces in dry 
cleaners, polishes, paints, and such; 
@ that our acion advertising has 
them looking for Ebonettes; @ that 
when they catch sight of Ebonettes 
on your counter, THEY BUY; @ that 
Ebonettes’ 6 months’ guarantee enables you to 
get the Fair Trade minimum of 50 cents or more, 
easily —and make a long profit. 


GUARANTEED 


as advertised in 





All you need to start is a one-dozen os 
carton of Ebonettes—one popular color, blac 
—assorted sizes that sell out. Spring house- 


| cleaning is just ahead. Order today from your 


Wholesaler ... and enjoy some real house- 
hold glove profits for a change. 


The Pioneer Rubber Co., Willard, Ohio 







Women Buy 
Ebonettes right 
out of this dis- 
play (64x 8%"'on 
your counter} be- 
cause they're... 


@ made of amazing 
DuPont neoprene 


@ guaranteed for 6 
months against 
damage by oils, 
polishes, dry clean- 
ers, paints & other 
household liquids- 
cuts and snags ex- 
cepted, of course, 
(we handle the 
guacensee -—no 
other for you) 
@ keep their 
tailored fit...are 
easy on and off. 








Give You 


Speed of Turnover 


saleability. 


2314A North 8th St. 








These Shooter’s Needs 


Safety of Investment 
Satisfying Profit and 


You make money—and friends—when you 
sell Hoppe’s Gun Cleaning Products because 
these preparations are known and used by 
thousands of shooters the Country over. They 
have well earned the reputation of being “the 
best in the market”. Write for booklet giving 
full details. Get wise to their ready, steady 


FRANK A. HOPPE, INC. 
Philadelphia, Pa. 
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EVERY HOUSE 
SHOULD BE 


CALKED 


STOPS DRAFTS AND LEAKS 
FUE BEst $ 


GcwrTs 


Pecora Calking Compound is a 
profitable item for many hard- 
ware dealers. Profitable for your 
trade also, for where there is a 
repair job, there usually is a calk- 
ing job. Stock and sell this time 
tested material. A leader since 
1908. 


PECORA 
CARTRIDGE CALKING GUN 






New Streamlined Model 
At a New Low Price 


We created the cartridge iype high pres- 
sure gun. In this greatly improved form, 
it has no equal for quick, clean and thor- 
ough work. Cartridges contain approxi- 
mately one quart of Pecora Calking Com- 


pound. $6.50 


With 3 Nozzles and 
4 Filled Cartridges 

Terms: 2% disc. net cash with order. To approved credits 

2% 10 days, 30 days net. F.O.B. Phila., Pa 


Shipped Express Collect for 





Other Pecora Products 


ROOFING CEMENTS 
FURNACE CEMENTS 
CASEMENT PUTTY 
METAL SASH PUTTY 
GLAZING PUTTY 
STOVE & BOILER PUTTY 
PERFECT PATCHING PLASTER 


FOR 
BOOKLETS 





Pecora Paint Company, Ine. 
Member of Producers’ Council, Inc. 
Lawrence & Venango St., Phila., Pa. 
Established 1862 by Smith Bowen 


mi © |} 
“™ DECORA COMPOUND 
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Featured for Open House 





Speedway Mfg. Co., 
Cicero, Il. 
For Open House has arranged 


a special display offer of its 
double-deck electric display turn- 




















Free turntable display 


table free with any order of its 
homecraft tools that totals $100 
list price, or a single platform 
electric display turntable with 
any order totaling $50 list price. 


Burlington Basket Co., 
Burlington, Iowa 


Provides a “Hawkeye” Open 
House clothes basket assortment 
of 16 clothes baskets and three 
“Laundrymasters.” Total deal- 
ers’ cost of this assortment is 
$13.15. The retail value of the 
assortment is $23.27. Included 
in the assortment is a display 
card lithographed in four colors 
and 200 circulars. 


Clothes basket 
deal for 
Open House 


Hanson Scale Co., 
Chicago, III. 


Offers two scales at special re- 
tail prices for promotion during 
Open House. Kitchen scale No. 
1370CT, regularly retailing for 
$2, will be listed among 16 fea- 
tured items in the “Famous 


Brands” promotion, at a special 
retail price of $1.69 ($1.79 on 
the West Coast). Bathroom scale 
No. 735, regularly retailing for 








Hanson scales for Open House 


$4.50 will retail for $3.95. Dis- 
play material and newspaper 
mats are available free on re- 
quest. 
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‘DEALERS! 


PROFITS 


FEATURE 
RUBYFLUIDS 
NATIONAL OPEN HOUSE SPECIAL 


Here's an opportunity for the Profit Minded Dealer to earn a 
larger margin by featuring the famous line of Rubyfluid Quality 
Soldering Products. 

A special LOW PRICE, in cooperation with National Hardware 
Open House, makes this possible. Low price to dealer $3.85. Re- 
tail value, $6.00. Don’t fail to ‘‘cash in’’ on this special deal. 
Offer expires May 1, 1940. Act NOW! 

Each kit contains one dozen each of the 
small popular sizes of Rubyfluid soldering 
flux, soldering paste and acid core solder. 

Start those eztra profits now by ordering 
TODAY! 


SEE YOUR JOBBER OR WRITE DIRECT. 


RUBY CHEMICAL CO. 


y58 McDowell St. Columbus, Ohio 











EARN EXTRA | 





AS ADVERTISED! 


OW the ‘‘world’s finest all around 

.22”’ gets big color ads., plus black 
and white full of punch, in the sales- 
i making magazines of the outdoor 
| field! Only lever action .22 rifle made, 
Marlin’s 39-A has been widely sold on 
{| its reputation alone. Now that it is 
backed by powerful advertising, no 
alert dealer will fail to feature this 
famous gun. Send for full particulars, 
or order TODAY. 














MARLIN MODEL 39A 


RETAILING AT 














NATIONAL HARDWARE 
OPEN HOUSE WEEK 


Open House is a big event for the hard- 
ware dealer. But Eagle-wise dealers who 
use Eagle’s new merchandising plan ben- 
efit every week of the year. For Eagle’s 
great customer magnet stimulates sales in 
all lines. Let Terry of Terryville and his 
coast-to-coast Flying Eagle Racer clubs 
get in and pitch for you—he'll pitch 
bright, new dollars right into your, cash 


register 


DEAL NO. 3599 
A GREAT DEAL 


FOR YOU 
Consists of 5 No. 3500 
night latches. Also 2 
of No. 3533 ST dead- 
locks. If your jobber 















cannot supply you, ee eis 
order direct. Get Eagle wise and capitalize. 
a: y 





EAGLE LOCK Co. 


General Oftices 
TERRYVILLE, CONN. 





NIGHT LATCHES + TRUNK LOCKS + FRONT DOOR SETS « STORE DOOR SETS 
PADLOCKS + CABINET LOCKS * WOOD SCREWS + STOVE BOLTS + MACHINE SCREWS 


/ 
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FIREARMS CO. 


NEW HAVEN, CONN. 





















It's a 








| CHORE wa oR” SALES YOUR WAY 





ILLIONS of women are reading the compelling 
advertisements about the CHORE GIRL in 
leading national magazines. Hold the door open for 
profits on the CHORE GIRL by displaying her 
where your customers can see her. A good counter 
display will remind them to buy the CHORE GIRL 


at your store. 


She’s a grand little repeat item too. Once they’ve 
used the CHORE GIRL they'll never use any other 
abrasive cleaner! Your customers will keep coming 
back for more! 


And here’s good news—-The CHORE GIRL 
x ¥z is sold only through legitimate wholesale and 
wnen® retail channels. Order now from your jobber. 


METAL TEXTILE 
CORPORATION 


Orange, N. J. 











ASK YOUR JOBBER’S 
SALESMAN TO SHOW 


vou tHE DIETZ 
“CENTURY ”’ 
ASSORTMENT 


FEATURED FOR 1940 
NAT’L HARDWARE 
OPEN HOUSE 


The Most Handsome 
Lanterns Ever Made 





WIZARD 





No. 2 D-LITE MONARCH 


Specially created in connection with 
“Open House” to honor the 100th An- 
niversary of the R. E. Dietz Com- 
pany, these superb quality Lanterns 
should sell on sight. Offer closes 
April 20th, 1940. 


Superbly finished in gold and irides- 
cent blue lacquers, the “Century” 
lanterns will have tempting eye ap- 
peal. 


Each “CENTURY ASSORTMENT” 
consists of 2 “MONARCH”; 2 “LITTLE 
WIZARD”; 2 No. 2 “D-LITE” DIETZ 
LANTERNS, individually wrapped in 
transparent cellophane, specially 
tagged. Shipping weight 20 Ibs. 


SUPPLY LIMITED — ORDER THRU 
YOUR JOBBER—circulars sent free. 


ia 4 
LANTERNS 


ee ee a ee ST 


NEW YORK 


MAKERS OF LANTERNS FOR THE WORLD SINCE 1840 
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Hardware Specials for Open House 





The Silex Co., 
Hartford, Conn. 

For Open House is making 
available the popular tray spe- 
cial, a plain model glass coffee 





Silex tray special 


maker and an individual ‘‘Mold- 
ex” guest tray for the price of 
the coffee maker alone. In the 
kitchen model this special has a 
value of $3.45. It retails for 
$2.95. In the electric model it 
has a value of $5.45. It retails 
for $4.95. These specials are 
available in the black trim models 
and the 8-cup size only. News- 
paper mats, window streamers, 
lapel disks are given free. 


Faultless Caster Corp., 
Evansville, Ind. 

Offers a caster deal comprised 
of its MG casters, including five 
sets of the No. 8775, 114 in. 
“Rocklite” wheel casters at 





Open House caster deal 


$3.15; four sets of the No. MG 
778, 15% in. “Rocklite” wheel 
casters at $3.24, and 1 set of the 
MG 479, two-in. “Ruberex” 
wheel casters at $1.08. Total re- 
sale value is $7.47 and dealers’ 
cost, $4.99. These prices apply 
only for Open House. After May 
5 the retail value of these casters 
are respectively $3.50; $3.60, 
and $1.20, or a total of $8.30. 


Arcade Mfg. Co., 
Freeport, III. 


Suggests a special assortment 
of child’s garden sets and toy 
lawn mowers. The assortment 
consists of 30 each No. 544 gar- 
den sets at 10 cents each; 15 
each No. 543P garden sets at 
25 cents each; 8 each No. 553X 
garden sets at 50 cents; four 
each No. 556 garden sets at $1 
each; 15 each No. 567 lawn mow- 
ers at 25 cents each, and 8 No. 





1 























Children’s lawn mower and garden set 


572 lawn mowers at 50 cents 
each. The total retail value of 
the display is $22.50. It is an 
introductory offer for Open 
House only. 


Vaughan NoveltyMfg.Co., 
Chicago, II]. 


Has arranged a special Open 
House deal for hardware whole- 
salers featuring its “Drop-A- 
Way” wall model can opener. 
Wholesalers are offered 12 can 
openers free with each order of 
10 dozen and in addition is mak- 
ing attractive promotional liter- 
ature available. The special, sug- 
gested retail selling price will be 
49 cents. 





“Drop-A-Way” can opener 
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Get Quick Action on these 


FLAMEMASTER 


(Reg. U. S. Pat. Off.) 






JUST ONE PRODUCT 
But... 





ant 
oy » SO MANY Open House 
nt 
n~ USES! ASBESTOS WICK DEALS 
15 ® | ET into this Flamemaster picture for EXTRA " 
at PROFITS! Four Special “Open House’’ 
X . Deals—extra FREE ms org gr - — 
| An opportunity to introduce is popular, fast- 
More Uses that Mean More Profit for You moving line to your trade—and at the same time 
ur } boost your profits to top figures. 
$1 There are no dead seasons for “Black Leaf 40.” Dur- 2 BIG DISPENSER DEALS 
w- ing every month of the year at least a part of its ON FAMOUS "ROCK WEAVE" WICK 
0. millions of regular users are buying “Black Leaf 40” | Ne. 1 DEAL—400, ft, Finmemester, wick in 
for one or more of its many uses. They ask for the Merchandiser FREE. (original sale only) F. & s. 
j ili “ ack obber’s warehouse. ag 2 eer * 
package with the familiar Black | No. 2 DEAL—Same as No. | but contains 2 100- 
Leaf” because they know it stands ft. %” rolls and 2 100-ft. 136” rolls. 
for maximum effectiveness in con- Your average profit on these deals is 300% 
Dispenser alone worth price of entire Deal 





< | trolling many insects that attack 
flowers and vegetables, poultry, 
livestock and fruit trees. 


Display “Black Leaf 40” constantly 
and you'll cash in on the great 
1940 national advertising cam- 
paign carried in more than 4,000 
magazines and newspapers. If you 
need fresh display material, call 
your jobber or write direct to us. 


TOBACCO BY-PRODUCTS & CHEMICAL CORP., 
INCORPORATED - LOUISVILLE, KENTUCKY 


Flamemaster is also supplied in Boxed Sets 


| 2 FREE 50-FT. ROLLS OF 

| DE LUXE 2-PLY RANGE WICK 

“The Wick That Can't Clog” 

No. D-1 DEAL —with every purchase of ft. 
(any size) one 50-ft. Roll 7%” size ABSOLUTELY 
| FREE. Retail value..........cccccecsccees $3. - 
} No. D-2 DEAL —with every purchase of 400 
} (any size) two 50-ft. Rolls 7%” size ABSOLUTELY 
FREE. BOG WAIT « cccccccccccccccesccss $6.50 


Also FREE, either Deal—Wall Wick Cutting Chart. 
EXTRA SPECIAL! 


Flamemaster NEV-A-TRIM Insulator for cotton 
wicks. Ends wick-trimming nuisance. Stimu- 
lates cotton wick sales. 3 packages, retail value 
45e, FREE with Dispenser Deals. 


Write us if your jobber can’t supply you 


TRIPLEWEAR, PATERSON, N. J. 





























NEW WATCHES OF UNUSUAL 




















8 | 
Lookand Li | SALES APPEAL! 
Stop, Look and Listen— 
n * 
My} 4 ; “ ” 
f It is said: “Opportunity TWO TIMER 
Something aad 
in sto yatches. 
, knocks but once!” That A new watch 
ae ~~ —— 
daicator on 
depends upon the “door”. back. The point- 
n or ile pepe s| 
. . vhnile e seco 
a Opportunity 1S constantly dia fi reveives. 
° second timing 
: knocking at the door labeled and has sto p 
, A ‘handsome de- 
f sign with at- 





* tractive dial and 
chrome case. 
Retail price, 
$2.00. 






CLASSIFIED <u, 
: OPPORTUNITIES DEPARTMENT ; 


in every issue of Hardware Age. Here the advertise- iP 

ments under Positions Wanted, Help Wanted, Accounts COMMUTER” 
Wanted, Sales Representatives Wanted and Business NEW. ATTRACTIVE 
Opportunities are proving real opportunities for hardwaic : 

men who are looking for help as well as those who are WRIST WATCH 
seeking positions. 





: : Chrome case with curved, stainless back. Metal dial with 
Send your copy with remittance to— very visible, black numerals. Unbreakable crystal. Choice 
of black leather strap or link bracelet. Retail price, $2.95 


H A R D WA R E A G E THE NEW HAVEN ane. mia, NEW HAVEN, CONN. 
Classified Opportunities Dept. 


239 West 39th St. + New York,NY. NEW HAVEN Timepieces 


SINCE 1817 
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GENUINE SPEEDWAY 
ELECTRIC TURNTABLES 


FREE 


GDL I EA LE AOADIT ENE Ep 
@ During National Hardware Open tien— 
House Week, April 25 to May 4. hold inter- 
get a genuine SpeedWay display turn- est by 
table for your store absolutely free with staging 
every order of SpeedWay tools totalling your hard- 
$50.00 (your own selection). This ware on @ 
offer includes a standard No. 269 Speed Way 
SpeedWay Turntable. Turntable. 
With orders of $100 (list price) you can 

obtain a SpeedWay No. 275 Double 

Deck Turntable as illustrated below. 

Limited offer. Order today from your 

jobber or write us for full information 


SELL 
WITH 
MOTION 


@ Above No. 275 (Double 
Deck) SpeedWay Electric 
Turntable. List Price Value 
$17.50. 






To the left is SpeedWay 
Turntable No. 269. A stand- 
ard $9.00 unit for staging 


SpeedWap iis cs” 


1836 S$. 52nd Ave., Cicero, Ill. 





L fe) -Yof -lo) t_ 


a LAWN 
AND S TOOLS. 


MOST COMPLETE LINE 


of Home Gardening Equipment 





HAND CULTIVATORS , 3 or 5 prongs . 
4 ft. handles or Midget with 10 inch handles 
Priced competitively but superior in style and 


finish 





. @ real contribu- 
nothing else like 


The DANDELION PULLER. . 
tion to home gardening .. . 


it on the market. Simple .. . efficient . . easy 
penetrating one-piece drop-forged thin steel blade 
. . « White ash 45 in. handle. VERY POPULAR 
SELLER, 






V-POINT WEEDERS ... lor to any on 
the market . . better balanced . . . sharper 
eutting edge . . better appearance . . long 
or short handles 


Ask Your Independent Jobber 


C. S. NORCROSS & SONS 
BUSHNELL ILLINOIS 
"Quality Garden Tools Since 1891"' 
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W. D. Allen Mfg. Co., 
New York City 


As an Open House Special is 
promoting its No. NHOH re- 
volving lawn sprinkler. Polished 
brass revolving head said to give 
an even distribution covering an 
area from 25 to 40 ft. in diam- 
eter, depending upon the water 
pressure. Sled or base is 5% 
by 6 in. and is finished in baked- 





Revolving lawn sprinkler 


on black enamel. Has 34-in. solid 
hose connection. Each sprinkler 
is individually boxed, 12 to a 
carton. 


The Washburn Co., 
Rockford, I11. 

For Open House announces its 
No. CL cream whip, which is 
said to whip one-half cup of 





Cream whip 


cream in 20 seconds. Bowls are 
“Platonite” and available’ in 
three colors. Packed 12 of a 
solid carton to a shipping carton. 


Samson Cordage Works, 
Boston, Mass. 

Offers its “Whale” clothes 
line, which has been introduced 
to the trade in an attractive 
transparent wrapper printed in 





Clothesline package 


three colors. Each dozen hanks is 
packed in a handsomely deco- 
rated display box. 


Schlueter Mfg. Co., 
St. Louis, Mo. 


Provides a special Open House 
assortment, an 8-piece “French 
Rose” kitchenette ensemble. It 
is comprised of a four-piece can- 
ister set; two - compartment 
slant-top bread and cake box, 12 
by 11% by 11 in.; 25-qt. kitchen 
waste basket, 1234 by 10%4 by 
14%, in.; step-on kitchen can, 
10 qts., painted inset; and cov- 
ered dust pan 11 by 7% in. 
These ensembles are available in 
red trim or black trim. Each is 
packed in shipping carton. 







Special Open House assortment of kitchennette ensemble 


HARDWARE AGE 


























See 





- rT (Sa Te 





MARCH 








is 
c0- 


se 























= 

Se - CERES i 
a —— oo 
=n eh 
ee 5 ~~. 4 

: ace... od 
ay —————— 
ed —! 

ate 

3 

$ 


SAVOIL RANGE No. C552C—This is one 
of over 50 Kerosene Ranges, Stoves, Heaters. 
Send for new 48 page catalog. 


UNITED STOVE CO., 


YPSILANTI 
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FORSTNER 


AUGER BITS will sell and make money for 
you! There's a place for this handy, all-purpose 


boring tool in the shop of every woodworker, 
cabinet maker and home craftsman. Guided 
by a circular rim instead of a center, the 





Forstner Bit operates in any direction regard- 
less of grain or knots, leaving a clean, polished 
surface. Will perform many _ operations 
commonly done with chisel, gouge, scroll 
saw or lathe tool. Ideal for scalloping, 
mortising, pattern and scroll work. 

For machine boring, Forstner Bits are made in 33 
sizes ranging from %” to 3” diameter. For hand 
boring there are 21 sizes ranging from %” to 144” 


diameter. These bits may be purchased singly or in 
sets of 9, 11 and 17 bits each. Write for catalog. 


PROGRESSIVE MFC CO 


St Ome, CaN KA C TEC UT 











for NATIONAL HARDWARE OPEN HOUSE 





NEW MODEL BATHROOM SCALE 





No. 1018 Retail 
The Charm Detecto . . $2. Ws 
newest and most striking 

in a beautiful line of up- ,yeMyy 


to-date models. Note __ of the 
three other modern i*#issippl. 
Detecto Scales on dis- 
play rack below. 


GENEROUS MARK-UP 
NATIONALLY ADVERTISED 
FREE SELLING AIDS 


Write TODAY to your jobber for full 
particulars of our line. 





MICHIGAN | Division of The Jacobs Bros. Co., Inc., 
Detecto IG, cales, Inc., sata & Water sts..! he New York 

















The New Sreamline 
oie. sonal Spring Butt-Hinge 


Modern Architecture requires 
Spring Hinges of suitable de- 
sign and proven quality. 


Streamlined ‘Triplex’ double 
and single acting spring butt- 
hinges may now be ordered 
with button tip ornamentations 
in keeping with the most mod- 
ern designs in builders’ hard- 
ware. They are as modern as 


Type BUT2001 


the newest streamline train or 
the latest flagship of the transcontinental air fleets. 


Spring Hinges of Quality 


~-( CHICAGO) 
SPRING HINGES 


LOOK FOR THE TRADE MARK 








Chicago Spring Hinge Company, 


CHICAGO NEW YORK 
U.S. A. 































CHAIN TONGS 





“spring.” 
Flat Link Chains have proven strength 


strength (3,600 to 40,000 Ibs.). Design 
improvements: jaws have _ increased 
bearing on bar and forged-in chain 
guides, large steel bolts, drop forged 
alloy steel shackle. Better PIPE 


and each an improved tool. 


Solid Stock and Dies Pipe Cutter 
Adjustable Dies and Knife Blade Cutter 


Stocks Wheels 
Receding ‘{hreauers Pipe Wrenches 
Hinged Pipe Vises Chain Tongs 


Write for new catalog 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 
314 N. Francisco Ave., Chicago, U.S.A. 
Eastern Warehouse and Sales: 
199 Lafayette St.. New York 
San Francisco London 






Jaws are drop forged from special 
steel, heat treated, hardened, tempered 
und tested. Handles forged from high 
carbon steel have both stiffness and 


are proof-tested to 2/3 catalog 


TOOLS—The most complete line made 





















"BOY DID THEM TRAPS SNAP FAST...-||" 








Reprinted by permission from the Farm Journal 


Must be speaking of 


VICTOR 


MOUSE and 
RAT TRAPS 


Thanks, Farm Journal Editors, for giv- 
ing us this opportunity to again point 
out that the rats and mice make the 
market for Victor Traps. Smart retail- 
ers make the sales by simply putting 
Victors out in front where customers 
will see and buy. 


ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PA. 
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More Than 450 Refrigerators a Year 


(Continued from page 67) 


| in the store or as a result of ser- 


vice calls and, accordingly, very 
little “cold” canvassing is neces- 
sary. 

“Our salesmen operate exclu- 
sively on a salary basis,” says 
Mr. Quinn. “After having had 
years of experience with both 
salaried and commission §sales- 
men, we find that having good 
men on a salary is the best basis 
on which to operate. This plan 
saves confusion, time and misun- 
derstandings. By the same token, 
I would say that this gives the 
salesmen something to look for- 
ward to for 12 months in the 
year.” 

Used appliances are accepted 
on a trade-in basis for part pay- 
ment on new equipment when it 
is necessary. Used refrigerators, 
ranges, radios, etc., are recondi- 
tioned by the store and are thor- 
oughly tested before being deliv- 
ered to purchasers. The store will 
permit the return of used radios 
and major appliances within a 
reasonable period of time and will 
allow a fair credit toward the 


purchase of this new equipment. 

While the firm finances sales of 
many major units, some contracts 
are handled through finance or- 
ganizations. Contracts on de- 
ferred payment sales are limited 
when possible to 12 months, al- 
though longer periods are l- 
lowed for people purchasing more 
than one appliance at a time, pro- 
viding they are good credit risks. 
Since cabinet sinks and ranges 
are displayed near refrigerators, 
quite a few sales of one large unit 
will also result in the sale of ad- 
ditional equipment for a kitchen. 
From time to time the store has 
sold complete equipment—includ- 
ing paint as well as appliances— 
for modernizing old kitchens or 
for creating model kitchens in 
new homes. 

Appliances and radio sets are 
frequently advertised in a local 
newspaper. One window is always 
devoted to the display of at least 
one refrigerator and frequently 
the firm uses both of its display 
windows for featuring major ap- 
pliances. 





Plan Modern Homes for Average Income Group 


(Continued from page 81) 


including principal payment, in- 
terest, taxes, and insurance. 

A new FHA car card bearing the 
same theme will appear during the 
spring months in approximately 
100,000 buses, street cars, etc., 
throughout the country. Special 
radio programs are being arranged 
locally by all State and District 
offices of FHA. In addition, manu- 
facturers, dealers, and others will 
be provided upon request with 
scripts and commercial announce- 
ments by which they may tie in 
their own merchandise or services 
with the small homes campaign. 

A new Technicolor movie, 
“Homes of Today” pictures attrac- 
tive small homes and _ offers 
dramatic proof of what the average 
family may obtain today in design, 
construction, and financing terms. 

Lending institutions, very natu- 
rally, play a vital part in the small 
homes program. The FHA is sup- 


plying them with attractive posters 
reading, “Now You Can Own a 
Modern Home. Ask here about 
FHA-Insured Loans.” 

In the new FHA material no 
particular distinction is made be- 
tween the regular insured mort- 
gage and the newer Class 3 loans 
up to $2500. Either plan is suit- 
able for small-home financing, and 
any lending institution making 
FHA-insured loans will be glad to 
cooperate with dealers who are ac- 
tive in finding prospective owners 
of small homes. 

These institutions will also be 
able to supply FHA literature and 
printed forms as well as informa- 
tion about the FHA Plan. Lists of 
qualified financial institutions in 
any specific locality may be ob- 
tained through FHA field offices, 
or by writing direct to the Federal 
Housing Administration at Wash- 
ington. 
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Stove 
Bolts 
that 

Bring Repeat Business 


Uniform quality Triplex Stove Bolts build steady cus- 
tomers. Their time-saving fit, deep head slots, quick- 
starting nuts mean profitable time economy in the 
shop. Round, flat or oven head, all sizes—made of 
high quality wire. Clean—ready to use. 
business when customers insist on Triplex. 
day for samples and prices. 


THE TRIPLEX SCREW CO., 5317 Grant Ave., Cleveland, Ohio 


Don’t lose 
Write to- 


CAP AND SET SCREWS, BOLTS, NUTS AND RIVETS 


* Millions Sold + + + Used in Every Industry * 








| \ 
$< vn adie i 
a 


Galvanized Wire Clothesline (strand) all 
standard sizes and lengths — hollow cable, 
seizing strand, 6-strand and 4-strand twisted 


and solid — cut lengths and on reels. 


GE WRIGHT wiee co 


WIRE CO. 
WORCESTER * MASS. 
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BOMMER 





SPRING HINCES 


ARE THE BEST 


Replenish Your Stock with 
BOMMER 


They are in universal demand—are quickest 
to sell—easiest to apply and the most satisfac- 
tory spring hinge made. 





Follow the line 
of least resist- 


ance. Sell 


BOMMER 


products. 





Type 29 Type O 
Supplied with Button Tips when specified 


Bommer Spring Hinge Co., Brooklyn, N.Y.- 


Chicago Sales Office: No. 180 N. Wacker Drive 








Big League Camps are in full swing. Major Base- 
ball heralds the arrival of Spring with its great 
influx of children to the Outdoors for fun and 
play. 

Supply the kids with swell BARR "Bob Feller" 
rubber baseballs, return balls, paddle balls, jack- 
stone sets, and beautiful multi-colored gas in- 
flated playballs. BARR chocolate scented rub- 
ber dog toys will be needed for their canine pals. 


BARR toys make year ‘round toy departments 
highly profitable. Write Dept. V-3 for complete 
literature. 

















HANSON ‘ie 


6 
A 


=] Li™N 














| C@ecce 
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WARSAW. NY. 








Hall Hardware Co. Convention 


(Continued from page 83) 





B. A. Buckmaster and page girls, all employees of 
the company, who presented feature catalog pages. 


Association spoke at the annual 
stockholders’ meeting. He compli- 
mented the dealers upon the splen- 
did meetings and said he admired 
the confidence of this group in its 
ability to meet the challenge of com- 
petition. He stressed the fact that 
this challenge can only be met by 
individual effort and pointed out 
that Hall dealers have the facilities 
with which to meet this situation. 
Luncheon was served each day for 
dealers and guests at the company 
warehouse. The convention closed 
Thursday night with a dinner-dance 
at the Nicollet Hotel which was at- 
tended by more than 1200 people. 
At the stockholders’ meeting, D. 
R. Jacobson, Minot, N. D., was 


elected a director to take the place 
of Howard Connolly, Devils Lake, 
N. D., whose term expired. Di- 
rectors E. P. Babcock, Anoka, 
Minn., and J. A. Monson, Braham, 
Minn., were reelected. Other di- 
rectors are as follows: S. E. Hunt, 
Red Lake Falls, Minn.; Amos 
Marckel, Perham, Minn.; H. J. Bek- 
ke, Canton, S. D.; George De Ruy- 
ter, Sioux Center, Iowa; O. V. 
Hanson, Rochester, Minn.; G. A. 
Jeffery, Red Lodge, Mont.; H. P. 
Nicklas, Durand, Wis., and Albert 
Wynne, Windom, Minn. Officers of 
the Hall Hardware Co., are: Mr. 
Hunt. president; Mr. Marckel, vice- 
president, and Steve P. Duffy, man- 
ager and secretary-treasurer. 


Ohio Convention 


(Continued from page 96) 


Thomas Herbert, who is fighting a 
taxpayer’s suit contesting the clause’s 
legality. 2—Approval of National 
Hardware Week. 3—On record ,as 
being opposed to any legislation, 
state or national, to deny the em- 
ployer the advantages of “merit” or 
“experience” ratings in determining 
the amount of unemployment com- 
pensation payments. 

J. C. Blaser, Cleveland, chairman 
of the committee on nominations, 
presented his report. The election 
of officers for 1940 following imme- 
diately. The new president is Rob- 
ert Guyton, East Liverpool, succeed- 
ing C. C. Hewitt. G. V. Britton, 
Akron, was named vice-president, 
and John B. Conklin, Columbus, re- 
elected secretary-treasurer. New 


members of the board of directors 
are: Harry Garbe, Toledo; Fred 
Carpenter, Logan; Joseph Kohstall, 
Cincinnati, and Mr. Hewitt. In ad- 
dition the directorate is comprised 
of five holdovers: S. W. Cohagen, 
Columbus; Carl E. Graeff, Dayton; 
A. J. Gunsett, Van Wert; J. W. Boni- 
field, Sr., Zanesville, and J. C. Bla- 
ser, Cleveland. Directors whose 
terms expired were: R. S. Booth, 
Galion; Sam C. Briggs, Frankfort; 
J. A. Laws, Cincinnati, and H. F. 
Stotzer, Archbold. 

Social events included the ban- 
quet and dance on Wednesday, the 
ladies’ theatre party, Wednesday, at 
Loew’s Ohio Theatre (through cour- 
tesy of the Smith Bros. Hardware 
Co., Columbus, and on Thursday a 
dance and floor show. 
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Now's THE TIME 


@ VIGORO is a 
natural profit item 
for hardware deal- 
ers. If you aren’t 
already featuring it, 
get aboard this 
quick ride to better 
business. VIGORO 
is America’s fastest- 
selling plant food. 
For complete ma- 
terials to help you, 
write Swift & Com- 
pany Fertilizer 
Works, Chicago. 


For special Vigoro display in your stores / 


Mit 


BIG COLORFUL 


VIGORO 


ADS IN 
HOUSE BEAUTIFUL 
AMERICAN HOME 


BETTER HOMES & 
GARDENS 


SUNSET 
FLOWER GROWER 
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VIGORO 


THE COMPLETE 
PLANT FOOD 





FEATURE THESE SPRING TOYS 


| DURING NATIONAL HARDWARE OPEN HOUSE 


| Display Arcade Toy Lawn Mowers 

; and Garden Sets during National 

| Hardware Open House and see how 
quickly they sell. 


ASK YOUR JOBBER about the 
SPECIAL ASSORTMENT NO. 
O.H. including two sizes of lawn 
| mowers to retail at 25 and 50 cents 
| and four sizes of Garden Sets to 
| retail at 10, 25, 50 cents and $1.00. 


| Lawn Mower No. 567, overall 
length 26% inches, all metal except 
wood handle and roller, is finished 
in brilliant red, yellow and green. 
Equipped with clicking device. Re- 
tails for 25 cents. 


Lawn Mower No. 572, overall 
length 32 inches, is equipped with 
black rubber wheels . . . retails for 
50 cents. 


Garden Sets with metal heads and 
wood handles are offered in brilliant 
combinations of colors . . . four 
sizes ranging in length from 18 to 
88 inches. No. 544 set retails for 
10c., No. 5430P retails for 25c., No. 
553X retails for 40c., and No. 556 
retails for $1.00. 





Order from Your Jobber 


ARCADE MFG. CO. 
1201 Shawnee St., Freeport, Ill. 





rayne aeae t 
Order No. 160-B.C. Vaughan’s Improved CAN OPENER 
COMBINATION ... BOTTLE OPENER. CORK SCREW 
. AND A NEW OPENER FOR ALL CANNED LIQUIDS! 
The only complete Can Opener Combination on the market, 
at a popular price. Packed on individual display cards. One 
dozen to the box. A fine seller. Send for prices. 
Vaughan’'s 
No. 170-W. The only can opener 
that cuts the top out of 
2e SQUARE, round, or oval cans | 
e, and leaves a safety rolled edge. | 
‘. Best seller. More than fifty mil- | 
lion sold. Individually packed on | 
a, three-color display card. Two 
n, dozen to the box. Order now. 
i- 
t, VAUGHAN NOVELTY MFG. CO. INC. 
* 3211-25 CARROLL AVE. CHICAGO, ILL. 
y- 
? 
a 
Pa 
rt 
rf 
= 
e i A sk for 
l- 
Gilbert & Bennett | 
'S 
d UALITY 
, ‘Products 
d Poultry Netting 
L. Gaivenieed Before and After | 
. Straitline Poultry Fence 
; Galvanized Before and After 
- Galvanized Hardware Cloth | 
\- In All Meshes and Gauges i 
e SCREEN WIRE CLOTH 
2 Pearl Wire Cloth 
P4 2 Copper Wires in the Selvage 
4 Acme Electro-Galvanized 
Wire Cloth 
. Painted Black Wire Cloth 
- Copper Wire Cloth 
Light and Dark 
t Bronze Wire Cloth 
e Bright and Roman 
€ 
; ihe GILBERT & BENNETT MFG. CO. 
GEORGETOWN, CONN. NEW YORK, WY. LUE ISLAND, ILL. KANSAS CITY, MO. 
PTET TOPE 
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New and Improved Merchandise—Dis play Helps—Sales Literature— 


Yale’s New Tubular Locks 
More and more builders are using tu- 

bular locks to satisfy the demand for 

low cost units that have decorative as 








well as protective value. To meet the 
increasing popularity of tubular locks 
The Yale & Towne Mfg. Co., Stamford, 
Conn., has brought out a new line of 
tubular locks and latches in_ brass, 
bronze and steel covering eight different 
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designs. Covering the complete locking 
needs of the average home, these are 
available in latch sets, lock sets for 
bedroom doors, bathroom sets and closet 
sets. Maker states because of their 
simple construction, Yale tubular locks 
are particularly easy to install, necessi- 
tating few tools and this brings their 
cost down, making them particularly 
adaptable to small home construction. 


Steel Kitchen Cabinets 

Berger Mfg. Division, Republic Steel 
Corp., Canton, Ohio, offers a catalog of 
“Berloy” steel kitchen cabinets in mod- 
ern design. The company now has a 
complete line of wall and base cabinets 
in sizes and styles to meet the demand 
for kitchen modernization. 


Picture Hangers Display 


This display for five-cent picture 
hangers contains 12 cards each of 1-lb., 
10-lb., 20-lb., 30-lb., 40-Ib., 50-Ib., 100-Ib. 
hangers, and 12 cards each of picture 
hanger set, picture and frame hangers, 


<TAVIER 
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aaa | 
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and No. 2 picture cord. Height of dis- 
play is 18 in., width 12 in. Made of 
steel wire. E. H. Tate Co., 251 Cauce- 
way St., Boston, Mass. 





Camp and Picnic Grill 

This new improved grill is built of 
heavy gage metal, easily assembled and 
sturdy. Has finely crossed mesh to pre- 





vent food falling into fire and patented 
draft feature. Fired with wood, char- 
coal or briquets. Painted for fine ap- 
pearance—four sturdy legs allow for 
setting up anywhere. Light in weight 
(6 lb.). Size 15 in. by 10 in. Grill is in- 
dividually packed in a display carton 
with a handle feature which makes it 
easy for the pedestrian or cyclist to 
carry. Retails $2 each. Dealer discount 
33 per cent. The Jacob Halter Sons 
Co., 2604 Walton Avenue, Cleveland, 
Ohio. 


Seed Catalog 

The I. W. Scott Co., 500 Liberty Ave- 
nue, Pittsburgh, Pa., has issued the 
1940 edition of its catalog showing the 
Scott line of seeds and farm, garden 
and poultry accessories. 
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for Retail Hardware Stores 


Furnace Tools 


Farrell-Cheek Steel Co., Sandusky, 
Ohio, makes a complete line of furnace 
tools, including clinker tongs, clinker 





Clinker Tongs 


Slice 
Bars 


rakes, slice bars, and back-up wrenches. 
These tools are adapted to both hand 
firing and stoker firing, and are made of 
cast steel, fitted with standard pipe 
couplings. Furnished complete with 
pipe and handles, or tool ends can be 
furnished separately. In using the 
clinker tong, by a twist of the wrist one 
can secure the clinker and withdraw it 
from the furnace easily. Slice bar is 
useful in breaking up the large clinker 
and bringing it to the surface where it 
can be removed by the clinker tong. 
The clinker rake is useful in small heat- 
ing plants in cleaning the fire of 
clinkers and bringing them into position 
for removal. 


Waterproof Coating 

For brick, stone, and stucco walls 
(above grade) without changing texture 
of surface. Aluminum and calcium 
stearate base makes possible greater 
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Window Trims—New Packages—New Colors—Catalogs 


water-proofing efficiency at no higher 
cost, according to the manufacturer. 
For use on virgin places only. Packed 
in quarts, one-half gallon, gallon, five- 
gallon kits and 55-gallon steel drums to 
retail, respectively 90 cents, $1.60, $3.00, 
$2.75 per gal. and $2.55 per gal. Rane- 
tite Mfg. Co., 1917 S. Broadway, St. 
Louis, Mo. 


*““Universal Mixablend”’ 


Mixes, blends, and liquefies. Has 
one-quart capacity, strong, clear glass 
container; two-speed extra powerful 
motor with three-position switch; six 
cutlery stainless steel cutters; radio in- 
terference eliminator, and permanently 
attached six-foot cord. AC and DC. 





Mixes, blends, and whips cream, icings, 
sauces, puddings, etc.; purees food for 
babies or special diets; chops mush- 
rooms, peas, onions, etc.; liquefies fruits 
and vegetables, and blends cocktails and 
other beverages. Landers, Frary & 
Clark, New Britain, Conn. 









Fence Controller Display 

The Electro-Line Fence Co., Milwau- 
kee, Wis., announces a new combination 
stock and display rack for dealers. This 





stand is 5 ft. high, 30 in. deep and 20 
in. wide. A heavily welded steel frame, 
enameled in green, accommodates all 
“Electro-Line” and “Eclipse” electric 
fence controllers, and permits demon- 
stration of the controllers as well as 
display. A colorful illustration is on 
the top panel. This merchandiser is 
offered free on a deal basis. 


“Priscilla Ware” Catalog 

The Leyse Aluminum Co., Kewaunee, 
Wis., has just issued a new catalog cov- 
ering its line of Priscilla Ware. 
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NATIONALLY ADVERTISED 


YANOGAS 


ANT KILLER 


WILL BRING YOU 


MORE PROFITS 
From Your Seed and Garden Trade 


iN HANDY SPOUT 

CANS — These 

smart looking, 

handy 4-ounce 

spout cans ap- 

peal to your customers, attract 
the eye, invite them to buy. 


Ws DIFFERENT— CYANOGAS ANT 
KILLER is a gas-producing 
' powder— 





not a bait— 
kills ants 
right in 
their nests. 





IT’S NATIONALLY ADVERTISED— in 
five national home and garden 
magazines—telling and selling 
millions of home gardeners on 


the advantages of CYANOGAS. 


IT’S EASY TO SELL— 

Self- selling display 

cartons will remind 

your customers to 

buy CYANOGAS 
—it virtually sells 
itself. 


AND IT’S PROFITABLE—A carton of 
a dozen cans at $2.40 brings you 


$3.60 at retail—a 
aes, net profit to you of 
$1.20 on a carton. 
TO GET YOUR SHARE OF THIS BUSINESS 
Order a dozen cans today from 
your wholesaler. Set up the dis- 


play carton on your garden coun- 
ter and watch the sales come in. 





AMERICAN CYANAMID & CHEMICAL CORPORATION 
Insecticide Department 

30-C Rockefeller Plaza, New York, N. Y. 

Kansas City, Mo. Azusa, Cal. 
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Illuminated House Numbers 


“Address-O-Lite”—never turns off. Il- 
luminates entrance with a dim glow 
light sufficient to see the way. Made 
from treated steel or solid brass, cop- 
per or stainless steel with baked-on_ma- 
rine finishes in many attractive assorted 
colors. Accommodates up to five mois- 
ture-proof, non-breakable, 3-in. numer- 
als. Available in same colors as unit it- 
self, giving neon effects. Single one-watt 
G-E miniature Mazda lamp illuminates 





the unit. Entrance light, less lamp, re- 
tails for $1. Numerals extra. Art-O-Lite 
Co., 7945 Wellington Avenue, Chicago, 
Til. 


Stanley Display Units 

Screw driver display units announced 
by Stanley Tools, New Britain, Conn., 
are a metal stand, lacquered blue, which 
spreads out fan-likg to display 12 No. 





171 screw drivers; a four-color display 
card in blue, yellow, black and red of- 
fered free with 12 “Victor” screw 
drivers, displaying each one fully, and 
a cardboard box display unit, No. 175A, 








in four colors, holding four fast-moving 
drivers in three popular sizes. Two 
dozen drivers are offered in the unit 
and the merchandiser is supplied free. 


Hat Cleaner and Blocker 


Sending felt hats to the cleaners will 
soon be a thing of the past, now that, 
with the aid of a simple cleaning kit 








and reshaping block, anyone can do 
this work right at home in a minute’s 
time at a cost of only lc. per hat. The 
“Hat-Saver” cleaning kit, of the Hat 
Saver Co., 8928 Linwood Avenue, De- 
troit, Mich., consists of a_nickel- 
plated metal hat-block, together with 
cleaning pads and “Hat-Saver” cleaning 
fluid. The device works with shallow 
hats worn by women as well as with 
high-crown hats worn by men, the hat- 
block being made in two parts, the up- 
per one for use in cleaning women’s 
hats. The hat-block can also be used 
for reshaping hats that have been 
soaked by the rain. The hat-block is 
furnished in two sizes, with directions 
which enable it to be used for cleaning 
any size of hat from the smallest to the 
largest. Retails at $1.25. 


Fuse Catalog 


“14 Big Trouble Savers” is the title 
of a new condensed catalog folder 
issued by the Trico Fuse Mfg. Co., 2948 
No. 5th St., Milwaukee, Wis. Contains 
complete specifications and illustrations 
of powder-packed renewable fuses; non- 
renewable fuses; plug fuses; thermal 
time-lag plug fuses; tamper-resisting 
plug fuses; clamps for locking fuse 
clips; heavy duty test clamps and fuse 
pullers and automatic lubricators for all 
types of bearing surfaces. 
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Zenith Radios 
The Zenith Radio Corp., 6001 Dick- 


ens Avenue, Chicago, IIl., is featuring 
chairside radios which can be placed 
alongside the listener’s chair and thus 
have the controls at his finger-tips. The 
chairside line consists of eight models, 
each of distinct cabinet design. Fea- 
tures are “Wavemagnet” built-in aerial 
device; easy rolling casters; built-in 
utility space in the cabinet; “Radior- 





gan” type of tone control permitting 64 
different and distinct tonal combina- 
tions; full deep-tone speakers. Several 





of the models are equipped with short 
wave bands and with built-in short wave 
aerials. 


“Health Way” Juicer 


For extracting juice from vegetables. 
Designed for greater convenience and 
easier operation. The hinged hopper per- 
mits it to open like a book for clean- 
ing. Juicer is made of cast iron 
(tinned), which gives it a bright and 
sanitary finish. Overall height is 12 
in.; length, barrel, 554 in.; diameter of 
hopper, 4 in. New Standard Corp., 
Mount Joy, Pa. 
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BUILD UP YOUR ROOFING BUSINESS with 


GE ROLL 
ROOFINGS 





THE PHILIP CAREY COMPANY 


O meet the demand for good, 

low-priced, quickly applied roof- 
ings, CAREY provides a complete 
line of ready-to-lay Roll Roofings— 
to meet every need—from the small- 
est temporary shed to the more per- 
manent building. Various weights 
and finishes . . . colorful mineral sur- 








faced finishes, for use on buildings 
where appearance is important... 
other types in black finish, for jobs 
where protection is the prime con- 
sideration. Catalog mailed upon re- 
quest—write nearest branch office 
or Dept. 66. 
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BRANCHES IN PRINCIPAL CITIES 
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STAR Hack Saw Frames are rug- 
ged, finely finished and properly 
designed to insure the best work. 
Made in four styles—each capa- 
ble of quick adjustment to hold 
blades of varying lengths. 


Dealers make fast profits when 
handling STAR Hack Saw blades 
and STAR frames. 


CLEMSON BROS., inc. 
Middletown, New York 





STAR Hack Saw Blades cut 
faster, stay sharper, and 
cost less in the long run. 
Made in Tungsten and 
“Moly” - - hand and power 
sizes - - and only the Genu- 
ine STAR Hack Saw blades 
are packed in the conve- 
nient and modern metal 
boxes. 
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SWING-A-WAY 
CAN OPENER 
AND THE NEW 
SWING-A-WAY 


HOUSE! 


Suggested 
Retail Price 
Cadmium 
$1.50 Ea. 
Chrome 
$2.00 Ea. 
@ INTERCHANGEABLE—TO BE USED ON THE 

SAME SWING-A-WAY BRACKET— 
A double convenience that makes a Lig 
appeal to the efficient housekeeper 
@ THE KNIFE SHARPENER FILLS A LONG- 
FELT NEED IN THE KITCHEN— 
Sharpens knives to a razor edge with one 
third the usual time and effort Easy to 
Use nothing to get out of order 
swings away against the wall 
@ SELL THEM TOGETHER OR SEPARATELY— 
Most women want both but each item stands 
alone as a kitchen indispensable 
@ OPPORTUNITIES FOR ADDITIONAL SALES— 
Every woman who owns a can opener will 
want a knife sharpener to use on the 
same bracket 
For further information write to 


F. L. McCabe Swing-A-Way Steel Products, Inc. 
MERCHANDISE MART CHICAGO 























KNIFE SHARPENER 
—A GREAT TEAM 
FOR NATIONAL 
HARDWARE OPEN 





TOGGLE 












Specified by the 
electrical and 
building trades, 
contractors and in 
dustrial buyers be 
cause they are bet 
ter toggle bolts in 
every detail. Vaine 
Spring Wing Tog 
gle Bolts press 








through smallest 
hole, spring open 





the instant clear 
ance is made 
Never catch or jam 
on rough, irregular 
surfaces, Self 
bracing, they lock 
thread when fully 
tightened. For an 
chorage in any ma- 
terial, there is no 





better toggle bolt 
than Paine. 18 





types in 60 sizes. 
Write for cemplete 
Catalog of Paine 
anchoring devices, 
bullding, electrical 
and maintenance 
specialities. 


THE PAINE COMPANY 


2963 Carroll Ave., Chicago, Illinois 
New York Warehouse & Sales: 

















48 Warren Street 
Carried by all leading Jobbers. 
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New Line of Water Coolers 


In this new five model line of mod- 
ern water coolers, each model featuring 
new standards in design and construc- 








tion details. Built in 2. 3, 4, 6 and 
8-gal. capacities, these coolers are com- 
pact, making it easy to set them on 
small tables—benches—stands, where 
they are readily accessible, yet out of 
the way. Have gleaming white finish 
with contrasting black trim. The fea- 
tures include: glass high faucet loca- 
tion which permits placing average size 
tumbler below the faucet: 4%4-in. thick, 
scientific base insulation to minimize 
ice consumption, lessen refrigeration 
loss and protect table; snug-fitting in- 
set cover construction to keep the cold 
in; sprayed-on, durable, baked japan 
finish; choice of plated brass push but- 
ton or lever type faucet and sanitary. 
leakproof, rustproof construction. Cool- 
ers are packed one to a scientifically 
designed carton. National Enameling 
and Stamping Co., Milwaukee, Wis. 


Screen Door Check 

Improved “E-Z Kloze” has oil-tem- 
pered spring, lock-tight cap and oil- 
soaked plunger. Operates on screen 





























doors of any size or weight. Fastens on 
top of door frame, five inches from 
hinged side of door, with the four 
screws provided. Each check comes 
with merchandising card. Heckethorn 
Mfg. & Supply Co., Littleton, Colo. 


Improved Grass Edger 


Two new attachments for 
this edger have been added 
to add to the ease of using it, 
and to its efficiency. These 
improvements consist of a 
steel step for applying foot 
pressure when the ground is 
hard, and a steel cleaning 
finger which lifts out the 
grass and dirt. The sharp- 
ened cutting disk of hard- 
ened and tempered steel re- 
mains unchanged, as does the 
sturdy ash handle, so that the 
new No. 3 Planet Jr. Edgei 
can either be bought com- 
plete or the new attachments 
can be added to the regular 
No. 2 model. A catalog on 
this grass edger, as well as 
their other Planet Jr. tools is 
available. S. L. Allen & Co., 
Inc., 3461 N. 5th Street, 
Philadelphia, Pa. 





Sanding Pads For 
Electric Drill 

The Mall Tool Co., 7740 S. Chicago 
Ave., Chicago, Ill., has introduced an 
improved sanding pad for use on any 
make, model, or size of portable electric 
drill. Pad is ideal for occasional sand- 


\ 
wow FSC 
ATTACHES TO DRULL CHUCK 





ing jobs where amount of work does 
not warrant a standard sanding ma- 
chine. Equipment consists of a four- 
inch sanding pad, one abrasive, clamp 
screw and a “T” wrench to remove or 
fasten the pad and abrasive. Price of 
complete unit is $7.00. 


Prefinished Metals 


The American Nickeloid Co., Peru, 
Ill., has announced two new prefinished 
bonded metals combining the beauty 
and durability of nickel and chromium 
with the lightness, strength, and work- 
ability of aluminum. These two plated 
metals are nickel aluminum and chrome 
aluminum. They are available in sheets 
in sizes up to 36 by 96 in. in a full 
range of tempers and in gages from 
010 in. up to .064 in. A choice of 
bright or satin finish and _ striped, 
crimped, or corrugated patterns adapts 
these metals to many uses and designs. 
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Our extensive line of ready to nail Horse, Mule, 
and Bronco shoes is growing in popularity. 

fit the average horse without alteration—per- 
feetly balanced and shaped. 
welding calks. Nail holes are elean, ecorreetly 
tapered, and spaced. Tough, strong, long wearing. 






No turning heels or 








— Write for information. — 




















VITA 


DAYLIGHT-CLEAR TRANSPARENT 


DURABLE GLASS SUBSTITUTE 


UF eo Noun Sale 


New Glassy Material / 


NEW SALES.. 


AT A GOOD PROFIT ! 


Here’s the amazing new glassy material 
that’s fast becoming the leadingseller. You 


make extra “one with R-V-LITE 


dousLY 
REINFORCED No gum, wax, or paraffin. 





Odorless, greaseless. 


VITA- 

ANE because it can be used 
in many places where ordina- 
ry substitutes cannot be used. 
R-V-LITE VITAPANE is 


made by an exclusive process. 


Does 


not stick, discolor or become 


brittle. Really transparent! Comes in 
rolls 36-inches wide by 50-feet long. Your 
customers are guaranteed satisfaction! 
SUGGEST R-V-LITE VITAPANE 
AND WATCH SALES SOAR! 


Write for Money- Making Dealer 
Proposition and Free Sample 


3470 NORTH KIMBALL 
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ARVEY CORPORATION 
Exclusive Manufacturers of R-V-LITE 













s 


Poultry Houses Hot Beds 


LA SH | 


Storm Doors Sun Porches 





| as you are compelled to compete 





JOBBERS! 
Some territories still open 
Write today. Giant sample 
andalli facts by return mail. 














CHICAGO, ILLINOIS 
















It's a Three Turner Tested Torches—Three price levels—good, better, 
best—and a striking aluminum colored, all in one unique, 


Deal! catchy display It will make sales for you while you wait on 
“2 other customers Your jobber can furnish two complete assort- 
FOR ments with the special display stand at cost or below 
NATIONAL Deal A—3 Lovage od —_ ne plus Chpiny ; aah 
One No. 150 four Cost 3.00 tetails for 5 
OPEN HOUSE One No. 30A . 3.40 5.10 
WEEK! One No. 132 : : 4.07 , 6.10 
One $2.00 Dis 

play Stand - 1.00 
Your Margin——$4.23 F ~ @i.47 a ** $15.70 

Buy From Deal B—6 Turner Blow Torches 


Two each of above numbers plus 


| Your — se ee end 
| —-Just Specify Your margin—$9.96 Your Cost $21.44 


TURNER 


BRASS WORKS 


Sycamore, Iilinois 


Retails for $31.40 









YOUR 
DREAM 


COMES TRUE! 


Carpenters Contrac- 
tors - handymen - paint- 
ers and hcma-owners are 
patronizing chain hard- 
ware stores and inde- 
pendent dealers who 
have a sander rental 
service. But, here's 
GOOD NEWS — 









The 
New Streamlined SPEED-O-LITE ~. 


backed by 9 years of steady per 
formance, is ready for immedia 
installation in your store As long 


| 





better be first with this new Lin 
coln Streamlined Speed-O-Lite It 
will get back and hold the custom 
ers you've been losing Will bring 
in 

$3 to $5 per Day in Ren‘als Alone ! 
Besides, it’s the biggest merchan 
diser of paint, varnish and other 
supplies you could ever imagine 
Try it. 


STURDY 
+ 
LIGHT-WEIGHT 
& 
FAST CUTTING 


* Write for Circular and Liberal Terms NOW! 


LiIRCOLH-SCRLGETE 


SCLOOR MACHEBERY €OB7 LB TS 
212 WEST CRAND AVENUE CHICACO, ILLINOIS 
World’s Manufacturer of the Most Complete Line of Floor Maintenance Equipment 
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Sherman 
GOLD LABEL 


Nozzles in 


ASSORTED 
COLORS! 


Stock this new Sher- 
man Nozzle in assort- 
ed colors, for “Open 
House”’ sales! It’s 
heavy cast bronze, 
with exclusive new 
non-rising sleeve con- 
struction — the finest 
| NATIONAL nozzle ever made! 
| HARDWARE Free display card and 
CQnen dhuts “Open House” price 
APRIL 25-MAY4 card with each dozen. 
A real natural for 
“Open House” sales 


RE COOPERATING * 1 
p> we ani cooperating G Order your stock to- 


day! 


















H. B. SHERMAN MFG. CO. 
BATTLE CREEK, MICH 








| THE SOLUTION 
| OF AN AGE-OLD PROBLEM 


Bes. 


For soreae ant Storm Doors 





— 











PULL —to eo from outside PUSH 


To open from inside— 


The action is natural, and the latch easy to 
install. SELLS ON SIGHT. Most revolu- 
tionary change and greatest improvement in 
screen and storm door latches ever developed. 
Constructed for long life. Write for literature. 


lf Your Jobber Cannot Supply You, Write to 


WRIGHT PRODUCTS MFG. CO. 


2101 Kennedy St., N.E., Minneapolis, Minn. 
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Ladies Roller Skate 


“Commander”—constructed of special 
rolled-steel plate; 45 deg. action; extra 
heavy shock absorber; unbreakable ac- 
tion screw; malleable steel castings 
cushioned for extra comfort in live 
rubber. Skate is light in weight. Has 
ball-bearing, hard-maple wheels; strong 
bridge construction. Mounted on se- 
lected, smooth, white elk, extra high 
“Arena” professional model shoes. Shoe 





is reinforced with heavy strips of web- 
bing. Suggested retail selling price, 
$14.50 a pair. The Roll Away Skate 
Co., 12435 Euclid Ave., Cleveland, Ohio. 


Electric Range 

Model 9059 — electric —three “Sun 
Spot” cooking units, two 6-in., one 8-in. 
6-qt. “Econ-o-Way” cooker, trivet and 
three-piece clover-leaf set, 120-volt unit. 
Two-unit oven, upper and lower, 2300 
watts. Special baffle for equalized heat. 
“Wilcolator” ovenstat (temperature con- 
trol) with pilot lamp. Oven selector, 
six heats. White enamel broiler pan 
with smokeless adjustable rack. White 
porcelain storage compartment with 
sliding shelf and pan holder rack. Two 
storage drawers, Trio timer and lamp 
includes automatic électric clock and 
time control with selector switch for au- 














” 


tomatic control of oven, “Econ-o-Way 
cooker and convenience outlet. Has 
built-in minute minder, salt and pepper 
jars. Lamp illuminates clock, controls 
and cooking surface. Illuminated con- 
trol panel. Stewart-Warner Corp., Chi- 
cago, Ill. 





“Electroqueen” Mixer 

Retails for $18.75. Powered by three- 
speed universal motor. AC or DC. Has 
automatic revolving turntable, acid 
proof chrome plated steel beaters, drink 
paddle and spatula to match; glass 
juicer and small mixing bowls. Ball- 
swivel arm permits easy shifting of 
beating action from center of bowl to 
off-center position, causing bowl to re- 
volvye automatically. Model No. 450-G 





ivory mixer with jade green bowls 
and juice extractor. Model 458-W—all 
white, trimmed black, opal molded 
glassware. A. F. Dormeyer Mfg. Co., 
4316 N. Kilpatrick Ave., Chicago, Ill. 





Lock and Lock Sets 


Sargent & Company, New Haven, 
Conn., has added a line of “Bored-In” 
lock and latch sets. The sets require 
minimum mortising in the door, only 
two holes, one bored to receive the lock 
and one bored to intersect for the knob 
spindle. Templates are packed with 
each set to aid in application. The 
locksets with auto-release button are 
featured. The outside knob is set by 
the auto-release button located on in- 





side rosette. The turn of the inside 
knob automatically releases the button. 
It can only be locked when room is oc- 
cupied. Conventional type latch sets 
are furnished with metal and glass 
knobs with rosettes, or choice of three 
designs in elongated escutcheons. The 
sets with escutcheons are furnished 
with or without turn knob operation for 
use on bedrooms and bathrooms. All 
sets are available in a number of attrac- 
tive finishes. Emergency keyes can be 
furnished with locksets when necessary. 
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Sell JACUZZI INJECTOR 


PUMPS 


Millions of dollars are being in- 
vested in domestic water equip- 
ment—and to meet that demand 
in your district, you cannot sell 
a better pump than Jacuzzi. 





Jacuzzi—the Original Injector 
Pump 


Jacuzzi Pumps have exclusive, 
patented features which give 
them important operating ad- 
vantages — features that help 
dealers to make sales that are 
creating a steadily growing de- 
mand. 


Write for complete information 
on Jacuzzi Pumps and dealer 
franchises. 


JACUZZI BROS..,Inc. 


BERKELEY CALIF. 





























Follow the LEADER 
In “Want Ad” Advertising— 


In every trade there is always a leader. |n 
the Hardware Trade it is Hardware Age. 
Classified as well as National advertisers 
have found it out. 


Year after year HARDWARE AGE has led 
its field in the volume of classified as well 
as display advertising. Its classified col- 
umns bring together buyer and seller, em- 


ployer and employee. 
Those who contact the hardware trade 
know from experience that HARDWARE 


AGE is the logical medium to use to secure 


RESULTS from their classified advertising. 


HARDWARE AGE 


Classified Opportunities Dept. 
239 West 39th St.. New York City 
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| SELL THE RIGHT LIGHT 


u st R Us ee ~ 


CARBIDE CAP LAMPS VA 


Low price, 








powerful light 
that penetrates 
fog and mist. 
Easily worn on 
cap or hat. 
Furnished with 
the7’or4’ reflec- 
tor. List prices 
$1.30 to $2.10. 
Other models for night fishing and blacken- 
ing gun sights! 


ELECTRIC HEADLIGHTS 


Powerful 1,000 ft. beam. 
Light straps on head. 
Battery case clips to belt. 
Regular flashlight bat- 
teries. List prices $2.95 


NEW!! TWIN BULB 
ELECTRIC CAMP 
LANTERN 


Entirely new—different from 
every lantern on the market. 
Gives spotlight and floodlight. 
Large adjustable handle slips 
over arm easily. Lantern can be 
carried on arm, set on ground, 
or fastened in swinging holder 
(above) to throw a vertical 
spotlight or a powerful beam 
in any direction. 


Write Today For 
Complete Catalog Of Justrite 
Sportsmen's Products 


JUSTRITE MFG. CO. 
2073 N. Southport Avenue 
CHICAGO, ILLINOIS 


JUSTRITE 


ELECTRIC ond CARBIDE 
HEADLIGHTS ano LANTERNS 














@ The CORY is outstanding for BEAUTY and 
VALUE. The de luxe fittings packed with 
each model include: ‘Safety Stand’’ Funnel 
Holder; Hinged Decanter Cover; 2-table- 
«spoon Measuring Cup; and sensational 
CORY Glass Filter Rod... brews magnificent 
TEA as well as superb COFFEE— . 
UNTOUCHED BY METAL 

Most CORY models also have the famous 
“Fast-Flo” Filter. All CORY electric units 
are 2-heat (Hi-Low). The heat-resisting 
CORNING Glass is decorated with genuine 
platinum striping. 3 CORY sizes fill all 
needs. Big profits from small stock. 


WRITE for latest Catalog. 


“GLASS COFFEE BREWER CORP. 


325 No. Wells Street, Chicago, Illinois 
Ask About Special Assortments and Advertising 


for National Hardware Open House 














BELT LACING 






MUI 





A stronger lacing for all types of 
belts Put on with a hammer— 
easily penetrates the toughest belt. 
Clinches smoothly into belt, «om- 
presses ends, prevents fraying, makes 














a permanent “humpless”’ joint. 
2-piece hinged rocker pins provided, 






8 sizes In boxes, handy packages, 
eartons and long lengths Recom- 
mended for conveyor belts and heavy 
drives especially drives operating 
under outdoor conditions 


wiREcRip 


BELT HOOKS 















Preferred be- 
cause they are 
handled safely, 
and quickly. 
Patented blue 
aligning card 
holds hooks, even shortest ends in 
perfect alignment-—every hook is 
used, no card waste. Fit Wiregrip 
or any other standard lacers. 
Available in 6 sizes, 


—rP 


A necessity at harvest time. Keep 
binders running repair binder 
slats easily and quickly right on 
the field. Get your share of this 
profitable market. 



















Write isco for Catalog and Circulars 





“The oan Lacing 
304 Loomis Ave.. 
CHICAGO, U.S.A, 




















SLIPKNOT 
- FRICTION — 


TAPE 





Highest in Quality, 
Competitive in Price— 
Attractively Packaged— 


Sold only through 
reputable wholesalers. 


PLYMOUTH RUBBER COMPANY, Ine. 
L CANTON, MASS. 








A 
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*“Guildcutter” 


This new tool is a light, portable tool 
designed to cut material up to 1% in. 
thick, and is especially useful on wood, 


plywood, “Celotex,” masonite and other 
building materials. Equipped with a 
saw blade 4% in. in diameter, the 
‘Guildcutter” has a wide range of 
uses. The saw arbor also provides for 
the use of a %4-in. width Dado head fox 
plowing, grooving, tennoning and da- 
doing. As the base of this machine 
quickly raises and lowers, any depth 
cut from a mere scratch to the full 1% 
in. capacity may be made. The base 
also tilts to 45 deg. for beveling. A tele- 
scope-type guard protects the blade at 
any angle. The “Guildcutter” frame is 
cast aluminum alloy, with high polish 
finish. It weighs only 7 lb. Power is 
supplied by a Universal 110-volt motor 
that operates efficiently from any 110 
volt AC or DC outlet. Syracuse Guild- 
Tool Co., Syracuse, N. Y. 


Elastic Stop Nuts 


Elastic Stop Nut Corp., 1015 New- 
ark Avenue, Elizabeth, N. J., announces 
9 new types of nuts all embodying the 
elastic stop self-locking element, a re- 
silient non-metallic collar which is built 
into the head of the nut. This collar, in 
resisting the entrance of the bolt o: 
screw, forces the thfead faces into a 
pressure-contact which is maintained 
after the nut is tightened. Maker states 
with thread play thus eliminated, the 
nut cannot work loose under vibration, 
operating stresses, or wear of surround- 
ing parts. The new types of nuts are 
designated as thin hexagonal, spline, in- 
ternal wrenching, countersunk and 





counterbored one-lug anchor, counter- 
sunk and counterbored two-lug anchor, 
countersunk corner anchor, bracket an- 
chor, floating right-angle anchor, and 
floating basket anchor. With variations 
in sizes, thread systems and materials, 
160 new standard items are offered. 


Silex Coffee Dispenser 

This new Silex home coffee dispenser 
is portable. It dispenses the average 
amount of coffee used in a cupful no 
matter which grind of coffee you are 
using. It is non-clogging and accurate. 
The base comes in either a_ shining 
black or a gleaming red Moldex. The 





can is a contrasting shade of kitchen 
red, although the housewife can use the 
standard coffee can she buys from her 
grocer if she wishes. The Silex Co., 
Hartford, Conn. 


Grass Trimming Shear 


“Klip-Ezy”—enables operator to stand 
comfortably. Has no complicated parts 
to get out of order. Blades are of tool 
steel. One blade is stationary to guide 
operator along walks and borders. Pat- 
ented steel fingers hold other blade so 
it cannot raise or lower to permit grass 
to slip through uncut. Metal parts are 


cadmium-plated. Suggested retail sell- 
ing price, $2.75. Dealer’s discount, 40 
per cent. Packed in cartons of six. 
General Machine Co., Inc., 210 W. 
Michigan St., Milwaukee, Wis. 
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98¢ 


RETAIL 
Slightly Higher West of Rockies 





Here is a recognized leader you can sell 
at a special price at a profit. Makes a 
colorful display. Substantially made of heavy 
tin-coated steel, finished in attractive colors 
with genuine hand painted decorations. Dis- 
play card and newspaper mat for this occa- 
sion. Order of your jobber. 


THE CARROLLTON METAL PRODUCTS CO. 
CARROLLTON, OHIO 












SEND {or 





THIS SAMPLE [7a 
PACKAGE of [ama 






MILORGANITE 



























wT PL 
5 TG EASILY appiicy 
S ies) poe oltstins 


As a sales outlet for garden supplies 
and commercial fertilizers... natur- 
ally, you want to keep posted on 
“what's what’. Find out about MIL- 
ORGANITE. Send for a free sample. 


See for yourself how clean and dust- 
free it is. . . how easy it is to apply 
this free-flowing, granular fertilizer 
that doesn’t rot bags nor cake or de- 
teriorate in storage. Use the sample 
on potted plants in your home... 
) and watch them grow! 
] For double satisfaction (profit for 
\ wy) P” yourself and excellent results for the 
——— customer) .. . SELL MILORGANITE! 
Send for the sample today! 


THE SEWERAGE COMMISSION 
Dept. H-37, Milwaukee, Wisconsin 






50- AND 100-Ib. 
SIFT-PROOF BAGS 


“MILORGANIZE™ 


for DOUBLE SATISFACTION 























CHAMPION 
SCREEN HINGES 


can swing open the door 
to PROFITS FOR YOU— 


A tray of hinges on your display racks will re- 
mind Spring customers to replace worn and 
broken parts. Stock several kinds, for all pur- 


poses. 
Sereen and Storm Door Hinge Sets 
Complete with screws, hooks and 
spring, this set increases your sale 
easily and pleases customers who 
want “‘The whole works.”’ 
CHAMPION 


Double Acting Screen Hinges 
Made of heavy gauge steel. Lively 
springs retain tension. Recommend 
these for swinging gates and doors. 
Many other styles also available. 








CHAMPION 


Loose Pin Door Hinge 
Big advantage is the loose pin 

. take down doors without 
removing screws. In_ styles 
covered and open, holdback or 
non-holdback. 





Write to your jobber or us for cata- 
log of complete line of Champion items. 


t#" CHAMPION HARDWARE ~ 


GENEVA, OHIO 


























HERES THE BICCEST 
STORE EQUIPMENT 





ATTRACT TRADE 
INCREASE SALES 


Proven results — more 
store activity comes to the 
dealer who modernizes his 
store with Heller Equip- 
ment. 

Dealers are breaking profit records by Heller modernization. It 
is the magnet that draws the crowds. Heller Equipment is not 
expensive. They soon pay for themselves through increased sales. 
You can buy them on deferred payment plan. Ask for Heller’s 
quotation. You'll be amazed at the low prices. Ask for catalog 


No. 40-A. 
W. C. HELLER & COMPANY 


340 Bryant St. 20 Vesey St. 
Montpelier, Ohio New York City 
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“EMPIIRIs” 


HERE’s profits in shapes — when 

you sell the RED CHIEF line. 
Greatest development in sweep in- 
dustry in a decade. Modern patterns 
for modern agriculture. Finest, wear 
resistant steel. Accuracy. For mech- 
anized or horse drawn tools. All 
crop and soil conditions. Careful de- 
sign. Appealing finish. Dealer sales 
helps. Display rack. Once tried— 
always used. RED CHIEF line is com- 
plete for any tillage need. Ask your 
wholesaler or return coupon for cat- 
alog sheets. 


No. 50 
WINGSWEEP 


No. 255 
CORN SHOVEL 





THE EMPIRE PLOW CO. 


"*Sweepmasters for a Century’ 
CLEVELAND, OHIO 
Please Send Catalog Sheets on 

RED CHIEF LINE 


Nome 


Address 


——----—-—~— J 


City State 


ee ce ee ee ee ce oe ee oe ee ee 
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RED CHIEF 


SWEEPS ano SHAPES 





Improved Grass Shear 

Offered at a considerably reduced 
price is “Snip-itt” grass shear for 1940. 
This shear will have a new, greatly re- 





inforced handle which give to the 
shears longer life by preventing the 
possible spreading of the blades when 
put to heavy duty uses. The blades of 
the new Snip-itt are now cadmium 
plated to prevent rusting. The retail 
price has been reduced from $1 to 79 
cents. The Snip-itt is a companion shear 
to the standard “Doo-Klip” grass shear, 
which retails at $1.50. Aliance Mfg. 
Co., Alliance, Ohio. 


“Personalized” Heating Pad 


Has two fluffy covers, one in rose and 
the other in green. Also a sanitary 
white slip cover. Both colored covers 
have zippers for quick and easy chang- 
ing. Pad is equipped with special wet- 
proof inside covering that protects heat- 





Sa) ON 
ing element. Size 12 by 15 in. Three 
heats are controlled by Bakelite switch 
that can be operated in dark. Auto- 
matic cut-out protects’ pad from over- 


heating. Suggested retail selling price 
of No. 613, is $3.95. Dominion Elec- 
trical Mfg., Inc., Mansfield, Ohio. 


Plastic Drawer Pulls 


These drawer pulls are of transparent 
Bakelite cast resin, in a line of drawer 
pulls made by The Bassick Co., Bridge- 


port, Conn. 





Hand Screw—File Cleaner 


The No. 812 Metal hawhand screw 
has wood faces on jaws to prevent mar- 
ring work and can be detached for 
rough work. Has larger bearings, close 
fitting parts, and stiffer screws to give 
greater pressure. Each clamp is power 


tested to 4000 Ibs. The No. 366 file 








cleaner with chip plow effectively 
cleans a file of soft metal chips. Plate 
or scraper is fastened to handle of a 
file cleaner. Four edges may be used, 
or the plate may be set in the dis- 
engaged position and only the regular 
file card may be used. The Cincinnati 
Tool Co.. Norwood, Cincinnati, Ohio. 


Appliance Plug Display Card 


Albany Sales Co. of N. Y., Inc., 341 
Madison Ave., New York City, is sup- 
plying its “Handy” appliance plugs and 


THE HANby PLucs 





NO’ TOOLS 


NO SCREWS TO BE LOST 
NO LOOSE CONNECTIONS 
NO BLOWN FUSES, Ti 


A 45 







Do Not Strie Wires 


the original “Handy” plugs with the 
attractive display card illustrated. 





Fan Catalog 


The complete line of Signal fans for 
1940 is shown in a new catalog just off 
the press, including illustrations and 
descriptions of the new Deluxe 16-inch 
oscillating fan, the new 10-inch stream- 
lined oscillating fan and the new 
“Challenger” line of vent fans. A copy 
will be sent upon request. Signal Elec- 
tric Mfg. Co., Menominee, Michigan. 
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Ane YO" HARVESTING "*** PROFITS? 


FOLLOW THE LEAD OF OTHER DEALERS 


Items that lighten work, cut 
costs and increase the value 
of widely used equipment 
are worth HANDLING and 
PUSHING. French & Hecht 
pneumatic tired wheelbar- 
row wheels find ready buyers wherever 
wheelbarrows ‘are used. There are 
thousands of barrows in your terri- 
tory that can and should be modern- 
ized. These wheels increase travel 
speeds, permit heavier loads with iess 
effort, operate on all ground condi- 
tions—and with small investment. 








YARD & GARDEN 
BARROW WHEEL 


HEAVY DUTY WHEELS 


with 4.00 x 8” Tire with 
Inner Tube, in 2 or 4 ply, 
with Plain or Roller bear- 
ings. 


The BEST and EASY-TO-SELL 


Write today for our Catalog and prices 
on every type of wheelbarrow wheel and 
a complete range (44%4” to 20” diam.) of 
solid and pneumatic tired wheels suited 
to a thousand and one duties for indus- 
try—farm—home. Make these wheels a 
live part of your line. They will deliver 
a generous return for your efforts. 


Your Inquiry Will Command a Prompt Reply 
FRENCH & HECHT, INC. 


Wheel Builders Since 1888 
601 EAST THIRD STREET, DAVENPORT, IOWA 


AIR-TIRED WHEELBARROW WHEELS 














STAMPIT LAWN RAKES 


for 


NATIONAL HARDWARE OPEN HOUSE 


STAMPIT BROOM RAKE 


if The most popular rake in 
America—efficient, practical, 
sturdy. Used as a Rake, 

Broom and Fork. 


24 High Carbon Spring Steel 
Teeth are formed in a 
sweeping curve instead of 


the customary sharp bend. 
The Broom Rake will comb 
through the grass and col- 
lect leaves, trash and cut- 
tings without damage to the 
finest lawns. 


Rake Heads enameled green. 
Handles clear lacquer finish. 





These rakes have created more sales, more profits than 
even the smartest dealers and wholesalers thought 
possible—now selling like hot cakes in 42 States and 
Canada. Order from your favorite jobber or mention 


his name. 
LAWN GROOMER 
26 long, flexible, gradually 


curved flat spring steel tines ; 
set against a rubber cushion 
firmly locked in the rake 
channel. 


Excellent for fine grass cut- 
tings and leaves. Light weight 
yet strong enough to give long 
and satisfactory service to 
home owners and gardeners 
preferring flat tine rake. 


Rake Heads enameled green. 
Handles clear lacquer finish. 


STAMPIT CORPORATION 


BROOKFIELD, ILLINOIS 
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Eezy Weal 


HOME UTILITY 





You can 
make money 
on this Repeat Item 


Ten years of national advertising have 
built a growing and repeat demand for 
these SOFT-LEATHER Lambskin 
Gloves which combine BARE-HAND 
FREEDOM withcomplete, ALL- 
LEATHER PROTECTION. 








Today, Eezy Wear is the most POPU- 
LAR utility glove on the market. Both men and 
women buy them for gardening, housework, base- 
ment, garage. They are washable and will outwear 
6 pairs of fabric gloves. Pay you a nice profit and 
bring customers back. 

Write today for details and prices. 


THE NATIONAL GLOVE CO. 
Dept. HA - Columbus, Ohio 


00,000 


SATISFIED 
USERS 


DEALERS TRIPLED VOLUME 




















CELLOPHANE WRAPPED 
MILDEW RESISTANT 


CONSUMER FOLDERS, 
WINDOW AND COUNTER 
DISPLAYS AVAILABLE 





LAST YEAR! 


SOIL-SOAKER, not yet 3 years old, is 
already one of the industry’s fastest 
selling waterers ! 

Customers prefer its method of deep- 
soaking by gentle seepage—like slow 
steady rainfall. They go for the idea 


of putting water exactly where wanted 
no wasteful spray. Ideal for lawn, 
terrace, shrubs, beds, gardens, etc. 


Made of mildew-resistant canvas. Na- 
tionally advertised. A new larger size, 
this year: 
No. 0, 12’, 1% doz. to case 
No. 1, 18’,1 doz. to case 
No. 2, 30’, % doz to case 
No. 3, 50’, % doz to case 
Nearly 400 carry complete Soil- 
| Soaker stocks. Place your order 
od now. 
] TREATED HASTINGS CANVAS & MFG. CO. 
PREVENT Dept. HA-4, Hastings, Nebr. 











































WHAT’S THIS ABOUT A 
CONN. VALLEY EXPAN- © 
SIVE BIT HAVING A NON- ; 4 
SLIP CUTTER? j 


Show him the clamping plate Z 
that holds the cutter. old ¢ 
the bit sideways Fe 

so at the hase 
of the dovetail he can see a step. It is 
this step that raises the plate into a 










locking position, where the greatest 
pressure is exerted, to hold the cutter 
securely 
ANOTHER CONN. VALLEY 
FEATURE MAKING GOOD 
WORK EASIER 
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Connecticut Valley Wig. Co, 
Incorporated /874¢ 
FYNTERBROOA PASI PETSS, 








HAMMOND’S 


The Line That Keeps Moving 


Hammond Products move right off 
the dealer’s shelves, keeping the cash 
register playing a cheerful profit 
tune. 

Known for 65 Years 


Advertised from Coast to Coast 
In Garden Magazines, Newspapers 
and Farm Papers. 


Generous Mark-ups and Full 
Dealer Protection 


SLUG SHOT, leader of the Ham- 
mond Line, was reported as listed in 
over half the Seed Catalogs issued in 
1939, clear proof of its great popu- 
larity with dealers and the public. 
This season, feature a window dis- 
play of Hammond Products. They 
not only sell fast but attract trade to 
your store. 


Write us for prices and discounts 


HAMMOND PAINT & CHEMICAL CO. 


46 Ferry St. Beacon, N. Y. 
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Young Men and Old Men 


(Continued from page 98) 


for 30 years. She wasn’t very efhi- 
cient and never had been but she 
was “regular.” She thought she 
owned the place. She freely ex- 
pressed her mind about everybody 
and everything. She was just a 
terrible nuisance. Finally she con- 
tracted rheumatism and _ quit. 
There was great rejoicing on the 
part of all. 

In another case there was the 
head of an important department 
who had just grown up in it. The 
general business had expanded but 
he hadn’t. The business just car- 
ried him along. Of course he was 
“regular’—all of that kind are. 
He was always on time and always 
there. But sticking on one spot 
year after year does not make 
progress. He saved his money, dol- 
lar by dollar, and finally, after a 
sick spell, announced his resigna- 
tion. Secretly, the head men re- 
joiced, but openly they expressed 
their “ 
flattered. He went home and re- 
turned the next day and recalled 
his resignation. That department 
of the business still lags and suf- 
fers for want of a new blood trans- 
fusion. 

Now, let me try to answer the 
questions of the young men. 

Is it harder now to get jobs 
than a generation ago? [I think it 


sincere regrets.” He was 


is because business today is so 
much more organized. Note that 
I don’t say better. 


‘ 


The “Ins” Stay In 


Today, almost every business 
corporation is fenced in by a solid, 
strong-seated organization. The 
“ins” are hanging on to their jobs 
like grim death. Every newcomer 
(also every new idea) is looked 
upon with suspicion. In the old 
days head men, presidents who 
owned the business, did the hiring 
and firing and were more or less 
careless in employing people. They 
took chances with little investigat- 
ing and many a black sheep 
passed in. Now it’s different. There 
are personnel managers and they 
want questionnaires filled out. 
They investigate the outsiders. Of 
course relatives and family friends 


still get the breaks! So without a 
“pull” it’s hard to break in to our 
better business corporations. Do 
like the rest—get your influential 
friends to get you a job. 

I even know today where jobs 
are obtained when sales can be in- 
fluenced. “Give my son a job and 
I will see you get the business.” 


What About College? 


“Shall I go to college? Will 
that help me in business?” 

There are a lot of college men 
at the top these days. Some con- 
cerns prefer college men. Does the 
college education help? Well, if 
it’s no education or a college edu- 
cation, naturally the college man 
has the advantage. Then socially, 
no doubt, being a college man 
helps. The loss of four years 
from business, at college, does 
hurt, but it all depends on what 
the job is later. 

Dr. Robinson in his book, 
“Mind in the Making,” remarks: 
“A college education neither makes 
wise men nor fools. If the stu- 
dent is wise he will come out 
wiser, if he is a fool he will return 
from college more foolish!” 

“How would you hunt for a 
job?” My answer is: I would 
start at home among your own 
people. Maybe the job at home 
is not just according to your ideas, 
but, after all, remember a job has 
two uses—one to provide a living 
and the other to help your educa- 
tion. Let me illustrate. A young 
college friend who really learned 
a lot at college needed a job and 
he had a hard time finding one. 
Fnally the best thing offered was 
a job as a whiskey salesman. It 
paid very well. When he came 
home from his first trip he told 
me that he didn’t like his associa- 
tions and his customers. My an- 
swer was, “Well, don’t you get 
$50 a week? That’s not worth 
sneezing at. Then there’s all your 
expenses, sampling and entertain- 
ing expense. Besides where can 
you study human nature and life 
better than in selling whiskey? It 
must be a liberal education.” His 
final answer was illuminating. He 
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ADD 
TO YOUR 
INCOME 


BY OFFERING A 


antted 
LAWN MOWER 
SHARPENING 
SERVICE 


THE IDEAL LAWNMOWER SHARPENER is positively the last word in 
lawnmower sharpening equipment. Fast and accurate, it replaces 
the old hand sharpening method and does a far better job. Hundreds 
of dependable Hardware Dealers offer this service to their cus- 
tomers and make a handsome profit on the side). COMPLETE 
PLANS FREE! Our free plans show you how to establish a 
successful lawnmower sharpening business as 

a part of your present service to customers. 

Many stores average from $30 to $40 PER 

WEEK on the Ideal Sharpener which requires 

only the spare time of one of the clerks to 

operate. Send for free catalog today. 


THE FATE ROOT HEATH CO. 


702 BELL ST. © PLYMOUTH, OHIO 

















For HEALTH’s Sake - Roller Shate 








Get This “OPEN HOUSE” Display 


A beautiful Red, White and Blue tie-in 
with National Hardware Week. And 
“CHICAGO” VALUES, truly portray the 
national slogan GOOD MERCHANDISE— 
LOOKS BETTER—-LASTS LONGER. 


Get Facts—Check Your Stock 


CHICAGO ROLLER SKATE COMPANY 


World’s Greatest Roller Skates for Over 38 Years 
4456 W. Lake St. Chicago, Ill. 

















MODERN OIL CANS 
in a Display that Sells 








This Eagle Rainbow Display contains one- 
half dozen improved Hydraulic Pump Oil- 
ers, 34 pint capacity, 6 inch welded steel 
spouts. Eagle Oilers are popular priced 
favorites for shop, home, and farm use. 
Packed in attractive, eye-catching display 
cartons, they can be used as window or 
counter trims. Displays are easy to set up. 
Oiler bodies are enameled red, green, and 
blue in equal quantities. Handles and 
spouts are copper finished. Take advantage 
of this Eagle profit builder. See your job- 
ber or write. 


EAGLE MANUFACTURING COMPANY 
Dept. Al Wellsburg, West Virginia. 
















SEND FOR NEW CATALOG 














MARCH 7, 1940 





ADJUSTABLE 


GREATEST IMPROVEMENT In FISHING 
ROD CONSTRUCTION IN OVER 25 YEARS 





Simply by loosening and tightening a set-screw—ADJUSTABLE 
NU-GRIP can be turned from side to side to the exact position 
where it fits any individual naturally and comfortably, irrespec- 
tive of big or small hand, long or stubby fingers, right or left 
hand casting. Get with GEP in 1940 and enjoy another profit- 
able fishing rod year. Send today for new 32-page catalog—see 
your jobber at once about the initial stock you should carry. 


GEPHART MFG. CO., 228 W. proper St., Chicago 
Please send me your new catalog and complete 
details about “ N STABLE NU GRIP and the 


i 3 
GEP pw 
5 
entire GEP LINE a 
Name _ = ROD 
t 
Address - 
5 
J 


Town 











You can get profitable power mower 
business with Heineke's EX-CELL-O...a 
moderately priced unit that includes 
features not usually found in mowers 
selling up to 50% higher! Put an EX- 
CELL-O on your display floor and you'll 
be amazed at customer’s interest. 
Write for detailed description and com- 
plete Catalog of Heineke Hand and 
Power Lawn Mowers. 


HEINEKEs:CO. 
Jpringfield, Illinois _ 








RATCHET SCREW DRIVERS 


Popular Priced Line 
To Retail at 10 to 25 Cents 


i Meet the big demand for 
Popular Priced Ratchet Screw 
\ Drivers to retail at 10 to 25 


cents. We specialize in them 

make 7 fast selling models 
including Fountain Pen style. 
Model 75 shown is a fast-sell- 
om ing 25 cent sales leader—has 
3 in. hardened and tempered 
tool steel blade, black pear- 
shaped hardwood handle and 
nickel-plated brass ferrule. 1 
doz. in box. 








Our popular selling Household 
Tool line includes: Hack and 
Coping Saws, Hand Drills, 2 in 
1 Hammer Tool and Screw 
Driver Combination, Pocket 
Screw Driver Sets and Carded 
Screw Drivers. Send for Folder 
Ne. 75. and Prices on Complete Line. 


UTILITY HARDWARE CORP. 
315-323 Berry St., Brooklyn, N. Y. 











said, “Well, I have had two reac- 
tions from this job—first, it’s fine 
to swank around and spend some- 
one else’s money, and next I’ve 
lost my taste for liquor—/ hate 
the sight of it.” It’s the old story 
of the child who went to work in 
a candy store. 

But, after all, for young or old, 
the main thing is to get a job. It 
is no consolation to know why you 
lost your job or why you can’t get 
one. 

Here I must tell of a young drug 
clerk who dropped in and told me 
a hard luck story of how he lost 
his job as assistant manager of an 
up-state drug house when the 
owner's nephew blew in from col- 
lege. He impressed me favorably. 
I gave him the name of a drug 
man and told him to apply to this 
man for a job, to cut out all refer- 
ences to having been an executive 


and an assistant manager and to 
tell him he could drive a truck 
and deliver drugs. He was thought- 
ful enough to telephone me he was 
on the truck and it was damned 
cold. 

Now in conclusion let me ask 
you to read: “Hired After Forty— 
Boston Style”’—Readers’ Digest, 
December, 1938, by Ray Giles. It 
came to me in circular form. Giles 
tells how the unemployed over 40 
formed a club and hunted jobs for 
each other. Their plan worked. 
It got jobs. 

Such a club in every town would 
do a world of good. Not only 
get jobs but save lives. Every 
day we read of window jumpers. 
Get jobs and save lives! 

If you are out of a job your 
time is free. Get busy on the Bos- 
ton idea—make a job of getting 
jobs! 


California Convention 
(Continued from page 84) 


when he asked if fair trade would 
increase gun sales through hardware 
stores. 

An analysis, “Problems of 1940,” 
was delivered by Geo. H. Eberhard, 
president, Geo. H. Eberhard Co., 
San Francisco, who has the unique 
distinction of having addressed 
every California convention for the 
past 30 years. This message also is 
of such general interest that it will 
be published in an early issue of 
Harpware Ace for the benefits of 
all our readers. 

C. S. Carr, Advertisers Exchange. 
Inc., New York City, spoke on the 
need of more and better hardware 
store advertising. He exhibited ads 
used by competitors and also pre- 
sented some good examples of hard- 
ware store advertising which had 
developed extra and profitable busi 
ness, particularly among women 
prospects. 

Representing the California De- 
partment of Employment, W. L. 
Sandburg reviewed the essential 
points of existing state labor laws, 
unemployment insurance rules and 
answered a wide variety of questions 
regarding the merit system of rating 
such tax levies. 

At the closing session Max E. 
Ish, Salinas, was elected president 
and Fred H. Johnson, San Luis 
Obispo, and George W. Linder, Tu- 
lare, were chosen as vice-presidents. 
New directors elected are: E. C. 


Quill, Eureka; Charles E. Ruggles, 
San Francisco, and A. T. Jones, 
Grass Valley. 


Proof of Payment 


HEN a debtor makes a pay- 
ment, his receipt or canceled 
check should show not only the 
amount but also the precise debt or 
item for which the money was paid. 
Suppose, for example, that a busi- 
ness man owes two debts to the 
same creditor. The first debt he in- 
tends to pay in full, but he is un- 
willing to pay the other fully be- 
cause it represents defective goods 
or equipment or arises out of 2 
transaction in which he has some 
other good defense against payment. 
Now he makes a payment to the 
creditor, who applies it to pay off 
the second debt. Then the creditor 
sues him on the first debt, against 
which he has no defense. 

The debtor intended the money to 
pay off the first debt and not the 
second, but if sued on the first debt, 
he will have to prove that important 
fact. 

As the court put it in a recent 
case: 

“Where two or more concurrent 
obligations are shown, and _ the 
debtor makes a partial payment, the 
debtor and not the creditor has the 
burden of proving to which debt the 
payment was applied.” 
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The “last word’’ in Quick, Easy, Convenient display 
of Mowers. Made in all sizes to rack from 4 to 12 
lawn mowers, and fitted with two shelves for display of 
tools and accessories. 


Holds guide-roll of mowers snugly in place, with han- 
dle balanced to prevent tipping. Saves floor space, 
allows free inspection; merchandises your entire mower 
display. 


LAWN MOWER HOOKUP (shown at right) very 
handy for garage, tool house, shed, etc. Keeps mower 
upright. Installation directions included. 


OTHER MARVEL PRODUCTS: Rope Measuring, winding, 
cutting Machine; Belting Machine; Belt Racks; Electric Wire 
te agg Sereenwire Racks; Hardware Cloth Racks; Glass 
Holders, etc. 























Write for 1940 Catalog today. 


MARVEL RACK MFG. CO. 
Minneapolis, Minn. 























A PAINT SPRAY THAT REALLY MEANS BUSINESS’ 


The Roche Single Diaphragm Paint Spray Outfit has won great acceptance. 
among home workshop owners, small shop operators, and hundreds of 
others who need a powerful, compact, portable paint spray for applying 
paints, lacquers, enamels, varnishes, kalsomines, etc. Retails for only 
$19.95 without the motor or $26.95 complete with a % H.P. nationally 
advertised motor. Big money-making discounts to Dealers. Attractive 
window and counter display with minimum order. 


WRITE TODAY for complete details on this money-maker 
BINKS MANUFACTURING COMPANY 


3114-40 CARROLL AVENUE DEPT. F340 CHICAGO, ILLINOIS 











tHE NAME SILVER LAKE stampep on Every FOOT 


@ PACKED IN CARTONS @ 
OUR WEATHER PROOFED THE 
BETTER SASH CORD 


LOWER PRICED GRADES 
EDDYSTONE 
PELHAM 


\ ~ 2 oe UCORD 
SILVER LANE GER} .:—50 chscncy sc. tenet sana 


., Boston 




















(Be. or: WE 3 3) cts Picture 

ay PICTURE HANGERS . 5 Hanger and 
TATE wa Picture Cord 

ie aa | Display 
meee Established 1872 







We also have a similar display of 10 ct. Wire Assortment—galvanized 
and copper. These displays are colorful and strong. Filled with only 
salable stock. 

Send for Circulars of the TATE line of Picture Hangers, Coil Wire, 
Cup Hooks, Master Keys, Drapery Hooks, Mirror Clips, Picture Cord 
and Spooled Wire. 


E. H. TATE CO., Boston, Mass., U. S. A. 


Soles Offices also in: 
FOR HARDWARE OPEN HOUSE NEW YORK LOS ANGELES 


\ 
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ANOTHER | 
Selling Feature | 
ADDED 






JUNIOR “Over-the-Top” Light Door Equipment 
made an instant hit with dealers, because it 
brought many of the distinctive selling features 
of the original “Over-the-Top” Door Equipment, 
at popular prices. Now, with a smart, modern, 
chromium-plated automobile-type handle-lock as 
regular equipment, it should be easier than ever 
to sell. 

“Junior” is especially designed for doors up to 
15@ pounds, within the limits of 66” to 7’ high 
and up to 8 wide. Write today for information 
and prices. 

FRANTZ MANUFACTURING COMPANY 
Sterling, Illinois. 


Junior 
Orv 087" 


LIGHT DOOR EQUIPMENT 


bettor FLUE STOPPERS 


MEAN bigger SALES 
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And #3 Gems an belies 





@ Because of outstanding appearance 
— attractive pictures lithographed 
on metal. 


@ Because picture is permanently 
locked to the blank. 


@ Because of the famous Gem folding 
wire fasteners—secured to the blank 
by sockets raised from the metal of 
the blank itself; no assembling oper- 


ations or loose parts involved. 


Ask your Wholesaler for #3 Gems, 
or write us for reference. 


J. L. CLARK MANUFACTURING CO 


ROCKFORD. ILLINOIS 
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| \ LL is quiet in the 


Nason & Mitchell hardware store. 
The clerks have gone home for the 
night and the last customer has 
long since departed. Frank Nason, 
one of the partners, is leaning on 
a table which is littered with a 
pile of papers which have been 
crumpled and tossed aside. John 
Mitchell, the other partner, has al- 
ready donned his hat and overcoat 
and is ready to leave for the night. 
He looks wonderingly at Nason 
who grunts, crumples another 
sheet of paper and tosses it on the 
table. 

MITCHELL: What are you do- 
ing, Frank? 

NASON: Trying to design a new 
letterhead. 

MITCHELL: What’s the matter 
with our present letterhead? We've 
used it for 15 years. 

NASON: That’s just what’s the 
matter with it. It’s 15 years old 
and looks 30. It’s behind the times 
and looks as though the printer de- 
signed it as an after thought. Did 
you see those letterheads in the 
February 22 issue of HARDWARE 
AcE? 

MITCHELL: No, how could I? 
You’ve had that issue for the past 
two days .. . ever since it arrived. 
What was it all about? 

NASON: Well, there was a two- 
page spread of letterheads from 
hardware firms and some of them 
were “honeys.” They looked so 
attractive and modern that I 
thought it was about time we re- 
vamped this atrocity of ours and 





used something with a modern 
touch. 

MITCHELL: Well, I'm for it if 
you are. By the way, was there 
anything on that series about 
“Modernizing the Hardware 
Store”? That’s a mighty interest- 
ing series. 

NASON: Yes, the second in- 
stallment of the series was in the 
February 8 issue. Tells about ana- 
lyzing display space and deter- 
mining new fixture requirements 
and location of departments in a 
modern store. Good stuff, if you 
ask me. 

MITCHELL: 1 don't have to 
ask anyone about that. I know 
it’s good and something tells me 
well be using that series when we 
start modernizing this store of 
ours. Anything else that was good 
in that issue? 

NASON: Yes, there was an ar- 
ticle about Turek’s Hardware in 
Berwyn, Ill. There’s a firm that 
sells toys the year ‘round. Do as 
much toy business in June and 
July as they do during the Christ- 
mas season. Wonder why it is 
that so many firms try to give a 
one season appeal to a line that’s 
used throughout the entire year? 
Then there was an article about 
bicycles. Think the title was “An- 
other Million Bicycles Will Be 
Sold in 1940!” 

MITCHELL: Gosh, that’s right 
down our alley. That’s something 
that goes big in this town. 

NASON: Yes, and it'll go big- 
ger and better if we read that ar- 
ticle carefully and put some of the 
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—Steiner's Electric Lawn Mower— 


Latest streamlined design. Bright red color 
makes it attractive and easy to sell. Pre- 
cision built of steel with high grade ball 
bearings and material. Cuts full 18 inches 
with genuine Emerson 14 heavy duty motor 
that will not blow fuses. The latest method 
of grass cutting with the cost of cutting a 
large lawn only about 5¢. 














Price 


$5950 


less Cord 










2554 N. Grand Blvd. 





Electric 


Dealers Wanted to Sell Profitable Steiner Products! 


Write for Circu‘ar and Big Discounts to Dealers 
Some territories still open, Hurry! 
Mfg‘d and Guaranteed by 


STEINER PRODUCTS CORP. 


—Steiner's Gasoline Mower— 


The only wheel type gasoline mower in this 
size and price range that can use a grass 
catcher. Built to a high standard with a % 
H.P. Briggs and Stratton en- 
gine with hand throttle. Clutch 
built to last. All chain driven. 
Bright green finish. Has a real 
sales appeal which sells tnem 
direct from your floor. 












St. Louis, Mo. 





Gasoline 











During OPEN HOUSE 
Profit by Showing EDLUND PRODUCTS 


And Remember These Facts: 


1. That your jobber will offer special 
deals with a combination of the most 
popular items in our kitchenware line. 


2. That special prices will prevail. 

3. That new display and demonstration 
material, to help dealers merchandise 
these quality products, are available. 

Edlund Products Sell on Sight 
EDLUND COMPANY 
Burlington, Vt. 

Ask Your Jobber For Details 





Can Openers 
Cap Removers 

Jar Openers J 
Egg Beaters 


EDLUND KITCHEN TOOLS 








“SIXTY CENTS for SAFETY” 


Profit from this Idea 


As a service to your customers, point 
out this fact ; 
Many a life has been saved be- 
cause the sportsman, after expo- 
sure, had available plenty of dry 
matches in his 


MARBLES vier 


Carried in pocket or attached to belt or chain 
by handy ring. ™% inch outside diameter. 











Carries several days’ supply of 

matches. Absolutely waterproof 
Show even when submerged under water. 
you'lls Packed 6 to each new display carton 
em. 


Order from your Jobber or 
direct from factory 














ROTABIN Saves 5Q% 


FLOOR SPACE 


ROTASBIN stores, displays and sells nails, rivets, 
washers and other “binable” merchandise in a com- 
pect eccessible manner in 14 the space now occu- 
pied by such items in your store. Each ROTABIN 
section rotates, bringing the merchandise right to 
your finger tips. No time lost in looking for the 
correct size--no boxes to open--no sticking drawers 
to pull out--no unnecessary steps running from bin 
to bin. ROTABIN saves hardware dealers, time, 
steps, labor and money and makes storage space 
pay & profit the year around 






WRITE FOR 
DETAILS 


THE FRICK-GALLAGHER MFG. COMPANY 
WELLSTON, OHIO 













Wanta Good Position? 


The quickest and surest way of securing a 
good position is through the Classified Oppor- 
tunities Department of Hardware Age. 


Hardware Age will put you in touch with 
Hardware concerns who want help and look 
for it in the Trade-paper that reaches the 
greatest number of readers. 


Send your copy with remittance to 


HARDWARE AGE 


Classified Oportunities Dept. 
239 West 39th St.. New York City 
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MARBLE ARMS & MFG. CO., $40 Delte Avenue, Glodstone, Mich, U. $. A 
EVEN EASIER 


NOW Pi: Feet 


mms § (/ RF - FLU X 


Acid & Rosin Core Solder 


Dealers—Get this new “‘helps- 
to-sell” display and watch 
your solder sales go up and up. 
Each dozen Household Cans is 
packed in this “easy-to-stock 

. easy-to-sell”” counter dis- 
play carton. -Your jobber can 
supply you. 







OUR GUARANTEE 
SURE-FLUX Acid and 
tosin Core Solder is 
manufactured of 40% 
gin lead, according to 
Virgin tin and 60% Vir- 
A.S.T.M. Class A specifi- 
cations, 

We have been making 
core solder exclusively 
for 15 years. 





hy Ib. 1 Ib. 5 Ib. 
Spool Spool Spool 


Also available in 10 Ib., 25 Ib., 
and 50 Ib. Spools. 










NewYork SolderCo., Inc. 
15 Crosby Street 
New York, N Y. 
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ANNOUNCING The New 
TAMMS Paint Mixer and Agitator 


T., $47.50 


Less motor 
AC, % HP, $7.95 





PEI > 


Here's a sure-fire method to increase your paint 


sales . . turn old paint stock into ‘‘liquid assets’. 
Place the TAMMS Paint Mixer and Agitator in a 
conspicuous place and mix every can of paint before 
it leaves your store. It wins repeat business and 
satisfied customers for you. Send for literature today! 


MECHANICAL FEATURES 


@ Rapid adjustment to @ Solid bronze crank 
can size. shaft, assures un- 

@ Fits any can from limited service. 
pints to gallons. 

@ Can does not have @ One yeor quarantee 
fo be opened— against defects in 
mixes any kind of materials & work- 





liquid. manship. 
LINDEX KALSO-LITE 
Casein Paint TAMSO-LITE 
The quick-modern Cold and hot water 
way to better kalsomine. Won't 
paint jobs. No ob- rub off, crack or 
jectionable odors— peel, Write for de- 
fast drying! tails—prices! 

















TAMMS SILICA CO. 


228 N. LaSalle St., Chicago, Hil. 
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@ Customers all over the world walk into 
hardware and implement stores and ask for 
Alligator Steel Belt Lacing, or they ask for 
“metal belt lacing that can be put on with 
a hammer.” 

For thirty years belt users have been 
doing this and as a result more than 200 
million belts have been laced with Ailli- 
gator. This widespread use plus advertis- 
ing in 140 trade and farm papers, has 
brought about this remarkable acceptance 
for Alligator. 

Don’t let this profitable business get 
away from you because you can't deliver 
when your next belt lacing customer walks 
in or calls up. Check your stock today and 
order from your jobber. 


FLEXIBLE STEEL LACING CO. 
4616 Lexington St., Chicago, Ill. 


Just a hammer to apply it 


Drives straight. Compression 
grip protects belt ends. 
Smooth on both faces. Em- 
beds in belt. Rocker hinge 
pin. Joint easily separated. 


Write for Handy Size Chart 


ALLIGATOR 
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promotion ideas it contains into 
actual practice. Read that article, 
John. It gives some honest to 
goodness ideas that we can use in 
building up bicycle sales. Every 
idea in that article can be worked 
in this town of ours and they'd be 
mighty popular stunts. 
MITCHELL: Any of those 
“plus” articles in the issue? 
NASON: Yes, an excellent one 
by W. Gibson Carey, Jr., presi- 
dent of Yale & Towne Mfg. Co. 
MITCHELL: He’s president of 
the U. S. Chamber of Commerce, 
too, isn’t he? 
NASON: Yes, and his article is 
a mighty good one. He says, 
“Government Should Be the Ser- 
vant of the People—Never the 
Master!” And by golly, he’s right. 
Read that article, John. It’s some- 
thing well worth reading, both for 
you and your entire family. Mine’s 
read it already. 


There is a knock at the door and 
a boy enters with a proof of an 
advertisement. 

BOY: Here’s the proof of your 
ad, Mr. Nason. Can you give me 
an O.K. on it now? 

NASON: Sure, just wait about 
five seconds. Here it is! Say, 
John, there’s a swell article in 
HarpDwarE AGE about using penny 
postal card ads. I. Van Voris & 
Son, Cobleskill, N. Y., uses them 
to help sell everything from 15- 
cent items up to merchandise that 
costs several hundreds of dollars. 
They find it’s a mighty inexpen- 
sive, quick and sure method of 
reaching the prospects they want to 
reach. Well, that’s enough for to- 
night, John. Here’s the issue! Take 
it home and read it! And now 
let’s be going. 

The partners prepare to leave 


for the night. 
—G.M.S. 


Minnesota Convention 


(Continued from page 88) 


contributed most to unemployment 
today. 

Hardware merchants should try to 
maintain steady employment for 
their workers in order to lower un- 
employment compensation costs in 
the years to come, Lloyd Lilygren, 
American Legion Stabilization Ser- 
vice, Minneapolis, Minn., told deal- 
ers. He explained how hardware 
dealers could lower contributions 
under the merit rating system in 
the state. , 

Charles Isaacs, National Retail 
Hardware Association, Indianapolis, 
Ind., urged dealers to participate in 
celebrating National Hardware Open 
House in 1940 and to do their part 
in making the consumer more hard- 
ware store-conscious. He _ stressed 
the value of this event in publicizing 
the merits of the retail hardware 
store and urged dealers to play up 
sales of special merchandise or to 
tell consumers about unusual ser- 
vices which they render. 

Free enterprise has made it pos- 
sible for the people of this country 
to enjoy the highest wage levels in 
the world and accumulate seven 
times more wealth than all the rest 
of the world, said A. P. Haake, man- 
aging-director, National Association 
of Furniture Manufacturers, Cleve- 
land, Ohio. He told the dealers that 


workers in this country get 84 per 
cent of the net income produced and 
in retailing workers receive as much 
as 95 per cent. He emphasized the 
fact that the system that does this 
is worth keeping. He urged his 
audience to beware of organizations 
that preach division of wealth as 
this is not the answer to our prob- 
lems today. He pointed out that 
more freedom of opportunity will 
help solve the unemployment prob- 
lem now facing the country. 

Mrs. R. Ann Kehl, Minneapolis, 
Minn., at the final session, urged the 
dealers to do better selling jobs and 
illustrated, by relating her shopping 
experiences, that better sales train- 
ing is needed. She emphasized the 
fact that retailers should tell women 
customers what items will do and 
explain carefully how to use mer- 
chandise. Women like a bright, well- 
lighted store, she said, and appre- 
ciate friendly, helpful and enthusias- 
tic sales people. 

The annual banquet, entertain- 
ment and cotillion was held on 
Thursday evening at the Curtis 
Hotel with more than 200 people 
attending. Business sessions were 
held each morning of the four-day 
convention and the afternoons were 
left free to visit merchandise ex- 


hibits. 
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& BERNZ “Always Reliable" Tools TH 
Building activity means demand for high qual- 
m ity, “‘Always Reliable’ Bernz plumbers’ tools, 
torches and firepets. of 
5. With dependable stocks you'll be able to handle 
more of this business. Order genuine Otto 
at Bernz Time Tested Tools now while prices are 
still low. ee 
rs. MULTI-FLAME CONTROL UNITS: 
n- Write for new circular describing new flame ERNANEN 
control units to fit any make firepot. a — ‘ 
of Torches, Firepots, Chisels, Lead Work- shyt Pd it _— 
ing Tools, Sanitary Tools, Bibb Reseat- - 
to ers, Melting Pots and Ladies, Joint Qtr 
Runners, Wrenches, Wiping Cloths, Test- 
O- ; ing Plugs, Plumbers’ Soil, Closet Augers, 
- Sewer Rods, Turn Pins, Drift Plugs, . 
ce : Shave Hooks, Tap Borers and MANY ‘ 
as - MORE. Write for No. 65 catalog. " wa a ge 
No. 44% Galton OTTO BERNZ cO., INC. Toy Manufacturers of U.S.A., Inc 
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(Ce SOLDER SALES 


SPECIAL 


FOR NATIONAL HARDWARE 


OPEN HOUSE 


ONE’ No. 250 “QUICKGRIP” 
WOOD SCRAPER 







@ It's easier to sell Gardiner Solders. 
Users everywhere know the Gardiner trade mark as a sign of highest 
quality, uniformity and economy. The famous Gardiner Repair-All | 






































































rT Household Package will win you the cream of the big home market. 

d Farmers, mechanics, garages and other |, 5, and 20-pound spool buy- WITH 4 BLADES 

ers show a marked preference for solders bearing this brand name. 

h Order Gardiner Solder by name from your jobber. | SPECIAL DISPLAY 

e ? ‘ 

s & ; ; ‘ ee lah GET OUR PROPOSITION AT ONCE 

s ~ae** 5 é 4 iL . ee 

: i? (& a =. [= _—«COTHE «FLETCHER, TERRY CO: 

: ww LS J FORESTVILLE, CONN. 

482! S. Campbell Ave.. Chicago, Ill. 

- 

t 

MR. KEES SAYS: 

- BY ' 

IT'S SPRING. 
Park (Central 
: Ce ee ee 
bi osephael 0 Be Ue acnsess OF J 
KEES METAL SIDING 
. CORNERS." Profit by \ 
; i BRAND FOR SUNNY PLACES ‘ 

l pennangy - bulitors scl jo cccsesos $2.75 25 tbs. $12.50 100 Ibs. ..... $45.00 N 
save time and money... \ 
get neater, stronger cor- Golfgreen SY 
ravage Pxay 4 7” oe FOR SHADY PLACES AND PERFECT TURF WN 
job. Write for Free sam- F ceeorees $3.50 25 tbs. ....... $16.25 100 Ibs. ..... $60.00 NX 


Cash with order or C.O.D. 
Write for free catalogue dept. C. 


ple, dealer helps, and 
Free Catalog. 


F. D. KEES MANUFACTURING CO. 


Box K-40 Beatrice, Nebraska 
Distributed Thru Hardware Trade 
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Good Window Displays « « « « « «© « «# # # © a «& a « «* 


i fact ill draw le to your store And many dealers who require their own copy of Hardware Age 
Ph h ne Fo megun by pty ne bi cou di es find it highly profitable to subscribe to eatra copies for their sales 
force. 


Hardware Age is continually reproducing such window displays— The cost, $1.00 per year, is returned over and over in better 
its representatives are always on the lookout for new ideas. windows and increased trade. 


HARDWARE AGE, 239 West 39th Street, New York City 
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BLAKE & LAMB 


During the 1939-1940 trapping season, 
many BLAKE & LAMB distributers 
sold more steel traps than ever 
before in their history! 


For the 1940-1941 season, the vastly 
increased popularity of the “steel trap 
of the hardware trade” will mean even 
more to BLAKE & LAMB jobbers and 
dealers. 


Before buying any steel traps in 1940 
—consider what the quality, policy an’, 
price of BLAKE & LAMB will mean 
for YOU! 









































THE HAWKINS COMPANY 


AMERICA'S OLDEST TRAP MANUFACTURERS 
SOUTH BRITAIN, CONNECTICUT 





“Eye-Appeal” Steps Up 
Glue Sales, Too 














BOUGHT BY MILLIONS every year in 
the big 10c bottle, Iron Glue now comes 
in new, brilliant red, yellow and black cans 
that have what it takes to get attention 
and build sales. These new “elephant” cans 
are advertised regularly to your customers 
in Life, Saturday Evening Post and other 


national magazines. Sizes from %-pint to 

1-gallon, priced right. Ask your jobber, or 

write giving jobber’s name, for full details. 

THE McCORMICK SALES CO. 

420 Light St., Baltimore, Md. 
in Canada address: 


McCormick & Co. (Canada) Ltd. 
Toronto, Ontario 
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AN ELEPHANT FOR STRENGTH 








Coming Conventions 


and Events 


Corrected each issue 


according to latest data 


Alabama, The Retail Hardware As- 
sociation of, convention and_ exhibit, 
May 14-16, 1940, at the Tutwiler Hotel, 
Birmingham, Ala. J. H. Crowe, 410 
N. 21st St., Birmingham, is association 
secretary. 


American Hardware Manufactur- 
ers’ Assn. meeting jointly with the 
Southern Hardware Jobbers Associa- 
tion, the latter’s Golden Anniversary 
Convention, April 8-11, 1940, at Palm 
Beach, Fla. Headquarters, Palm Beach 
Biltmore and Whitehall Hotels, Charles 
F. Rockwell, 342 Madison Ave., New 
York City, is secretary-treasurer of the 
manufacturers’ association. T. W. Mc- 
Allister, 1020 Grant Bldg., Atlanta, Ga., 
is secretary of the southern jobbers 
association. 


Carolinas, Hardware Assn. of, June 
11-13, at the Francis Marion Hotel, 
Charleston, S. C. A. R. Craig, 407-11 
Commercial Bank Building, Charlotte, 
N. C., is secretary-treasurer. 


Georgia Retail Hardware Associa- 
tion, annual convention tentatively set 
for May, 1940, at Atlanta. Specific data 
not yet available. Robert K. Boswell, 
Box 977, Atlanta, is association secre- 
tary. 


Golf Tournament of the Eastern 
Hardware Golf Assn., June 6 to 8, 1940, 
at the Cavalier Hotel, Virginia Beach. 
H. L. Gilliam, The Wood Shovel & Tool 
Co., 9 Rockefeller Plaza, New York 


City, is secretary-treasurer. 


Louisiana Retail Hardware and Im- 
plement Association, June 20-21, 1940, 
at the Hotel Bentley, Alexandria, La. 
David O. Mansfield, Alexandria, is as- 
sociation secretary. 


Mississippi Retail Hardware and 
Implement Association convention, June 
10-11, 1940, at the Markham Hotel, 
Gulfport, Miss. David O. Mansfield, 
P. O. Box 1696, Jackson, Miss., is as- 
sociation secretary. 

National Contract Hardware Assn. 
will meet in Chicago, Ill., Sept. 24-26, 
1940. 


National Retail Hardware Asso- 
ciation, 4lst annual Congress, July 15 


. 





to 18, 1940, at the Hotel New Yorker, 
New York, New York. Rivers Peterson 
is managing director of the association 
with headquarters at 915-935 Security 
Trust Bldg., Indianapolis, Ind. 


National Washer - Ironer Week, 
Oct. 19-26, 1940, sponsored by the 
American Washer and Ironer Mfrs. 
Association, Chicago, III. 


Packaging Exposition and Confer- 
ence, 10th annual, March 26 to 29, 
1940, at the Hotel Astor, New York 
City. Sponsored by the America Man- 
agement Assn., 330 W. 42nd St., New 
York City. 

Pennsylvania Wholesale Hard- 
ware & Supply Association, annual 
spring meeting, March 21-22, 1940, at 
the Hotel Astor, New York City. 
Samuel B. Smith, Steinman Hdwe. Co., 
Lancaster, Pa., is secretary of the as- 
sociation. 


South Dakota Retail Hardware As- 
sociation, convention and exhibit, March 
12-14, 1940, at Sioux Falls. Headquar- 
ters, Cataract Hotel. Sessions and ex- 
hibit at Coliseum. Earl Erlandson, Cot- 
tonwood, is association secretary. 


Southern Hardware Jobbers’ As- 
sociation Golden Anniversary conven- 
tion held jointly with the American 
Hardware Manufacturers’ Association, 
April 8-11, 1940, at Palm Beach, Fla. 
Headquarters, Palm Beach Biltmore and 
Whitehall Hotels. T. W. McAllister, 
1020 Grant Bldg., Atlanta, Ga., is sec- 
retary of the southern jobbers’ associa- 
tion. Charles F. Rockwell, 342 Madison 
Ave., New York City, is secretary of 
the manufacturers’ association. 


Triple Mill Supply Convention, 
April 22-24, 1940, at the Adolphus 
Hotel, Dallas, Tex., comprising the 
Southern Supply & Machinery Distrib- 
utors’ Association, secretary, Alvin M. 
Smith, Smith-Courtney Co., Richmond, 
Va.; National Supply & Machinery Dis- 
tributors’ Association, secretary, H. R. 
Rinehart, 505 Arch St., Philadelphia, 
Pa., and the American Supply & Ma- 
chinery Manufacturers’ Association, sec- 
retary, R. Kennedy Hanson, 1108 Clark 
Bldg., Pittsburgh, Pa. 
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Write for Cotalog 


SAND'S LEVEL & TOOL CO. 
8631 Gratiot, Detroit, Mich. 





PaaS voor AD, A SAND’S CARPENTERS’ WOOD AND pone 
SAND'S-STEVENS SURFACE AND _LINE TILE SETTERS’ WOOD AND ALUMINUM 
LEVELS 


TELL THE TRUTH 





World's Standard 
For 48 Years 
“Factory Built-In Accuracy" 











DOOR HANGERS 


Your customers will know 
you sell good hardware, if 
you recommend Coburn door 
hangers and track for every 
sliding door installation. 
Dependable Products Since 1888 


COBURN TROLLEY TRACK CO. 
403 Harding St., Holyoke, Mass. 



















When Your Customer Says 
"| Want a Blow Torch" 


—there’s just one brand he’s most 
likely to know and have confi- 
dence in: C. & L. 


C. & L. leadership for more 
than 50 years: Many mechanical 
advantages, yet competitively 
priced. And of course your jobber 
carries them. 





CLAYTON & LAMBERT 


MFG. CO., Detroit, Mich. 








Dealer Display 
RéxiPycdiediin . 
Sst erste sree erie Cabinet 
A A644 484k tet . Minimum investment 
Raat eh eG Pen OR ee confi S oy for a complete range 
a & of izes. In proven 
.* 3 merchandising unit 
Sell from your display 
Complete stock of high quality taps and dies, taper pin reame 
screw extractors, tap wrenches and die stocks in attractive hinge 
glass cover display 


Quantities of a size graduated according to saleability 


HENRY L. HANSON, Inc. - Worcester, Mass. 








THE STYLE 
SENSATION of 1940 





—the culmination of over 63 years 
experience in the building of fine 
bicycles. 

Write today for details of Ameri- 
ca’s most popular, fastest selling 
line of bicycles. 

THE WESTFIELD 
MANUFACTURING COMPANY 
Westfield, Mass., U. S. A. 

















‘PAPER HANGERS’ KNIVES. 


this quality 
line of 

Stay-Sharp 
Knives 


|| Made in 5 styles by R. Murphy Stock up with 







e ov Hates 

2 Sizes Round Point Oyster Knives 
i i Skiving Knives 

3 Sizes Square Point Rubber Knives 


: 
SPRING is the big paper hanging season. Clam Knives 

| Be prepared for the demand and stock up jonny I 
NOW with R. Murphy's paper hangers’ Pruning Knives 
| knives. R. Murphy’s Stay-Sharp Knives have _ Oileloth Knives 
} 
| 
} 
| 
| 









gained a wide reputation amongst workmen Butcher Knives 
for quality and durability. This famous line freed — 
of work knives makes satisfied customers. . . pT oare aft paring 


and satisfied customers mean repeat business. Manual Training 


Write for Complete Catalog and Prices 0 e 
Robert Murphy's Sons Co., Ayer, Mass. Siete ane 
Our 90th Anniversary Yeor Handles 








BARTLETT TREE TOOLS 


sean ACY URINE Com amr 






Ms NN Ws Walyd 






No. 124—SPEED SAW 









Write for 


TREE SURGERY Sample of 
SUPPLIES TREE PAINT 


TRADEIMARK J BARTLETT MFG.CO, and Our 
CORREIND 3034 E GRAND BLVD. Complete 


DETROIT, MICH. Catalog 
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Imperial provides effective calf and 
cow weaners in any size, in any style 
and at prices that please customers. 
You'll find it most economical to buy 
all of your weaners from a single, 


Humane Imperial Bit and Snap Company . . . Racine, Wisconsin 


Halter 


responsible source with the _ leading 
maker’s name behind them. Hundreds 


leading dealers everywhere, do 


Specify Imperial weaners on orders 
to your jobber. They cost no more. 


Pronged 
Thistle 


























All-In-One CEMENT 


Holds everlastingly. Ce- 
ments wood, glass, china, 
metal, cloth, linoleum, tile, 
paper, leather and bric-a- 
brac. Non - inflammable, 
transparent, no odor, not 
sticky to handle. In % and 
1 oz. bottles, % pt., 1 pt., 
1 qt. and 1 gal. cans. Re- 
tails from 10¢ to $3.50 ea. 
in order given. In Display 
Carton that makes sales. 


All-In-One Cement Co. 


4663 Page Bivd. St. Louis, Mo. 

















DENISTON 
‘Leed sca) NAILS 


Drive Screw Shank gives powerful 
grip. Lead under the head and down 
the shank plugs hole around the nail 
to form weather-proof lead seal. Nail, 
lead and sheet solidly locked together 


by “bump”... Send for samples. 
4840 South 


The DENISTON Co. Wester: Ax: 















SCRU-LESS 
WINDOW 
CLEANERS 


Single rubber equal to two or more. U 

all four edges of rubber. Sliding handle. 5S 
No screws ‘ 
We also make lawn rakes, mop sticks, 
suction washers, rat traps, etc. ( 
Send for circulars and prices. Territory 
open for a few more good commission 
salesmen. 


W. E. KAUTENBERG CO. 
FREEPORT, ILL. 















ROCHESTER ADJUSTABLE 
SASH BALANCES 


A product of Guar- 
anteed quality. Real 
profit in handling 
them. 


Write for prices. 





Rechester Sash Balance Co., Ine. 
Rechester, N. Y. 














The Finest 
Door Mats 
Ever Seen 


in a choice of designs and color schemes! 


The new Tri-Colored Durable Mats bring new life 
and beauty to entrances and lobbies! Now offered 
at POPULAR PRICES .. . get in on this big 
seller. Inquire today for prices and full details. 


Sold only through jobbers and dealers. 


DURABLE MAT CO. = 777,8:0%n St. 


America’s finest Mat Craftsman since 1923 


TEEEEDONLEAEAE 











THIS CARD STOPS THEM 


Special Display of New 
Handy Appliance Plug and 
2 Original Handy Plugs re- 
tails for 50¢. Dealer's 
price is $3.60 per doz. pkgs. 

These Plugs are the easi- 
est-to-sell on the market! 
Ready for instant use! 


Send for our Special [=== 











FZ, Promotion Plan! 


@*° ALBANY SALES CO. of M. Y., Inc. 


34) MADISON AVENUE NEW YORK. N.Y 
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The ““WHO MAKES IT?” issue of 


HARDWARE AGE enables you to 


quickly locate sources of supply and 


helps you answer many questions re- 


garding brand names, products, etc. 


Connellsville, Pa.: Who makes 
Victor gall remedy? The Loucks 
Hardware Co. 

ANSWER: Fiebing Chemical Co., 
516 S. 2nd Street, Milwaukee, Wis. 


Se @ ¢ 


Lawrence, Kan.: Who makes the 
Sterling worm gear transom oper- 
ator? Ernst & Son. 

ANSWER: Sterling Hardware 
Mfg. Co., 4311 Ravenswood Ave., 
Chicago, II. 


* * e 


Waterloo, Iowa: Who makes the 
Larimer door check? Waterloo 
Hardware Co. 

ANSWER: Otto Bros., 1751 N. 
Lake Street, Chicago, Ill. 


* # # # # # *; Who makes the 
Mola Washing Machine? Frevert’s 
Hardware Co. 

ANSWER: Modern Laundry Ma- 
chine Mfg. Co., 4136 W. Fullerton 
Ave., Chicago, III. 


* + 


Chipley, Fla.: Who does bronzing 
on baby shoes, etc.? Camp Hard- 
ware Co. 

ANSWER: F. A. Ringler Co., 89 
Barclay Street, New York, N. Y. 


* + 


Belleville, Wis.: Who makes the 
Samson card tables? Genen Hard- 
ware Co. 

ANSWER: Shwayder Bros., Inc., 
1050 S. Broadway, Denver, Colo. 


HARDWARE AGE 
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MAKES IT?” 


Information regarding sources of supply as provided readers of 
HARDWARE AGE by the “Who Makes It?” editor is here pre- 
sented as an aid to others in the trade who may be seeking the 
same articles. The inquiries reproduced have been selected be- 


cause of their general interest to hardware merchants and buyers. 
This editorial feature in each issue supplements the service ren- 
dered by the “Who Makes It?” issue. When writing to the firms 
mentioned, state that you secured your information from the 


HARDWARE AGE Directory Number. 


Decatur, Ind.: Who makes the 
Keller ironing table? Schafer Co. 

ANSWER: H. V. Keller Mfg. Co., 
501 Huron St., S. E., Minneapolis, 
Minn. . 


Williamsport, Pa.: Who makes 
the Lindsay portable air compres- 
sor? Purdy’s Downtown Paint 
Store. 

ANSWER: P. K. Lindsay Co., 
Everett, Mass. 


East Orange, N. J.: Who makes 
the Lev-L-Lok? Apartment House 
Supply Co. 

Answer: Lovatt & Radcliffe, 937 
E. 26th St., Paterson, N. J. 


New York, N. Y.: Who makes 
the Bauer door periscope?  L. 
Schein & Son, Inc. 

ANSWER: Home Protector De- 
vice Corp., 537 E.. 182nd St., New 
wetk,; De. 4. 


* *% * 


Rockville Centre, N. Y.: Who 


makes the Monarcast Aluminum 
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cooking utensils? H. Stillwell & 
Son. 

ANSWER: Monarch Aluminum 
Mfg. Co., 9301 Detroit Ave., Cleve- 
land, Ohio. 


* * * 


Gunnison, Colo.: Who makes the 
Kant Sink-Em boats? Endner Hard- 
ware Co. 

ANSWER: Watson Boat Works, 
Spokane, Wash. 


ew ne x 


New Orleans, La.: Who makes 
the A Hen oyster knives? Ursuline 
Street Hdwe. Store. 

ANSWER: A. Hens & Sons, 1916 
Fleet Street, Baltimore, Md. 


# * * 


Hollandale, Minn.: Who makes 
the DeVault vegetable peeler? Hol- 
landale Hdw. Co. 


ANSWER: W. R. Feemster Co., 
154 E. Erie St., Chicago, Ill. 


* x * 


Sandersville, Ga.: Who makes 
the Auto Prime pump? Hutcheson 
Hdwe. Co 

ANSWER: Barrett Haentzens 
Pump Co., Hazleton, Pa. 





OXFORD PUNCHES 


Oxford Punches are forged of the 
finest steel, which makes them 
unusually tough and durable... 
fast-working, quality tools. 
GUARANTEED 2 FOR 1 
WRITE FOR OUR CATALOGUE 














‘SUNSHINE 


Bre 


cHAMOD 


MADE IN U.S.A. 


ASK YOUR JQBBER 
FOR GUAR EXTRA VALUE 
SEWED PIECE CHAMOIS 


HOYT & WORTHEN TANNING CORP 
HAVERHILL, MASS. 











KEY BLANKS 


OF EVERY DESCRIPTION 





Catalogue on Request 


GRAHAM MFG. CO. 


Dept. w. 
Derby, Conn., U. 3. A 















COOK’S 


NEW STREAMLINE 
SUPER VALUE 
NAIL CLIPPER 
New member of Gem 
fic part 10° 





THE H. C. COOK CO. 
27 Beaver St., Ansonia, Conn. 











STEEL BRICK HODS 


Have been used 
for years 
because of 
their strength 
and lightness. 
All steel 


No. 162 22”x10” 
Briek x7” deep 
Prices Will Interest 


The Constant Wire Spring Co. 
. 38th St. and Hamilton Ave. 


® CLEVELAND, OHIO @ 








BRUSH-NU: 





BRUSH-NU COMPANY 


BALTIMORE 





CLEANS | 
BRUSHES 


BETTER 





SELLS FAST AY 10¢ 


THE LEADER 


FOR 20 YEARS 












MARYLAND 



















Classihted Opportumitiea Section. 
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Positions Wanted | 


[Positions Wanted | 








HAVING HAD EXPERIENCE IN THE 
hardware, mill and plumbing supply business for 
over twenty years, I desire to secure a position 
with a concern in which I may invest after sev- 
eral months of service. Address Box D-861, 
care of Harpware Ace, 239 W. 39th St., N. Y. 
City. 


| 


SALESMAN WELL ACQUAINTED WITH 
THE hardware trade in New England, desires 
connection with well rated manufacturer, selling 
to the wholesale and retail trade. I am now 
connected with a wholesale jobber for 13 years. 
Age 32—married. Address Box D-884, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 


ACCOUNTANT WITH MANY YEARS EX. 
PERIENCE in line, prepares Federal and New 
York State Income Taxes. Bookkeeping arrange- 
ment also made on weekly, monthly, or quarterly 
basis. Conscientious service. Reasonable rates 
Address Box D-852, care of Harpware AczE, 239 





MANUFACTURER'S REPRESENTATIVE 
DESIRES A LINE for the Metropolitan area. 
Call on large retail hardware stores and lumber 
yards Have a good following and trade ac 
quaintance. Young, experienced, and _ reliable. 
Best of references. Address Box D-860, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 


HARDWARE PERSONNEL, OUR FILES 
CONTAIN applications of several hundred experi- 
enced clerks, managers, counter men, bookkeepers 
and stenographers for New York hardware re- 
tailers and wholesalers. No charge to employers. 
Just phone Wisconsin 7-1802 or write to Asso- 
ciated Placement Bureau, 152 West 42nd Street, 
New York City. 





MANUFACTURERS ATTENTION! ARE 
YOU GETTING your share of business from 


Long Island, N. Y. territory? I have success 
fully represented jobbers for 15 years in hardware 
and paint trade. This year’s business should be 


best in years, with proper representation. Thou 
sands of new homes. Address—P. O. Box 64, 


Roosevelt, N. 


BUTE DERS’ HARDWARE ESTIMATOR 
AND SALESMAN desires connection with con 
cern specializing this line No building too large 
to handle Capable of buying and managing 
department Prefer Georgia, Florida, Louisiana 
or Texas Not afraid of long hours. Perma- 
nent position only considered Address Box 
D-890, care of Harpware Ace, 239 W. 39th 
St.. N. Y¥. City. 


MANAGER-BUYER EXPERIENCED MER- 
CHANDISER OF hardware, tools, electrical sup- 
ples and housewares, stoves, refrigerators, paints, 
building materials and plumbing supplies. Na- 
tional chain store training in modern merchandis- 
ing and sales promotion, store arrangement and 
display Age 37 Location no object. Address 
Box D-862, care of farpware Ace, 239 W. 
9h St., N. VY. City 


PAINT AND HARDWARE SALESMAN 
SEVEN years’ following concentrated in Brooklyn, 
New York, desires connection with paint and 
hardware jobber or manufacturer. UHard, willing, 
sincere plugger. Well known and liked in the 
trade. Can really get results with the right 
line. Saiary or commission. Address Box D-864, 
care of Harpware Ace, 239 W. 39th St., N. Y. 
City 

CLEAN CUT YOUNG MAN SEEKING 
position in hardware store within New York 
City and vicinity. Mechanically inclined, work- 
ing knowledge of electrical cable work, locksmith- 
ing, carpentry, etc., with previous experience in 
store routine. Asking $20. Age 23. No objec- 
tion to tryout Can be reached through—Box 
D865, care of Harpware Ace, 239 W. 39th 
Se.. NM. ¥. City. 

SALESMAN, MIDDLE AGE, THOR- 
OUGHLY AC OU AINTED with all hardware and 
houseware trade in New York State and North 
Eastern Pennsylvania desires connection with good 
company. If your product has some distribution 
and can be developed, I will consider a com- 
mission proposition. If a new product that re- 
quires missionary work, I will need a small ex- 
pense allowance arrangement. I have been selling 
kitchen utensils to hardware trade since 1933. 
Have a very good record and can offer references. 
A satisfactory volume assured for the right line 
Adc Iress Box D-843, care of Harpware Acer, 239 
W. 39th St., N. Y. City. 


SALES, PURCHASING, 
CEDURE THOROUGHLY understood by young 
executive with eighteen years’ experience in 
hardware, plumbing, mill supplies and machinery. 
Served as storeman, bookkeeper and store man- 
ager in West Virginia, export shipping clerk 
and export sales correspondent in New York 
City. Assistant purchasing agent of large tool 


EXPORT PRO. | 


maker and later head of export department doing | 


half million dollar yearly business. At present 
employed as office manager of tool and machinery 
company. Would like to enter employ of manu- 
facturing concern where knowledge of above three 
departments could be used to advantage. Salary 
requirements reasonable. Address Box D-888, 
care of Harpware Ace, 239 W. 39th St., N. Y¥ 
City. 
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HARDWARE MAN WITH 27 YEARS’ EX- 
PERIENCE with one store secks position where 
intelligent, faithful service is appreciated. Good 
salesman with thorough knowledge of builders’ 
hardware, locks, levels, nails, stoves and ranges, 
chain link fence, screen wire, hand pumps, tin, 
and general hardware. Address Box D-818, care 
of Harpware Ace, 239 W. 39th St., N. Y. City. 

SALESMAN, TWELVE YEARS’ EXPERI- 
ENCE COVERING hardware, building and 
sporting goods trade Southern New York State. 
desires position with manufacturer, or specialty 
man for jobber. Have also covered South and 
Central West, eight years, for bicycle and mo- 
torcycle manufacturer. Single, middle aged. 
References. Address Box D-793, care of Harp- 
ware Ace, 239 W. 39th St., N. Y. City. 


ALESMAN WITH TWENTY YEARS’ EX- 
P ERIENCE selling the retail and wholesale trade, 
wishes to represent an established manufacturer 
in Texas, Louisiana and Oklahoma. Can furnish 
references as to sales ability and dependability. 
Acquainted with Hardware, Mill Supply and 
Plumbing Trade. Available immediately. Ad- 
dress Box D-847, care of Harpware AGe, 239 
W. 39th St., N. Y. City. 








YOUNG MANUFACTURER'S REPRESEN 
TATIVE WANTS ONE good line—call on hard 
ware jobbers, sporting goods houses, major dea 
ers and department stores New York, New 
England and Pennsylvania territory. 20 years 
contacting hardware and sporting goods accounts 
Headquarters—New York City. Address Box 
1-883, care of Harpware Ace, 239 W. 39th St., 
N. Y. City. 


HARDWARE MAN, MIDDLE AGED, 
QUALIFIED by 20 years’ managerial experi- 
ence chain and retail hardware. Good knowl- 
edge of all phases of store operation. Capable in 
supervision, buying, and sales management. Ap 
pearance and habits irreproachable. Know how 
to meet people. Will exchange references before 
interview. Address Box D-875, care of Harp: 
ware Ace, 239 W. 39th St., N. Y. City. 





THE MAN YOU’RE LOOKING FOR will 
be available April ist or sooner who knows his 
fifteen years hardware, housefurnishing experi- 
ence, formerly in his own business, qualifies him 
to manage your retail establishment. Have many 
tried and proven ideas that should produce and 
hold business. Christian, married, in the thirties. 
Excellent knowledge modern merchandising includ- 
ing buying, selling, displaying, etc. Permanent 
position, within 300 miles New York City, where 
ability, initiative, plus the will to succeed is 
desired. Address Box D-858, care of HarDWARE 
Ace, 239 W. 39th St., N. Y. City. 


AMBITIOUS, AGGRESSIVE, HONEST, 
HAVE HAD 9 years’ experience in hardware 
department of a national chain store organization. 
Six years, selling floor, one year assistant depart- 
ment manager, and two years department man 
ager. Desire a position with an aggressive hard- 
ware concern in or around Seattle, Washington, 
or Portland, Oregon; one with a future and a 
chance for advancement as ability is proven. 
Well acquainted with inventory control systems, 
promotion, buying, selling, displays, etc. Good 
knowledge of hand tools, power tools, steel goods, 
builders’ hardware, and kindred lines. Address 
Box D-866, care of Harpware Ace, 239 W. 39th 
St., N. Y¥. City. 


MERCHANDISER STORE PLANNER, 
THOROUGHLY EXPERIENCED seeks perma- 
nent position with hardware jobber. Knows re- 
tailers’ problems, capable of organizing merchan- 
dising department for jobber wishing to offer 
a service of this type to retail dealers. Can draw 
own plans, design fixtures, supervise new store 
openings, knows counter displays and window 
planning. Ten years in present connection. 
Thoroughly experienced in hardware, tools, paints, 
housewares, electrical supplies and appliances, 
marine, etc. Location secondary. A-1 references; 
capable of handling men. Interview will bring 
record of past results. Address Box D-868, 
care of Harpware Ace, 239 W. 39th St., N. Y. 
City. 





W. 39th St., N. Y. City. 
COMPANY 


WHOLESALE HARDWARE 
LIQUIDATED. Salesman wants connection 
Western Pennsylvania, Eastern Ohio and West 
Virginia territory. References from _ principal 
customers. Forty years of age, college education 
Address Box D-846, care of Harpware Ace, 239 
W. 39th St., N. Y. City. 


BUILDERS’ HARDWAREMAN, EXPERI- 
ENCED ARCHITECTS’ PLANS and _specifi- 
cations all types jobs; familiar leading man:- 
facturers’ lines, capable department manager, ac- 
curate on details and template work. Prefer con- 
nection with retail distributor. Address Box 
D-837, care of Harpware Ace, 239 W. 39th St., 
N. Y. City. 


20 YEARS’ EXPERIENCE IN THE retail 
and wholesale hardware. Experienced in general 
hardware, housefurnishing, mill supplies, especially 
tools, both buying and selling. Wishes to locate 
with a retail or wholesale house. Sincere and 
honest worker; married, locate anywhere. Inter- 
view appreciated. Address Box D-854, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 


ACCOUNTANT-BOOKKEEPER, OFFICE 
MANAGER WITH 10 years’ experience in the 
wholesale hardware and electrical supply fields 
seeks a connection with a reputable manufactur 
ing or jobbing organization. Capable of taking 
complete charge, preparing tax returns, financial 
statements, cost records, systemattizing. Ad- 
dress Box D-792, care of Harpware Acer, 239 
W. 39th St.. N. Y. City. 














MANUFACTURER'S REPRESENTATIVE 
DESIRES A LINE for the St. Louis area and 
surrounding territory. Trade covered—hardware, 
drug, furniture, variety jobbers, department stores 
and direct buyers among the better retail dealers. 
Well acquainted with the buyers for premium 
items. Have a car. Can furnish A-1 refer- 
ences. Address Box D-833, care of Harpware 
Ace, 239 W. 39th St., N. Y. City. 


HARDWARE MAN THOROUGHLY EX- 
PERIENCED IN retail hardware, paint, glazing, 
window trimming, store display, desires position 
with retail firm interested in sales promotion 
through better display in windows and_ store. 
Glad to prove worth by trial. Honest, reliable, 
active, employed. Age 50. Interview desired. 
Address Box J1)-851, care of Harpware Ace, 239 
W. 39th St., N. Y. City. 


FOR MANUFACTURERS ONLY—LIVE 
WIRE sales executive, New York office, excel- 
lent contacts hardware jobbers, major retailers, 
sporting goods dealers, chain stores, toys, whole- 
sale trade, seeks to represent reliable manufac- 
turer exclusively, metropolitan area. Eastern 
States or nationally. Commission or salary basis. 
Address Box D-886, care of Harpware Ace, 239 
W. 39th St. N. Y. City. 


BUYER, WHOLESALE HARDWARE 10 
YEARS’ experience in automotive, radio, elec- 
trical, cutlery, paints, sporting goods, household 
supplies, tinware, enamelware, etc. Some traffic 
and cost. Electrical and mechanical manufactur 
ing. Age 31. High school graduate, attended 
business college. Now employed, wants position 
with future. Go anywhere. Address Box D-839, 
-_ of Harpware Ace, 239 W. 39th St., N. Y. 

ity. 


MANUFACTURERS’ REPRESENTATIVE- 
15 YEARS EXPERIENCE, selling Automotive 
Jobbers, Chain Stores, etc., seeks a line such as 
Hardware Specialties, Tools, Fishing Tackle, 
Sporting Goods, etc., now being desired by buy 
ers who are seeking additional lines to increase 
their volume. Territory New York, New Jersey 
and Connecticut. Commission. Address Box 
D-842, care of Harpware AcE, 239 W. 39th St., 
N. Y. City. 


PURCHASING AGENT, 7 YEARS’ EX- 
PERIENCE with 3 large wholesale hardware 
concerns, 3 years’ experience in the manufacture 
of tinware, electrical appliances and equipment, 
gears and other mechanical equipment. Familiar 
with motor rewinding and factory maintenance, 
also construction. Private school graduate, some 
business schooling. Position wanted with future. 
Age 31. Address Box D-840, care of Harpware 
Ace, 239 W. 39th St., N. Y. City. 
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| Positions Wanted __| [Sales Representatives Wanted] [ Accounts Wanted 











HARDWARE MAN—EXPERIENCED IN— 


WHOLESALE and Retail Hardware—Buying 
and Office Management General Hardware, 
Plumbing, Housefurnishing, Farm and Garden 


Implement lines. Manager retail hardware store 
past seven years. Prefer work within sixty mile 
radius of New York City. Address Box D-838, 























AVAILABLE TO BETTER SALESMEN 


If you call on furniture stores as well as the better 
and larger hardware stores, we offer you a real money 
making line of standard staple merchandise. No 
house accounts, exclusive territory and commissions 
paid promptly. Some of the items in the line are 
summer beach and porch furniture, cots, gliders, 


Are you satisfactorily represented in 
New England and New York State? 


A highly experienced salesman well acquainted with 
wholesale hardware and wholesale drug trades, also 
chain stores and larger retailers is now seeking ex- 
clusive representation of factory line for this terri- 
tory or New England alone. 

picnic boxes, Call for my references and let's talk it over. I 
have unusually thorough experience to back up a good 


line. 
Address Box D-873, care Ay Paeenss AGE, 
239 W. 39th St., . City. 














MANUFACTURERS INTERESTED _ IN 
BUSINESS FROM wholesale hardware houses, 
large retailers, mail order and chain stores in 








care of Harpware Ace, 239 W. 39th St., N. Y. hammocks. Cabinets, tables, lamps, 
City. ironing boards, ladders, etc. To be considered you 
must state territory you actively cover, main line 
| now carried and all pertinent information that will | 
| allow us to make a decision from your first letter. | 
= | Apply in confidence to { 
|Sales Representatives Wanted | me ke 
1012 Otis Bidg., Chicago, III. 
| 
| ltt cate Bit aaa a | 
} 
5 


Salesmen Wanted 


Salesmen wanted who are _han- 
dling only a few lines and thor- 
oughly covering dealer distribu- 
tors in their territory, to sell an 
established line of portable paint 


spraying equipment. We _ want 
men who know their territory, 
having a good record, want a 


line they can handle profitably for 
years and can furnish A-l refer- 
ences. We have accounts in every 
state for the right men, but will 
not carry dead wood. If you are 
interested send us complete in- 
formation about yourself and the 
territory you now cover. 


Address Box D-876 


Care of HARDWARE AGE 
239 W. 39th St., New York City 








the Middle West can now be represented by one 
r who has had successful results. Address Box D-877, 
Manufacturers’ Agents Wanted reat Haxwann Ace, 239 W. 39th St N. ¥- 
to call on hardware and automotive as well as mill City. 
supply jobbers and industrials in all western states, 
selling our complete line Fire Extinguishers and 
allied products. Underwriters approved and very 
competitive. 


TEXAS NLY MANUFACTURER’S 
AGENT WEL i liked by the trade can sell addi- 
tional line offering sales possibilities in Texas 
only; calling on chain and independent variety 























Write—THE GENERAL FIRE TRUCK CORP. stores, retail and jobbing hardware, premium and 
San Francisco or Los Angeles, Cal. anions store trade. Address 5528 Reiger, 
Dall Texas 
~ SALESMEN TO SELL SHELLAC ides yU DGE FOR YOURSELF — RESULTS 
SALESMEN ™ _ 2 - ae ALONE count. Offer your line to us for any 


Sell to paint and hardware dealers. 
commissions. Good territory still open. Com- 
plete protection given. Give experience and ref- 
erences. Address Box D-870, care of Harpware | 
Ace, 239 W. 39th St., N. Y. City. 


SALESMAN: NEW ENGLAND 
Jew York State, calling hardware dealers and 
retail plumbing supply houses—line of plumbing 
specialties and brass goods. References. Ad 
dress Box D-871, care of Harpware AGE, 239 
W. 39th St., N. ¥. City. 


sideline. part of the United States. If we accept it your 


sales volume per account will immediately become 
greater than ever before. There is a reason why 
the National Factors System clicks. Reply to 
Box D-879, care of Harpware Ace, 239 W. 
STATES, | 39th St., N. Y. City. a7 a : 
MANUFACTURERS’ REPRESENTATIVE 
CALLING ON THE hardware and mill supply 
trade in Pennsylvania, Maryland, Delaware, and 
District of Columbia desires a line of tools or 
hardware specialties on commission basis. Have 
been covering above territory since 1924—well 


WANTED—SALES 


REPRESENTATIVES | established. Best of references. Personal inter- 
IN New England, Pennsylvania, Maryland, Vir- view preferred. Address Box D-810, care of 
ginia, North Carolina and Mississippi River ter- Harpware Ace, 239 W. 39th St., _. we hy. 





[ Tmainess Opportunities | 


ritory for a quality, popular-priced line of horse 
collars, harness and strap goods. Commission 
basis. Address Box D-881, care of Harpwart 
Ace, 239 W. 39th St., N. Y. City. 

















IS IT WORTH $1.00 MONTHLY to have 
your name kept before all the important manu- 
facturers of the lines you desire? Service is 
open to salesmen with excellent references only. 





Many lines available now. Free service to manu- 
facturers. Reply to—Box D-880, care of Harp- 
warE, Ace, 239 W. 39th St., N. Y. City. 


MANUFACTURERS’ REPRESENTATIVES 

NATIONALLY-KNOWN MANUFACTURER 
of builders’ hardware wants full time men for 
eastern up-state New York, New Jersey, and 
Maryland territories. Require experienced men 
with established following of retail hardware and | 
lumber accounts. Age—25 to 35, preferably with | 
a high school education. Must have car. Draw- 
ing account and commission. Give full details 
and qualifications in first letter Address Box 
D-867, care of Harpware Ace, 239 W. 39th St., 
N. Y. City. 


WITH CAR TO WORK out 
of Denver covering hardware, industrial and 
automotive jobbing accounts in Colorado-Wyo- 
ming for established high-grade lines, mainly tools, 
Immediate income from present accounts and in- 
crease according to your vision and _ intelligent 
work. A full time job for a clean ‘salesman free 
of liquor habit, possessing ambition and _ con- 
fidence. Send photo and full information which 
will be treated in confidence. Address Box D-889, 


SALESMAN, 


care of Harpware Ace, 239 W. 39th St., N. Y. 
City. 
REPRESENTATIVES WANTED. WE 


HAVE SOME very desirable territories open for 
salesmen calling on hardware, department store, 
and fireplace fixture trade Our line of _log- 
burning grates is unique in the field. They fit 
in with other fireplace fixture lines and they are 
a steadily moving item. A fine side line. Liberal 
discounts, liberal commission, reasonable prices. 
Give details of lines carried, territorv, and fre 
quency of coverage. Address Box D-869, care 
of Harpware Ace, 239 W. 39th St., N. Y. 
City. 


REPRESENTATIVES 
BUILDERS’ HARD- 


MANUFACTURERS’ 
WANTED TQ SELL 
WARE IN FULLY PROTECTED TERRI- 
TORIES ON COMMISSION’ BASIS. RE- 
QUIRE EXPERIENCED MEN WITH ESTAB- 
LISHED FOLLOWING’ WITH RETAIL 
HARDWARE AND LUMBER ACCOUNTS. 
PLEASE REPLY STATING LINES NOW 
HANDLED, TERRITORY ACTIVELY COV- 
ERED, AGE, NATIONALITY, EXPERIENCE, 
ETC. ADDRESS BOX D-887, CARE OF 
HARDWARE AGE, 239 W. 39TH STREET, 
M2. Clee 


MARCH 7, 1940 








ALL  TERRI- 
TORIES, TO sell high-grade paint and varnish 
remover as side line only. Splendid opportunity 
for those contacting paint and hardware dealers 
and jobbers. Liberal commission. Address— 
The Chemical Products Company, 1601 Warner 
Street, Baltimore, Maryland. 


WANTED — SALESMAN, 

- WE WILL PURCHASE FOR CASH 
Any Quantity of 
HARDWARE—TOOLS—PAINT, ete. 

Write what you have to offer. 

MAZER BROTHERS 
The Bourse Phila., Pa. 
Note: We are also cash buyers of entire 
stocks of merchandise—no stock too large or 
too small, 





MANU F AC TURER OF PORCH GATES 
(baby gates) and play yards desires salesmen 
calling on hardware and department store trade 


to carry our products on a liberal commission ————— a omaetearan ~ 
State territory now covered and companies FOR SALE—UNIVERSAL BUTCHER AND 


Address—Berger Mfg. Co., | slicer knives, 6” lade, 500 dozen, all original 











basis. 
you now represent. 


553 Warren St., Roxbury, Mass. boxes, closeout, sell all or part, $1.35 per dozen. 
. Samples available, Address—Mazer Bros., Bourse 
ESTABLISHED FIRM HAS OPENINGS | Bldg., Philadelphia, Pa. 


FOR salesmen calling regularly on hardware, MERCHANDISE WANTED—I BUY FOR 
automobile and paint trade to sell sponges and cash small or large lots of manufacturers’ close 
chamois on commission. They can be carried with outs, jobbers’ surpluses and any discontinued 
your regular line. State territory you cover and | items in the hardware and harness line. Write 
how often you call on your customers. Address | me what you have to offer. Address Harry J. 
Gulf Specialty Sales, Dept. H, Syracuse, N. Y Epstein, 815 Centr al St., Kansas City, Mo. 
— | ? , SS 
LONG ISLAND CITY PAINT MANUFAC. | , WANTED TO BUY FOR CASH, if properly 





TERED vendives’ eereices oF ated Claeawaee located. Established retail hardware store in a 
be and. he a Fs syecneg ene y Ey th © | town of 5,000 or over; situated in southern 
- ‘= Sea, oie mmission basis either Michigan, northern Indiana, or Ohio. Doing 


as main or side line in the South, New England 
States and suburban territory adjoining New 
York City. Only those with a following apply 
by mail. State full particulars and references. 
Address Box D-872, care of Harpware Ace, 
239 W. 39th Se., NW. V. City. 

SALES_ REPRESENTATIVES WANTED: 
MEN ALREADY covering territory with non- 
conflicting lines calling on wholesale and major 
retail hardware dealers for highly competitive 
quality line of grinding wheels and sharpening 
stones as side line on commission basis. States 
east of Mississippi River except New York Met- 
ropolitan District and Memphis. Colorado, Utah, 
Wyoming and Montana also open. Liberal corr- 
missions payable semi-monthly if desired. Ad- 
ditional commission on initial orders from new 
accounts. Address—Goodrich, 1500 W. Madison 
St., Chicago, Illinois. 


volume of $30,000 or over. All information strict- 
ly confidential. Address Box D-856, care of 
Harpware Ace, 239 W. 39th St.. N. Y. Citv. 

HARDWARE BUSINESS IN THIS BUILD- 
ING for 39 years. Only hardware store in this 
eastern New York village of 700; serves large 
rural community. Business growing. Owner re- 
tiring; will sell stock at cost; will sell or lease 
building. For details address—Box D-882, care 
of Harpware Ace, 239 W. 39th St., N. Y. City. 


VELL ~ HARDWARE, 


TELL ESTABLISHED 
FARM SUPPLY and furniture business for sale 
in small town in northeastern Pennsylvania; good 
location in a prosperous dairy and poultry sec- 
tion. Stock in good condition. This is not a 
forced sale. Owner will sacrifice on account of 
failing health. Write-—-Box D-878, care of Harp- 
ware Ace, 239 W. 39th St., N. Y. City. 
OPPORTUNITY TO BUY ESTABLISHED 











AND busy hardware, electrical, plumbing, home- 


o 
<= 





furnishing and apartment house supply business. 
Located in one of the most populated sections of 
Queens County, N. Y. Selling on account of ill 


Accounts Wanted 

















health. Cash $6,500. Total price $8,000. <Ad- 
) | dress Box D-885, care of Harpware Ace, 239 
ry + | W. 39th St., N. Y. City. 
Factory Representative LO I TR eee 
: y P F FOR SALE—ESTABL ISHED, PAYING 
covering jobbers of automotive, drug, hardware, AND up- roe date hardware paint and house: 
janitor supplies and paint; also chain and depart- | f ae hing i Cc 1 Pp 1 . T > 
ment stores; is desirous of securing another im- | urnishing store in entra ennsy vania, own 
portant gentile factory connection for territory— | about 4,000 with large surrounding farming 
Maryland, Virginia and District of Columbia (Head- | trade. New fixtures and good, clean stock thaf 
quarters). Commission basis. | can he bought reasonably. Owner expects to 
Address Box D-874, care of HARDWARE AGE, | retire from business. Address Box D-829, care 
239 W. 39th St., N. Y. City | of Harpware Ace, 239 W. 39th St, N. Y. 
sa | City. 
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JOIN THE 3700 DEALERS NOW SELLING 


4EFEIEFR 


HIGH SPEED ROLLER 


OVERSIZE PRECISION UNIT BEARINGS 


A STURDY PRODUCT 
AT A POPULAR PRICE 


4 AND 3 WHEEL MODELS 
FOR CHILDREN — ADULTS 


OUTDOOR AND INDOOR 
SKATING 


NO MARKING OR MARRING 
OF FLOORS 


DEFY anti-noise REGULATIONS 
ZEPHYR PRODUCTS CO. 


208-210 FORREST AVENUE 
NEWPORT, KENTUCKY 













NOISELESS 
BALL WHEEL 


SKATES 


RUST-PROOF 





















on our 





Seeds. Onion Sets, PA-SE-CO brand Seed Corn. 






LIST for 1940 


P. O. BOX B-3 


“At Your Service Since 1896” 





113 BE 


WHOLESALE SEEDS 


ORDER a Display Case of Page’s 
Tested and Dated Seed Packets 






SALE AND RETURN CONTRACT 


Selected and Tested Varieties of Field, Vegetable, and Flower 


Write for FREE GARDEN GUIDE and WHOLESALE PRICE 


THE PAGE SEED COMPANY 


GREENE, 









Genui"® DOMES 9 SILENCE 
SLIDE SILENTLY= SOFTLY - SMOOTHLY 


SAVE FURNITURE 
& FLOORS-CREATE QUIET 


Rubber Cush 


Ask. your Jobber is f supplied write to 


DOMES of SILENCE Inc., 35 Pearl St.. 
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All-In-One Cement Co........... 180 
Alter & Co., Harry...........- —_ 
Aluminum Goods Mfg. Co....... -- 
American Brass Co.....s+se0++ 10 
American Cabinet Hdwe. Corp... 103 
American Chain & Cable Co., Inc. 52 


American Chain Div............ 52 
American Cyanamid & Chemical 
GC, ccnddacesescedvccseess 160 
American Fork & Hoe Co., The.. 6-7 
American Mfg. Co.......-+.e0+-+ 5 
American Pad & Textile Co...... _ 
American Shearer Mfg. Co...... _ 


American Sponge & Chamois Co., 
TMC. cecccessccescccccsesere 


American Steel & Wire Co...... —_ 
American Thermos Bottle Co.... — 
American Thermometer Co...... _ 
American ‘Turpentine Farmers 
Assoc., Cooperative .......... _ 
American Wire Fabrics Corp..... 99 
Ames Baldwin, Wyoming Co..... 12 
Animal Trap Co. of America.... 154 
Anker-Holth Mfg. Co........... —_ 
ApenGe BEM. OB. cccacccccscess 157 
Archer-Daniels-Midland Co. ..... 111 
Armstrong-Bray & Co........... 166 
Armstrong Bros. Tool Co........ 154 
BEVED GOED. cc ccesiwcccdciseces 163 
Asbestos Textile Company, Inc... — 
Atkins & Co., E. C. 4'64-6-ee-w eck 
Automatic Produc ts. a ccaksas 115 
BUBNGTO Gis cctccccescciceve 112-113 
B 
Reames Ce. We Weeccccaceces _ 
Baker McMillen Co............. _— 
Ballonoff Metal Products Co..... 125 
Barr Rubber Prods. Co......... 155 
PGE Gig Bs 0600 weesuseoee -- 
marrett Co., WE. Bn. wcccccccce - 
Seeenees Be, Gis cc ccccescoscss 179 
Bassick Co., The. ..-cccscccsees - 
Behr Manning Corp.........2.. 
Daeee Cs., BEt., Gebscccccevecs 177 
test Universal Lock Co., Inc.... - 
Bethlehem Steel Corp.......... - 28 
ee , GQiicinecc cease dices 173 
Bissell Carpet Sweeper Co....... 127 
Blaisdell Pencil Co............. — 
Pe De Gist ckeccssteeses — 
tjommer Spring Hinge Co....... 155 
Borg-Warner Corp...........-+- 100 
i Pr Clings ania seceesie eee _ 
Boston Varnish Co............- 37 


Toston Woven Hose & Rubber 

Th 40606006060 208 006d 0s soos _— 
Boyle Co., A. (Plastic Wood) 39 
Boyle Co., A. § ( Threee-in-One 

MRIS ctne cacacksane tothe _ 
Briggs & Stratton............. - 
ee Ss Wy Micncccecanes _- 
Brown & Sharpe Mfg. Co........ — 
ED SO ose asc RSet 0-0e 0.0K 181 
Builders’ Hdwe. Textbook...... 48 
Burges Os., W. Atlee... ....0s. - 
MePeON BRE Cio cs cscccccccces _ 
Bushman Saw Div............. - 





Carborundum Co., The.......... - 

Carey Co., The Philip.......... 161 
Carnegie-Illinois Steel Corp...... _ 
Carrollton Metal Products Co.... 167 
Ce WE, MM id ccscéeuses 185 
Casein Co. of America.......... -- 
Champion Hardware Co., The... 167 
Cheney Hammer Corp., Henry... 95 


ce OE ene _ 
Chicago Roller Skate Co........ 171 
Chicago Spring Hinge Co........ 153 
Chicago Wheel & Mfg. Co....... — 
Chisholm-Ryder Co., — re «. 144 
GO De Gig De Be ccccsseta 174 
Clayton & Lambert Sie. re 179 
Clemson Bros., Inc.......... 139, 161 


Cleveland Chain & Mfg. Co., The 91 
Cleveland Wire Spring Co., ‘The. 181 
CCG Bs Osc a ccudccteccecs - 





Coburn Trolley Track Co........ 179 
Coleman Lamp & Stove Co...... -- 
i MDS 4 oc. 06 cern en see - 
Colson Corp., The.......... -_ 
CR TOUUEE Gig oot cwccscecs _ 
Columbian Rope Co............. 11 
Columbian Vise & Mfg. a 33 
Comfort Bed Spring Co......... - 
Conco Engineering Works....... 134 
Congoleum-Nairn Co. ... aviae 
Connecticut Valley Mfg. Co. ere 
Continental Screw Co........... 25 
Continental Steel Corp......... 76-77 
Come CR. TW. Gig BeBe cccscccss 181 
Cooper Mfg. Co.........-. sods ts, a 
Creek Chub Bait Co............ 
SE OE Chin ccccedcweoace 23 
Cee COG, BOs. cscccscvcss -- 
COORD GR, We, Wescrcdcscesscce _— 
Cycle Trades of America, Inc.... — 
Cems BUMCO Giiccccccccctsce 43 
Damascus Steel Products Co..... — 
Dazey Churn & Mfg. Co......... 128 





Dempster Mill Mfg. 





Deniston Co., The..........+-- 
Desmon-Stephan Mfg. C ae 
Detecto Scales........-++- r 
DeWitt Operated Hotels........ - 
Dexter C0... cccccccccessceces - 
Diamond Calk Horseshoe Co..... 163 
Diets Co., R. E......-seeeeeees 150 
Disston & Sons, Inc., Henry.... — 
Dixon Crucible Co., Joseph..... - 
Domes of Silence........-.++++ 184 
Drake Electric Works, Inc...... - 
Draper-Maynard Co.......++++-- -- 
du Pont de Nemours & Co., Inc., 
E. I., Fabrics and Finishes 
Dept., Chemical Specialties. _- 
Dudley Lock iss 60-60 es R00 6e<:0 _ 
Durable Mat Co........-+++-06. 180 
E 
Eagle Lock Co.......esesccceee 149 
Bagle Mfg. CO.cccsccccccvssecs 171 
Eagle Rule Mfg. Co.....seee002 = 
Eclipse Lawn Mower Co,......--- 8-9 
BN GR cv cccdcccacescsvecces 175 
Edmont Mfg. Co........+ee-+0- — 
Elastic Tip Co., The.........++. 185 
Electro-Line Fence Co........-- - 
Embury Mfg. Co.........+-+++-:. 156 
Emco Mfg. Co......--+eeeeeees _— 
Empire Plow Co.......-++++e+:. 168 
Enterprise Mfg. Co. of Pa....... ~ 
Estate Stove Co., The.........+- _— 
Everedy Co., The.......-++ee0- 137 
Evinrude Motors (Lawn Boy 
DOD: 6:cbsdient end coawssceeom 185 
F 
F. & N. Lawn Mower Co........ -- 
Farrell-Cheek Steel Co.......+-- —_ 
Fate, Root, Heath Co., The..... 171 
Fletcher Terry Co.......-+-+-+++ 177 
Flexible Steel Lacing Co........ 176 
Flex-O-Glass Mfg. Co........+-- _ 
Florence Stove Co.........+++. 12-1 
Fog King Lamp = ere ee _ 
Foster Company, Benj.......--- 
Fox Shotguns ......+++e+eee+8 16-17 
Frantz Mfg. Co......-.--+e+++5 174 
French & Hecht, Inc........... 169 
Frick-Gallagher Mfg. Co.......-. 175 
Frigidaire Div.........+-+-++++- —_ 
G 
Gale Products ......+++eeee+88 19 
Gardiner Metal Co........+..--- 177 
General Electric Co.(Full Line) — 
General Electric Co., Bridgeport, 
Conn., Appliance & Madse. 
30, 143 


Dept. ..-cceeeecececccces 
General Electric Co., Lamp Div. 50 
General Steel Warehouse Co., 

Inc., Bushman Saw Div....... - 





Gephart Mfg. Co.......--+ee0+- 171 
Gibson Electric Refrigerator Corp. — 
Gibson Good Tools, Inc.........+ _ 
Gilbert & Bennett Mfg. Co...... 157 
Gillette Safety Razor Co........ — 
Glass Coffee Brewer Corp.....-.- 165 
Goodyear Tire & Rubber Co., Inc. — 
Graham Mfg. Co.......++.+++++ 181 
Gray & Dudley Co..........++. - 
Greenfield Tap & Die Corp...... - 
Greenlee Tool Co..........++++: 111 
Griffin Mfg. Co.......+-+--ee8- 118 
Griswold Mfg. Co., The......... 18 
H 

Hamlin Metal Prods. Co........ —_ 
Hammond Paint & Chemical Co.. 170 
Hanover Wire Cloth Co......... 3 
Hanson, Henry L.......+++++++ 179 
Hanson Scale Co.......--+++0+5 156 
Harmony Prods. Co......+++++++ 145 
ae & Richardson Arms 

Ce.” cavatssckdsdtbnnese tee _ 
Harris Hardware & Mfg. Co., 

De pe ccpunedss cae eatee cus — 
Hastings Camvas CO... .ccccceces 169 
Hawkins Co., The.........++-- 178 


Hazard Insulated Wire Works... 47 
Heckethorn Mfg. & Supply Co... — 
eS OF. err rr 172 
Heller & Co., W. C....... ey 
Hendryx Co., Andrew B........ _ 
Fifiger Co., The. ....ccccecccee 
Hillerich & Bradsby Co 
Hindley Mfg. Co....... 
Hoffman Co., H.........-- were 
i Serre rrr 
Hleever CO. ..cccsccccccccscces - 
Hoppe, Inc., Frank A.......... 147 
Hotel Benjamin Franklin. eevenes - 
MleGee PECAN. cccccosscccesses 
Hotstream Heater Co........... - 
Hoyt & Worthen Tanning Corp... 181 
Huenefeld Co, ....--eeeeeeeeeee 2 





Master CORO ccc ccccccccecvecse — 
I 

Imperial Bit & Snap Co......... 179 

Independent Lock Co........++. 55 

Indestro Mfg. Co........csseeee - 

Indiana Steel & Wire Co........ 136 

Ingersoll Steel & Disc Div. Borg- 
Warner Corp. ....ccccccceces — 


International Harvester Co., Inc. 87 
Iron Glue Div., McCormick Sales 


Irwin Auger Bit Co., The....... _— 
Jackson Mfg. Co........ceceee% - 

Jacobson Mfg. Co.......-..++465 133 
Jacuzzi Bros., Inc......++...++++ 165 
Jaye Mfg., 1 RETRE L ONE E -— 


| Jennings Mfg. Co., The Russell. — 


HARDWARE AGE 
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The Dash (—) Indicates that the Advertisement Does Not Appear in This Issue 




























Ge Gh. Bie, TE. Bhvwdneedans - Reeves Steel & Mfg. Co......... —- 
pe er eee 165 | Remington Arms Co., Ine....... _ 
K ——_——- — cue ins b abeewes 
- —, , eynolds FE CO... ccc ccccces 9% 
Kautenberg Co., W. E... 180 | Rich Ladder & Mfg. Co., The _ 
Keene Machine Co., "a aR : 
Kees Mfg. Co., F. D.. 177 Richards-Wileox Mfg. Co....... - 
peeling Rags - Sieg aero | Robertson, Arthur R.......... - 
Keiser Mg. C0... .scccccscccees el eae ae a eee 
Kennel Food Supply Co......... — | Roberton Mfg. Oo....... “edegt oy 
Kester Solder Co... 4 Rochester Sash Balance Co., Inc. 180 
Keuffel & oi eae : Rogers Isinglass & Glue Co...... _ 
Keystone Steel & Wire Co....... __ | Rotenone Prod, Co., Inc......... - 
is Mie eS _| Royal Electric Co., Inc......... 117 
iste & Gone, MM. Ruby Chemical Co.............. 149 
Kofee Koll Sales Co.. Russell, Burdsall & Ward Bolt & 
oe PO GR, 6.26 0ctecicacecentces — 
K-R-O Company ....-.+.++-+++- "i Ryerson & Son, Inc., Jos. T..... _ 
L 
Lamson & Sessions Co.......... aan Samson Cordage Works sevcceese 41 
Landers, Frary & Clark........ 89 Sands Level & Tool Co.......... 179 
Lead Industries Assoc.........- << | Sandvik Saw & Tool Corp....... ~- 
Libbey-Owens-Ford Glass Co..... 46 | Savage Arms Corp..........+- 16-17 
Lincoln-Schlueter Floor Machin- | Schacht Rubber Mfg. Co........ _ 
CPY CO. wor eesesesees ptteeeee 163 | Schaefer Brush Mfg. Co......... eons 
Lockwood Hdwe. Mfg. Co....... or Schalk Chemical Co............ 26-27 
Lowe Brothers Company, The... —/ Schatz Mfg. Co.........ceceeee 137 
Lufkin Rule Co., The........... 129 | Schlueter Mfg. Co...........+. . 187 
M Schollhorn Co., The Wm........ —_ 
McCormick Sales Co., Ine., Iron oo mt. } eee ee -_ 
BU tee bksde nee ose e ee 178 | Sentine RAIS CORD. oo ccccscccs 
McCormick Sales Co., Red Arrow | Sewerage Comm., The.......... 167 
se — | Shapleigh Hardware Co......... — 
McDonald Mfg. Co., A. Y....... Sheffield Bronze Powder & Stencil 
McGill Metal Prods. Co......... ae ee 20 
McKinney Mfg. Co............- 139 | Shelby Spring Hinge Co......... — 
McLaughlin Gormley King Co.... Sherman Mfg. Co., H. B........ 164 
Macklanburg-Duncan Co......... 130 | Showearder. Inc. .........++0+- — 
Manning-Bowman Co. .......... — | Silex Co., The......-...++.+++- —_ 
Marble Arms & Mfg. Co........ 175 Silver OD NPP ee ree 173 
Marlin Firearms Co............ 149 | Simplex Mfg. Co..........+++5. — 
Marvel Rack Mfg. Co........... 173 roy 0., + % _—— st eeeeees 
Se ae 4-5 | Smith & Co., D. B........ 
Master Rule Mfg. Co., Inc...... — | Smith, Inc., Landon P..... 
MR 9 ae cara wis cin anh nadine nse —| Smith & Sons, Seymour 
Merchandise Mart, The......... | Socony-Vacuum Oil Co.......... 
Metal Textile Corp............. 149 | Soilicide Lab., Inc............. — 
Miami Cabinet Div. of The So-Lo Works, Inc..........+... — 
Philip Carey Co.............. én a, BD Gc ccccscestse 152 
Micro-Lite Co., Inc............. — | Stampit Corp. .......ecccceees 169 
Witeee Geel OA... . «65-6000 186 | Standard Fence Co............. 43 
Miller, Inc., Robert E.......... 184 — Tools, Div. of the Stan- 
Millers Falls Co............... 45 ey Works .........+.+-0+- 106-107 
Minnesota Mining & Mfg. Co.... —| Stanley Works, The............ — 
Moore Enameling & Mfg. Co., Star Heel Plate Co............. _— 
psi rn icles abet — | Steam-O-Matic Corp. ......-... 116 
Moore Push Pin Co............. 184 | Stearns & Co., E. C..........-. 14 
Morse Twist Drill & Machine Co. - Steiner Prods. Co............+. 175 
Morton Salt Company.......... — | Stevens Arms Co., J........... 16-17 
Mossberg & Sons, Inc., O. F.... — Iron Works Co., Inc., 
Murmac Mfg. Co............... ‘ FS Sev ccdcccccscsacscwence _ 
Murphy’s Sons Co., Robert...... 179 | Swift & Co......-. sees eecees 157 
Murray Ohio Mfg. Co., The... . t: Swing-A-Way Steel Prods. Co... 162 
Myers & Bros. Co., The F. E.... 36 : T 
N | Tamms Silica Co. .......sccces 176 
Nash-Kelvinater Corp. (Kelvina- io oe B. Hu. ccccceccsscccs 173 
a a ree ae — | Taylor Instrument Companies... —- 
National Enameling & Stamping | Tennessee Coal, Iron & Railroad 
Ck  sieedeetnentagdean neues 31 | CU ntdiheer ics 6sees Hennewee - 
National Glove Co.............. 169 | Tennessee Corp. .........00.. _— 
es Oe eee ma i Tease Coatemt Co.. ccs cicceccss 114 
National Pressure Cooker Co..... 34 | T . ee & Son Co., The Henry 
National Screen Co........-.... Sa, eer rere rere ee 146 
National Screw & Mfg. Co., The. - i A By-Prods. & Chemical 
New Haven Clock Co., The..... 151 os | ee 151 
New York Solder Co............ 175 | Toro Mfg. Co........ceccscccce 145 
fg FF: eae sn ee ee Oe ND. . cececcncaes 177 
Nicholson File Co.............. 105 | Townsend, B. W........2e.000. _ 
Norcross & Sons, C. S.......... 152 | Trico Fuse Mfg. Co............ _ 
a rrr a 100 | Triplewear ......c.cccccccsese 151 
North American Press, The..... — | Triplex Screw Co., The......... 155 
North Bros. Mfg. Co........... — | Tubular Rivet & Stud Co....... - 
Norton Abrasives ............- -— | Tucker Duck & Rubber Co...... 133 
Norton Door Closer Co.......... 141 | Turner Brass Works........... 163 
Norton Lasier Co.............0.- ame em, Day & Woolworth Han 
lle Co ee - 
oO ci ) wioeneesbewes sseew ee 
Ce Ge, Tr eres sos ceaes 47 U 
Oliver Iron & Steel Corp........ - Union Fork & Hoe Co., The 
Cre i vkwwsceac ~~ | Union Hardware O0.......0.02. 42 
Owens-Illinois Can Co.......... a Universal Lawn Tool Co...... = 
OnterO Tedd OO... osc ccccdcccsse 181 | U. S. Steel Corp.............-- 43 
P ag emg: LORE Pe 153 
. . Jtica Drop Forge & Tool Corp... — 
endl lilo, Ee OEE 184 | Wein ; 
7 8h 2 ie, See 172 
Paine ¢ : ficrcewn umes 162 
Perk Sone Cee. nd fi v 
Parker Co., Charles............ 135 | Vaughan & Bushnell Mfg. C..... — 
Parsons Bros. Slate Co.......... Vaughan Novelty Mfg. Co., Inc.. 157 
Patent Cereals Co............-. | Victor Electric Prods., Inc...... 140 
> Nove Yo. . P Vischer Products Co.. -- 
a a nt a Whee tle al aaa Vent-A-Hood Co., The. : aS 
Pecora Paint Co.............-.- 148 | Vita Var Corp..........s+e.6- 
Perforated Pad Co........ | Viebek Tool Co., The..........+. 
Peters Cartridge Div........... = w 
Petersen Mfg. Co.............- — | Warner Mfg. Co..........0-20- --- 
Pioneer Rubber Co., The........ 147 | Warren Telechron Co........... - 
Pittsburgh Plate Glass Co. Warren Tool Corp............++. --- 
(Pennvernon Div.) ......... — | Warwood Tool Co.............. _— 
Pittsburgh Plate Glass Co. (Store | Western Cartridge Co........... 29 
WEE ac cdpcsceccseiotwcaes - Western Cataphote Corp......... 
Pittsburgh Steel Co............ — | Westfield Mfg. Co.............. 179 
De OO, occa cuccdeaccic — | Westinghouse Electric & Mfg. 
Plastic Prods. Company........ i eh | a EE OS pee 85 
Plumb, Inc., Fayette R......... 21 Wickwire Brothers ............ 40 
Plymouth Cordage Co........... 44 | Wickwire Spencer Steel Co...... 99 
Plymouth Rubber Co., Ine...... 166 =| Winchester Repeating Arms Co... 49 
Porter, Inc., H. K | Woodruff & Sons, Inc., F. H... 142 
Premax Products ...... Wooster Brush Co.......... e0 - 


| Wright Prods. Mfg. Co 
| Wright Steel & Wire 


Progressive Mfg. Co., 
Puritan Cordage Mills 





Radwaner Seed o. eee 177 | Yale & Towne Mfg. Co., The. 1 
Raybestos-Manhattan, Inc. ..... - Z 
BRay-O-Vae C0. ...ccccccccccees - Zephyr Prods. Co........++++++ 184 
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LOOK AT 
THE RECORD! 


Store A* sold 6 ge *, in Jess 
than 6 weeks. 5 
gross in the same ao “pet 

maybe you've already heard 
about it! ''Protecto"’ sells on 
sight, because it fills a real 
need in every kitchen. 


*Names on request. 


Protecto MEAT BASTER 


: 
Pat. Pend.—Made in U.S.A. * 
Easily takes up juices from under any shaped Retails at + 
roast. With one squeeze of the bulb it is done! 49¢ ¥% 
HOLLIS CO., 207 Market St., Newark, N. J. ; 
MEprrettrrecetsceetssetccoecoeroseccces | 





Moulded RUBBER GOODS & Speciathe 





PLAIN AND MUSHROOM BUMPERS 
RUBBER HEAD NAILS e@ TOILET SEAT BUMPERS 
CHAIR TIPS @ CRUTCH TIPS @ SUCTION RUBBERS 


SEND FOR CATALOG OF COMPLETE LINE 








National "Open House" Means Quick Dollar Ringups with the 


CARTER ;s:::11 NOZZLE 


SPRAY 
Be sure you have the Carter self-selling ‘‘counter carton 
of 6°’ on display. National advertising this Spring 
will tell over 15,000,000 readers about Carter’s modern 
one-hand control, automatic water-saving shutoff, and 
set-nut stationary flow. You'll sell 
all you stock—and be ringing up 
. not dimes! Order half a 
dozen Carter cartons (6 to the car- 
ton) from your jobber NOW! 


CARTER PRODUCTS CORP., 

702 Front Avenue, Cleveland, Ohio 
Representatwes: EAST—W. A. Hirsch, 38 Lamport 
Rd., Upper Darby, Pa.; Central Representatives, Inc., 
1105 Broadway, N.Y.C.; F. A. McGuire, 705 Rutgers 
St., Utica, N. Y.; SOUTH—W. Bert McDonough, 
431 Peachtree St., N.W., Atlanta; SOUTHWEST— 
The Hafer Co., 707 So. Ervay St., Dallas; WEST— 
Frank W. Lee, 2117 Fair Park Ave., Los Angeles; 
Wilson Ellis, 853 Middlefield Rd., Palo Alto, Calif. 












It's Swell for 
Washing Cars! 





ALL CONTROL- 
LED BY HAND 
PRESSURE 














Two models 
fit all mow- 
ing conditions 


$79.50 


Easy to sell be- 
cause handiest to oper- 
ate—one hand controls 
starting, stopping, 
steering. Cuts 18” 
swaths; quiet, easy- 
starting 4-cycle motor; 
speed selector; adjust- 
able cutting heights; 
rubber tires. Ninth suc- 
cessful year. Write for 
dealer proposition. 


EVINRUDE MOTORS 


1799 W. Hope Ave., Milwaukee, Wis. y, 















185 








Just in time for 


Hardware Open House! 


Ss 


; 


New MizcoR Portable Oven 
styled to attract your customers... 
priced to sell in volume 


The kind of item that helps you ring up more sales dur- 
ing your Open House event — and all through the year. 
Handsomely styled to catch your customer’s eye. Plenty of 
strong features to help you turn interest into sales: Large- 
capacity 2-burner size (also made in one-burner size) . . . 
Finished in beautiful uniform Blue Steel . . . Accurate 


heat indicator (optional) ...Steel flame spreader for quick, 


competitively priced 


to Sell in Big Volume 


even heat throughout oven . . . Bright, corrugated heat-re- 
flecting lining ... Two wire racks. These are genuine talk- 
ing points—they mean a lot in quickly closing sales, and 
keeping your customers happy with good results in baking. 


Feature this new Milcor Portable Oven, starting with Na- 
tional Hardware Open House. Stock up now. Order from 


your jobber. Write today for free, colorful sales helps. 
G-57 








MrrcoR. STEEL ComMPANY 
MILWAUKEE, WISCONSIN 


Chicago, Ill. 
Atlanta, Ga.* New York, N.Y.* Rochester, N.Y.* Baltimore, Md. 


SALES OFFICES: Minneapolis, Minn., Little Rock, Ark., Dallas, Tex., Denver, Colo., 


CANTON, OHIO 


e Kansas City, Mo. © La Crosse, Wis. © 


Washington, D. C. 


HARDWARE AGE 














! a is French Rose, the newest, most 


up-to-the-minute creation in the 


DeLuxe Line of Colored Kitchenware. Its 
attractiveness will prove irresistible to 
shoppers—and its moderate price will 
build a great many easy, profitable 


sales for you. 


The items are white enamel coated— 
available with either black or red trims 
—and interestingly decorated with this 


smart French Rose design. 


Ask your jobber’s representative about 
DeLuxe French Rose Colored Kitchen- 
ware—and be ready for the demand 


that’s sure to come this season. 
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INTRODUCING No. 193 
Rod Devil 
PAINTER 

KIT 


SPECIALLY PRICED 
FOR 
HARDWARE WEEK 














THIS KIT CONTAINS 


NO. 50 RED DEVIL WOODSCRAPER 
New extra long handle—9” overall. 
Twe replaceable cutter blades (you 
make extra blade sales at 25¢ a pair) 
Smooth wooden handle, shaped for 
easy grip. RETAIL VALUE 50c. 


NO. 024 Modern-line piloted RED 
DEVIL GLASS CUTTER. For all general 
use. New handle made to fit the hand. 


Sell It For What You Would Normally Pay | sischeccmactin 
RED DEVIL PAINTER KITS $1.19 RETAIL | «exc aenmcos 


DEVIL PUTTY KNIFE, RETAIL VALUE 
45¢ with Mirror Finish, fine quality, 


Here’s a sell-on-sight special for 1940 HARDWARE OPEN high carbon cutlery Yoo! steel blades, 


HOUSE that will make fast abundant sales at the prices Hondles. Strongly mage. 
you are looking for! Genuine $1.89 retail value for tools Ff afer 
Scraper. Locks in any position— 


alone. You pay $.80 and sell it at $1.19. The Kit will ap- sheathed when closed. Over 100 uses 


as knife, cutter of scraper. RETAIL 


peal to contractors and handy-homeowners—and your VALUE 10c. 
(VALUE OF TOOLS ALONE $1.90. 


cash register, too. Offer expires May 4th, 1940. SUPPLY DISPLAY KIT worth $.20). 
LIMITED. ORDER THRU YOUR JOBBER or SEND THE COUPON. 














Nationally Adver- EACH NO. 193 RED DEVIL PAINTER KIT CON- FREE TOO 
tised to Increase SISTS OF A HANDSOME GOLD LINED AND PAR- ne s 
Dealers’ Sales. | TITIONED BOX WITH RED COVER AND LARGE = [hs hendsome Ev 
CELLOPHANE WINDOW. An ‘‘eye-catcher’’ if there NOM OSPAY 17%" 

ever is one! A special blue and red Open House x 13¥%4” x 61” given free 

NATIONAL Streamer with prices runs across face of each kit with each order fer RED 
HARDWARE (easily rermoved for even bigger profits after Open DEVIL NO. 333 ELECTRIC 
Qnex Mouse House). EACH KIT HAS EASEL BACK FOR FENCER. Operates from 6 


APRIL 25-MAY 4 COUNTER OR WINDOW DISPLAY. volt battery. Protects 14 
miles of fencing. RETAILS 


LANDON P. SMITH, INC. at special price of $10.95. 


D> we ARE COOPERATING @ IRVINGTON, N. J. Dealer's price $7.30. 


nana aa aaa aE eT eeEeeeCeeelCeeeUeeelUeeee ee C 
PIN TO FIRM LETTERHEAD AND MAIL 


LANDON P. SMITH, INC. 
IRVINGTON, N. J. 


Please RUSH No. 193 RED DEVIL 


PAINTER KITS at $.80 EACH 
ADDRESS 


No. 333 RED DEVIL ELECTRIC 

FENCERS a! $7.30 EACH; AND FREE COUNTER DISPLAY. 
OUR JCBBER IS 
0) Check enclosed. Ship thru jobber. (As Jobber is protected, no order accepted unless above line is filled in) 


HARDWARE AG 





